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For greater Speed “ant Safety on Wiring Jobs 
specify Duraflex A.B.C. It’s a Durabilt Product. 
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THERES 
SELLING 


POWER 
IN 
THESE 


This is the LARGE SIZE Eveready Layerbilt 

“B” Battery for heavy duty, No. 486, the 

longest lasting, most economical of all “B” 

Batteries. List, $4.25. There is also another 

Eveready Layerbilt, Medium Size No. 485, 
listing at $2.95. 


IT MATTERS a lot what is inside a “B” battery, for what is 
inside determines how long it lasts and how much satisfaction 
the user will get out of it. That’s why we are revealing all 
the inside facts about the Eveready Layerbilts, and also showing 
how cylindrical cell batteries are made. 


In the Eveready Layerbilt the flat cells make connection with 
each other automatically. These cells are not independent, but 
interdependent. Only five solderings are needed to complete 
the assembly, and only two broad connecting bands, each 34 
inch wide. 


In “B” batteries assembled of separate, individual cells, be 
they cylindrical, square, hexagonal or any other shape, 60 sol- 
derings are needed, and 29 fine connecting wires—89 chances 
for trouble. Compare this with the common sense Eveready 
Layerbilt way and you will see why the Eveready Layerbilt is 
so much better, so much more reliable and trouble-free. 


Eveready Layerbilt flat cells also pack more material in a 
given space, and so of course they last 25% to 30% longer, 
depending on the size. Thus they are not only more reliable 
but more economical. 


Tell these inside facts to your dealers, and your sales and 
their sales of Eveready Layerbilts will increase. 


NATIONAL CARBON COMPANY, INC. 


New York [faa San Francisco 
Atlanta Chicago Kansas City Long Island City 


Unit of Union Carbide and Carbon Corporation 






























Here is the inside story of the Ever- 
eady Layerbilt—flat, space-saving cells 
making connections automatically. 
Only five solderings, only two broad 
connecting bands. Maximum reliabil- 
ity, maximum active materials, great- 
est life. Layerbilt construction is an 
exclusive Eveready feature. Only Ever- 
eady makes Layerbilt Batteries. 











Here is the inside story about every 
“*B”’ battery assembled of separate, in- 
dividually sealed cells——29 fine con- 
necting wires, 60 solderings, and lots 
of waste space. 
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LL through the year 1929, every 

five seconds, a radio set will be 
made, and it is assumed, sold. At 
intervals of every half a second a 
radio tube will be born. And it is 
hopefully expected that during that 
period of time there will be at 
least two radio broadcast announc- 
ers produced who will be aware of 
the fact that most of the listening 
public doesn’t give a damn who 
they are or what they are, so long 
as they speak plainly and consume 








velopment As Appliance Outlets—They Represent the as little time as possible. 
Jobber’s Opportunity. * * 


Bruce Barton suggests in Print- 
er’s Ink that since not one man or 
woman in 10 has the least idea 
what the Kellogg peace treaty is 
or what it means, a clause might 
well be added for each country to 
discontinue the building of one 
battleship and devote the money 
to a continuous advertising cam- 
paign explaining the treaty. Since 
one of these ships costs $35,000,000 
that would mean $2,000,000 a year 
for 17 years. We could make the 
treaty mean something that way. 

* * * 

The first air-line dining car serv- 
ice out of Chicago was inaugurated 
January 27—a giant Fokker F-10, 
12 passenger “De Luxe” operated 
by the Universal Aviation Corp., 
between Cleveland, Chicago and 
the “Twin Cities.” 
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Tell Your Trade 


how this complicated 


; installation was made 
Y possible with 


Appleton Malleable 
No-Thread Unilets 


because when you— 
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Loosen the knurled nut . . . insert the conduit . . . tighten the 
nut... the job’s done. Appleton No-Thread Malleable Unilets make 
the hardest jobs easy. Cramped quarters . . . tight corners . . . bent 
conduit. . . it makes no difference. They speed up any installation and 
save the expensive time of conduit threading. 

Appleton No-Thread Unilets are economical, too, because they last 
so long. The malleable iron, of which they are made, with its cadmium 
coating, offers the greatest resistance to any kind of corrosion or con- 
stant vibration. They will last the life of the building. 


Get all the facts on these remarkable time savers that are being used 
2. Insert conduit more and more every day. Tear out the coupon and mail it at once. 

















Appleton No-Thread Unilets are listed as Standard by Underwriter's Laboratories in ¥2-inch to 4-inch sizes, inclusive 


SOLD THROUGH JOBBERS 











a APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U.S. A. 

New York—150 Varick St. San Francisco—655 Minna St. 

3. Tighten nut Los Angeles—340 Azusa St. Seattle—628 Railroad Ave. 


APPLETON 4 


! Appleton Evectric CoMPANY 


No-Thread Malleable _ | =\is°°"° ! 





Please send us a copy of your new Bulletin 9-AmA on Malleable 


! 

! 

: No-Thread Unilets, together with prices. 
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The Original Threadless Conduit Fittings Hipaas fepertaeennereepnpepnememyeynsencessentietinntessrprgsesrret 





ntimate Glimpses 
of Eee U FEVES 


BRAID ELECTRIC COMPANY 


W.W.Gambill, Jr., Secretary W.W.Gambill, President Ben S. Gambill, City Sales Manager 


HE Braid Electric Co., 

Nashville, Tenn., celebrates 

its fiftieth anniversary in 
1929, the firm having been found- 
ed in 1879, by James W. Braid. 
W. W. Gambill, the present head, 
came to the firm as an employe 
in 1892. This was just before the 
Chicago World’s’ Fair, which, 
through publicity and the exhib- 
its, gave such impetus to the elec- 
trical industry that it went for- 
ward by leaps and bounds. 

In 1898 the firm became a cor- 
poration. A wholesale, retail and 
contracting business was carried 
on from that time. In 1918 the 
contracting was discontinued and 
in 1923 a policy of “Wholesale 
Only” was adopted. Prior to mov- 
ing to its present location, which 





is 107-111 Ninth Avenue, South, 
the business was conducted at 910 
Broadway. 

Braid Electric Co. was one of 
the first to enter the radio field 
originally handling various makes. 
However, being appointed an At- 
water-Kent distributor in 192%, it 
has sold that line exclusively ever 
since. On September 1, 1928, it 
was awarded the A-K_ distribu- 
tion in the Memphis _ district 
which comprises Southeast Mis- 
souri, Eastern Arkansas, Western 
Kentucky, Northern Mississippi, 
and that portion of Western Ten- 
nessee not covered by ‘the Nash 
ville house. This change resulted 
in the installation of a full 
Hedged warehouse and offices in 
Memphis. 
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@® Type 
NTP Panel- 
board 








® Type NR 
Panelboard 


@® Meter Control 
Panelboard 


The product is its own best selling point 


After all, the most clever salesmanship must depend, 
if it is permanently successful, on the products’ own 
value. (A Panelboards go right on selling the customer 
after he has bought them. They serve so well con- 
tinuously without maintenance that even the man 
who enthusiastically sees their value at first sight 
doesn’t know the half of it! 


That’s why we earnestly ask selling effort on €& Panel- 


New @® Fuse- 


FUT ar iriba 
LULSPSLALILILILGes 


\ @ Type NTC 
Panelboard 





Type NRT 
Panelboard 


‘we @ Type NRSS 
Panelboard 


boards from every Jobber’s Salesman, for his own 
additional profit. We know that if he learns how to sell 
€# Panelboards he will make larger sales, more repeat 
sales and easier sales than with any other wiring unit- 


There is an excellent Jobber’s Stock Proposition that 
speeds up deliveries and adds to service and sales. If 
your house is not using it, ask your salesmanager to 
get the details. 


The new @ Catalog is ready, yours for the asking. @ men ir 
thirty cities are waiting to co-operate. Get behind @ and push. 


Frank Adam 


ELECTRIC 


Atlanta, Ga. 


COMPANY 


San Francisco, Calif. 


Baltimore, Md. Seattle, Wash. 
Boston Mass. ST. LOUIS Tulsa, Okla. 
Chicaso lil. DISTRICT OFFICES Toronto, Ont. 
Cincinnati, Ohio - Detroit, Mich. Los Angeles, Calif. New Orleans, La. Philadel phia, Pa. Vancouver, B.C. 
Dallas, Texas Jacksonville, Fla. Memphis, Tenn. New York, N. Y. Pittsburgh, Pa. Walkerville, Ont. 
Denver, Colo. Kansas City, Mo. Minneapolis, Minn. Omaha, Nebr. Richmond, Va. Winnipeg, Man. 
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Jobber Relations 


with INDUSTRIAL Plants 
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Results o if 
Determine 


HE sale of supplies to industrial plants has 

long been the privilege of the electrical whole- 

saler, amounting in the opinion of many of 
them to a valuable franchise. It is a business that 
many feel has been worked up through years of 
close application and the rendering of service— 
something of value not to be relinquished except 
for “value received.” 

On the other hand, it is true that the electrical 
contractor stands in the position of being a logical 
contender for this class of business, and as the con- 
tractor is a customer of the wholesaler, it is but 
natural to expect that occasionally friction has 
arisen over the situation. 

Without the intention of arguing this matter pro 
and con, for the arguing can be pretty thoroughly 
done without intervention of this publication, it 
was thought that a study might be made which 


lation-Wide 
Wh at Classes 
Jobber Sells 





Surve ey Among Jobbers to 
of kedisssvial Plants the 


to and why 


would interest most of the readers of THE JOBBER’S 
SALESMAN as showing, from a national viewpoint, 
what is considered to be industrial plant business 
coming within the province of the wholesaler. 

Also, there has been a tendency of late for in- 
dustrial plants who have been employing electri- 
cians or maintenance men to discharge them in fa- 
vor of a contractor who would do the maintenance 
work as well as take care of new construction on a 
yearly contract basis. What this tendency is and 
in what localities it is manifest was also made a 
part of the study. 

Certain questions were put to a large number of 
electrical wholesalers in all parts of the country to 
which 170 replied, not all, however, answering each 
specific question. 

From the returns it was discovered that 93% of 
the electrical wholesalers reporting do sell to indus- 
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trial plants and that among them the practice. is, 
therefore, practically universal. By far the majority 
of the companies reporting operated in territories 
comprising large city, suburban and country—%0% 
in fact were of this class. The rest covered sub- 
urban and country, country alone, city and country, 
city alone and suburban alone. 





Reports By 155 Electrical Wholesalers from 92 Cities 
Showing Whether They Have Observed No Tendency 
or a Tendency for Industrial Plants to Discharge Elec- 
tricians and Take On Contractor Service. 

City Tend. Tend. City Tend. Tend. 
Akron, O. 1 Milwaukee i @ 
Allentown, Pa. 1 Minneapolis, Minn. 1 1 
Asheville, N. C. 1 Muskegon, Mich. 1 
Atlanta, Ga. 1 Newark, N. J. 1 
Binghamton, N. YY. 2 New Bedford, Mass. 1 
Birmingham, Ala. 1 New Britain, Conn. 1 
Bloomsburgh, Pa. 1 New Brunswick,N.J. 1 
Bluefield, W. Va. 1 New Haven, Conn. 1 
Boston 1 New Orleans, La. 2 
Brockton, Mass. 1 New York 9 
Brooklyn, N. Y. 1 1 Norfolk, Va. 2 
Buffalo, N. Y. 1 Oakland, Calif. 1 
Burlington, Vt. 1 Philadelphia 4 
Canton, O. 1 Peoria, IIl. 1 
Cedar Rapids, Ia. 2 Pittsburgh 2 2 
Charleston, W. Va 1 1 Pittsfield, Mass. 1 
Chattanooga, Tenn. 1 1 Portland, Me. 1 
Chicago 4 Portland, Ore. 1 1 
Cleveland 1 1 Providence, R. I. 2 
Columbia, S. C 1 Quincy, IIl. 2 1 
Dallas 1 Raleigh, N. C. 1 
Davenport, Ia. 1 Richmond, Va 1 
Dayton, O. 1 1 Rochester, N. Y. 1 1 
Denver, Colo. 9 1 Rockford, IIl. 1 
Des Moines, Ia 1 St. Louis, Mo s 3 
Detroit 9 4 St. Paul, Minn. 2 
Dubuque, Ia 1 St. Joseph, Mo 1 
Erie, Pa 1 San Francisco 1 
Evansville, Ind. 1 1 San Diego, Calif 2 1 
Flint, Mich 1 San Jose, Calif. 1 
Fort Wayne, Ind j Salt Lake City 1 2 
Grand Rapids 1 Scranton, Pa. 2 
Greensboro, N. C. 1 Spartanburg, S. C 1 
Hagerstown, Ind. 1 Springfield, Mo. 1 
Harrisburg, Pa. 1 1 Syracuse, N. Y. 2 2 
Houston, Texas 1 Sioux City, Ia. 1 
Indianapolis, Ind 2 4 Sioux Falls, S. D. 1 
Jacksonville, Fla. 1 Toledo, O. 2 
Joplin, Mo. 1 Jlrenton, N. J. 1 
Kansas City, Mo 9 9 Troy, ie Y. 1 
Kingston, N. Y. 1 Tulsa, Okla. 1 1 
LaCrosse, Wis 1 Waco, Texas 1 
Lincoln, Nebr 1 Washington, D. C. 1 
Los Angeles 1 » Wichita, Kans. 1 
Lynn, Mass. 1 Worcester, Mass. 1 
Mansfield, O. 1 York, Pa. 1 

Total 107 48 
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The next step was to ascertain the type of indus- 
trial plant which they would consent to serve. 
Many have been of the opinion that the wholesaler 
only seeks to serve plants of a certain size, or 
whose requirements must amount to a certain mini- 


mum sum per year. Manufacturers in particular 
have at times been led astray in this respect, as- 
suming that the wholesaler draws some mysterious 
sales line, differentiating those plants that he will 
sell from those that he will not attempt to sell, in 
some way by size, number of men employed, etc. 

As a matter of fact, there is one general qualifi- 
cation that is set down by the great majority—70% 
of them. This is that the plant either maintain a 
regularly organized electrical department with an 
electrician or electricians, or that the plant employ 
an electrician or electrical maintenance man. There 
is some distinction drawn as between the plant with 
an electrical department and that employing only 
an electrician—they being almost evenly divided— 
35% in each case. 

The next largest class, 16%, sold any and all 
plants, that in their judgment were worth while 
going after. Another class, 642%, sold only cer- 
tain types of plants, special manufacturers, rail- 
roads, textile mills, etc. The rest gave various an- 
swers such as: “Large plants,” “goods to be incor- 
porated in manufactured products,” “when they re- 
quest quotations and send their requests to job- 
bers,” “plants with outside capital, not local family 
affairs,” etc. All these varied qualifications only 
amounted to 712%. 

The next question asked was for them to specify 
in detail the type of industrial plant they would re- 
fuse to sell and why. This question, of course, 1s 
closely related to the second. Since the majority 
will sell plants employing their own electricians, 
the question is then why will they refuse to sell 
the plant which does not. As was to be expected, 
the majority, 80%, gave as their reason the fact 
that in the case of the plants not employing their 
own electricians they would be competing with 
their contractor customers, which they did not wish 
to do. 

In the case of plants that the contractor is al- 
ready serving, both the types not employing an elec- 
trician, and left as a matter of course to the 
contractor, and also those plants where special 
maintenance contract relations occur between the 
plant and the contractor, some expression was de- 
from the wholesaler as to how he assured 
himself, or how wholesalers generally could be as- 
sured of the business, as far as the materials and 
supplies were concerned. Replying to ‘this, 23% 
were frank to admit that they could see no way in 
which the wholesaler could be assured of the busi- 
ness. <A larger proportion, 50%, however, were 
firmly of the opinion that by contacting the con- 
tractors, following a policy of protection of the 
contractor, helping him on the engineering and 
service ends, working with him to secure jobs and 
having their material specified, they could feel sure 
that the materials would be bought through the 


wholesaler. (Turn to Page SO) 
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‘There is a bigs Field 





3 HERE are entirely too many jobbers’ sales- 
men who have no realization of the enor- 
mous field open before them on ventilating 

fans. A salesman arises in the morning and goes 

into a dining room which contains no ventilation. 

He steps from there across the street for his car 

and there’s no ventilation in the garage. He liter- 

ally stumbles over prospects and must grasp the 
advantage of such opportunities if he is to show 

a volume on this line.” 

E. D. Price, sales engineer for the Illinois Elec- 
tric Co., Chicago, was the man speaking, and few 
men know ventilation from a sales angle quite as 
well as he does. He sold it for Illinois in Los An- 
geles and is selling it in no small amount now in 
the middle west. 

We hear a great deal of talk these days about 
the necessity for the electrical jobber reaching out 
after all possible channels of retail distribution. 
Perhaps, in no line of merchandise is this idea 
brought home more forcibly than it is in the field 
of ventilation. 

Mr. Price outlines five distinct outlets for the 
sale of such products. They are: First, the electrical 
contractor-dealer; second, the heating and venti- 
lating contractor; third, the building hardware con- 


APRIL, 1929 


in 
VENTILATION 


Five Distinct Classes of Pros- 
pects Exist for the Sales of 
Ventilating Fans. And Every 
Jobber’s Salesman Can Sell these 
Outlets if he Goes After Them 


An Interview with 


E. D. PRICE, Illinois Electric Co., Chicago 


tractor; fourth, the restaurant equipment companies, 
and fifth, the industrial plants, and, in practically 
no case are special problems of ventilation or wir- 
ing involved. 


The Electrical Contractor-Dealer 

Taking up these classes individually, let us first 
discuss the electrical contractor-dealer. “Here,” ac- 
cording to Mr. Price, “is a man pretty well asleep 
at the switch,” and the jobber’s salesman who snaps 
him into activity is going to be well repaid. 

The real opportunity for the electrical contractor 
rests in the sales of kitchen ventilators. In apart 
ment houses and buildings, ventilation is not men 
tioned by most of the architects of today. Because 
of this fact, every contractor when putting in his 
bid on wiring should submit an alternate recom 
mending the installation of a ventilator in every 
kitchen in the building. Just how well this idea 
works out may be shown by the recent experience 
of a contractor in New York. By following this 
suggestion, made, incidentally, to him by the Alpha 
Electric Co., he was awarded a contract calling for 
70 kitchen ventilators, Think of that !—just a little 
extra alertness on his part brought to him not only 
a profitable order for fans, but also the installation 
work as well. 

In and around Los Angeles the electrical con- 
tractors have been trained to take such action and 
the results have proved most satisfactory to them 
and the electrical jobbers in that section. 

There alone exists a tremendous opportunity for 
development work. It is a suggestion which one 
is safe in saying has seldom been made by jobbers’ 
salesmen, and certainly the contractor should wel 
come it most heartily. 

On standard ventilating fans he can do equally 
well in new buildings, in old ones which he its re- 
wiring and in the smaller industrial plants. But, 
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AIR CHANGE REQUIREMENTS 
Class of Building Air should be changed 
Apartment house kitchenettes 250-300 C.F.M. 
Attic and loft spaces 5-10 Min. 


3akeries 3 
Banks 6-10 
Barns (farm) per head of cattle 100 C.F.M. 
Basements and vaults 5-10 
Battery charging rooms 3-5 
Boiler rooms (air supply) 3 
Boiler rooms (air exhaust) 4 
Churches (25 C.F.M. per person) 8 
Cleaning and pressing shops 3-5 
Club rooms 6-8 
Dye houses (tempered) supply 

and exhaust 3- 
Fertilizer plants 3- 
Foundries 2- 


or 
i] 
— 
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Garages 

Gymnasiums 

Generator and sub-stations 
Kitchens—residence 
Laboratories 

Locker rooms 

Lodge rooms 


% 200 


Laundries 

Meat packing plants 3-1 
Offices 5-1 
Paint and varnish shops 5-1 


Pantry (serving) hotels 
Pool rooms 
Refrigerating machy. room 


Restaurants 3- 

Restaurant kitchens 1- 

Rug cleaning shops 2- 

Schools (per pupil) 30 C.F.M. 

Stores 6-10 

Spray booth (heavy material) 10 times per Min. 
Theatres (25 C.F.M. per person) 3-6 

Toilet rooms 5 

Turkish baths 5-10 


1500-300 C.F.M. 
200 C.F.M. per sq. ft. hood area. 


Steam tables 
Vegetable cookers 


Ranges 120-200 C.F.M. per sq. ft. hot 
surface or 100 C.F.M. per sq. ft. 
hood area. 
Broilers 300 C.F.M. ea. 


1200-200 C.F.M. or 60-150 C.F.M. 
per sq. ft. hood area. 


Dish washers 











he must be awakened to the situation, for men like 
Mr. Price point out that the business is getting 
away from him, which statement brings us to the 
second retail outlet. 


The Heating and Ventilating Contractor 

This class of contractor as well as the building 
hardware men are both proving themselves infinite- 
ly better merchandisers than the electrical contrac- 
tor. The heating and ventilating contractor has no 
specific jobber selling him. He purchases from the 
hardware, sheet metal, furnace and boiler men and 
the electrical jobber. But there really is no jobber 
selling him a complete line such as there is in the 
electrical industry, and since he is not contacted to 
any extent by the last named he is buying his ven- 
tilating equipment direct from the manufacturer. 

When steam and hot water became popular as 
methods of heating the home, the furnace manu- 
facturer assumed a most gloomy expression, and 
not without cause—his business was getting away 
from him. Fortunately, however, for him and for 
the ventilating fan industry he refused to concede 
defeat. Those concerned in the manufacturing 
banded together as men will do when a mutual 
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The result of a few meetings 
was the erection of a beautiful home in Champaign, 


disaster threatens. 


Illinois, the seat of the Illinois University. A fur- 
nace was installed, some capable professors with 
their “slip sticks” took charge and the answer was 
a furnace fan in the cold air duct of the hot air 
furnace. 

The solution put the furnace man back on his 
feet and he again proceeded to sell his product in 
goodly numbers. He does not generally sell the 
fan, as it is part of the installation just as the duct, 
so the field was left wide open and the heating and 
ventilating man stepped into it. 

It might be added here, for the benefit of those 
jobbers’ salesmen who want to go after this pros- 
pect, that he can sell a furnace fan without fear 
of becoming involved in technicalities. There are 
none. And the fan generally retails from $75.00 up 
with a profitable margin reserved for his house. 

For the enlightenment of a prospect who does 
not understand just what the fan accomplished, the 
salesman can tell this story. In a furnace there is 
a pocket of heated air lying against the fire box 
(in the air jacket) because of the construction of 
the furnace. This pocket of air must be heated to 
an extremely high temperature in order to heat the 
air behind it. With the installation of a furnace 
fan this pocket of air is set in motion and kept in 
motion. Not only is uniform heat all over the 
house secured, but also a saving of approximately 
25% in coal is accomplished! 

In the summer the fan can also be used for ven- 
tilation. It thus serves three purposes: heating, 
ventilation, and economy. And, don’t forget it is 
the heating and ventilating contractor—an indus- 
trial orphan so far as having a jobber is concerned, 
who is landing this business. 

The Building Hardware Contractor 

Here is a little competition for your electrical 
contractor. This chap is handicapped because of 
the fact that what he sells does not run into large 
volume. His field is decidedly limited in new 
buildings, as he gets only the hardware, hinges, 
locks and so forth. Being handicapped has done 
just one thing for him. It has made him cast about 
for something to sell, and apparently his eyes have 
fallen on the ventilating fan. He maintains that 
because a ventilator has a motor is no reason why 
it should be strictly considered an electrical item. 
And he not only maintains it, but also sells the 
architect on the same thought. Time and again he 
lands the order for kitchen ventilators. And he is 
a prospect who can be readily sold by any jobber’s 
salesman who calls on him for ventilating business. 

As a matter of fact, and to clinch the argument 
on these three existing fields, it is quite generally 
recognized among ventilating men that the archi- 
tect at the present time is splitting the business 
three ways in just about equal proportions, al- 
though the heating and ventilating contractor is 
getting a slight edge. The jobber’s salesman, there- 
fore, who is calling on the electrical contractor is 
only getting just about one-third of the possible 
ventilating fan business. (Turn to Page 94) 
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The Wish 
for 


INDING QUT 


By MAURICE C, MOORE 


REMEMBER some years ago being privileged 
| to chat with a prosperous business man—a gen- 
tleman, I may say, who has something more 
than a local reputation—and one remark he made 
stuck in my memory. He said: “What so many 
people fail to understand who are seeking a clue 
to the success of the successful man is the great 
care and thought that have to be given to some- 
times quite minute detail. Detail seems to them 
irritating and unimportant, but the real truth of 
the matter is that you cannot name a single small 
thing which, if you were so disposed, would not 
provide material for years of concentrated study.” 
The last four words were for me, at that time, 
what is called an “illuminating phrase.” They 
threw a light into some dark corners. I found I 
had been thinking that if one wished to make good, 
detail was something to be pushed as much as pos- 
sible on to the next man below you, or whoever 
would take on the job, so as to leave your time 
and mind free for the main deals. 

True enough, this is what the man who leads is 
usually found to do. It is absolutely required of 
him, whether he would or no, for there is a limit 
to what any one person can carry. The man who 
doesn’t know how to delegate duties but tries to 
carry the whole load himself only succeeds in mak- 
ing a first class employe of 
himself and staggers along 
and gets left by competitors 
who have learned the art of 
conserving their energy to 
face the big issues, when they 
come. 

But the success of the man 
whose rise is due to his own 
grit and ability and not to 
any fortunate combination of 
circumstances, will always be 
found to be partly owing to 
his having himself gone very 
thoroughly into those duties 
of detail which he now dele- 
gates. Indeed, if he did not 
know all about them, he would 
not know what type of men 
to choose to delegate them fo. 

It is very true that in vast 
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The Success 0 f the Man 
Whose Rise is Due to his 


Own Grit and Ability 
Will Always be Found 
to be Partly Owing to his 
Having Gone into Those 
Duties of Detail Which 
he now Delegates. 


numbers of apparently trivial things there is ma- 
terial for years of concentrated study, not only 
in business life but in life as a whole, in all its 
aspects. This is what so many of us miss. It is 
largely the explanation of the difference between 
the two broad classes of people—those who find 
abundant interest in the world and never seem to 
have a dull moment, and those who are always 
drawing blanks, and find time, when they are not 
actually at business, hangs heavy on their hands. 
The distinguishing mental quality of the former 
is curiosity—using the word not in its debased 
sense of unpleasant prying into what does not con- 
cern us, but in the proper sense of being keen to 
find out all the things that it is proper to find out; 


wanting to know. Every (Turn to Page 84) 
) 
“The man who doesn’t \ 
know how to delegate 
duties makes an em- c 
ploye of himself.” | om 




















Developing 
the 


CALL was sounded last month for all electrical 
A jobbers to get in step with another phase in ap- 

pliance merchandising. The situation is simply 
this. Merchandising methods have become too compli- 
cated and too expensive for the manufacturer. Conse- 
quently, he is looking for something simpler. That sim- 
pler thing is distribution through the jobber. 

How many manufacturers have approached you in 
the last few months and urged you to take on their 
lines, pointing out to you that NOW they have a REAL 
jobber policy? Probably you know of several who a 
year ago were selling direct to the dealer or consumer, 
but who are now approaching you. 

Opportunity knocks for the jobber, but the door must 
be opened from the mside. 

The manufacturers are getting more than enough of 
trying to sell, to contact, to service, to advertise to, 
give credit to, educate, and otherwise do business with 
at least a dozen classes of dealer outlets running into 
the tens of thousands, and with at least half that many 
kinds of wholesalers. 

A common denominator ts what they are now look- 
ing for, one who can fill the bill through his intimate 
knowledge of local conditions and by his ability PER- 
SONALLY, through his salesmen, to contact and serve 
every one of these non-electrical outlets. 

You can only measure up to this opportunity IF you 
will recognize the lesson that the past has taught, that 
from this time on you cannot rely on the electrical 
dealer or contractor and dealer only, but must seek out 
and develop every class of dealer capable of doing a 
real merchandising job on appliances. 

All these dealer channels cannot be developed by the 
jobber over night. Select first a class that appears to 
have possibilities and that is vulnerable. Start definite 
work on the hardware dealers—over 40,000 in number. 


Soe 


N directing effort toward a certain class of out- 
lets it is necessary to have some idea of the posi- 
tion this class holds in relation to those other outlets. 








ARDWARE 


Forty Thousand Retail 
Hardware Stores 
Await Real Development 
As Appliance Outlets— 
They Represent the Job- 
ber’s Opportunity 





Various estimates have been made as to the pro- 
portionate amounts of appliance business done by 
different retail channels. They vary quite widely, 
and it is doubtful that statistics could be collected 
that would determine the percentages with exact- 
ness. In Table 1 are given percentages from four 
different sources and it may be assumed that the 
average of the four may be somewhere near the pic- 
ture. The diagram visualizes this to better advan- 
tage. 

The hardware store, doing under 10% of the ap- 
pliance business occupies a relatively low position, 
but there are a number of factors to be considered. 
First, there are approximately 40,000 hardware 
stores or one to every 3,000 population. They. are 
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Table 1. Authorities Differ as to the Percentages of Appliance Business Diagram Showing at a Glance the Esti- 
Passing Through Different Retail Channels. An Average of Various Esti- mated Percentages of Sales Through 
mates, Shown in the Right Hand Column, Will Be Somewhere Near Various Outlets Taken from the Right 


the Picture. 
10 


Hand Column in Table 1. 
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Deacer 


well distributed through towns, small cities and 
large cities. For the most part they are in good lo- 
cations from a merchandising standpoint. Hard- 
ware dealers are merchandisers of long experience in 
their own line, and if properly sold on electrical ap- 


: ‘ 
SURVEY OF HARDWARE STORES IN 
ROCKFORD, ILLINOIS 
POPULATION APPROXIMATELY 100,000 











major appliances, on account of the time payment 
feature, a large percentage of his volume is rep- 
resented by table appliances, heaters, etc., so he al- 
ready represents a very substantial outlet for these 
items. 
The Tale of Two Cities 

In order to obtain a more accurate picture of 
what the hardware dealers are actually doing in the 
electrical line, surveys were made by THE JOBBER’s 
SALESMAN in two typical cities—Rockford, Ill, pop- 
ulation approximately 100,000 and Madison, Wis., 
population approximately 50,000. All the hardware 
dealers in each city were visited and the annual vol- 


SURVEY OF HARDWARE STORES IN 
MADISON, WISCONSIN 


POPULATION APPROXIMATELY 50,000 
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Table 2. Results of a Survey Made in Rockford, Ill. Indi- 


cating How Much and Where the Hardware Dealer Buys. 


pliances, and then serviced conscientiously by the 
jobber, are capable of being developed into good 
electrical merchandisers. 


While the percentage of appliance business now 
passing through their hands may not be large, still 
anything approaching 10% indicates that a good 
foundation has been laid. Furthermore, since the 
hardware dealer has not gone to a great extent into 
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*If we Except the One Large Dealer Buying Direct, the Average Would Become 
{70 per Dealer, or Practically the Same as Rockford. 


Table 3. Results of a Similar Survey Made in Madison, Wis. 


umes in major and small appliances ascertained, to- 
gether with certain data concerning their methods of 
buying. The results are shown in Tables 2 and 3. 

In these two surveys, “Major” appliances include 
washers, ironers, vacuum cleaners and dish washers, 
but exclude refrigeration, radio, water heating sys- 
tems, etc. 


“Small” appliances include table appliances, small 
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heaters and the usual run of small heating devices, 
but exclude fans and small motors. 

Analyzing the Rockford survey, it will be seen 
that only about a third do anything in major appli- 
ances, while practically all handle some small ap- 
pliances. The total business of 17 of them in both 
classes of appliances reaches a total of $12,000 an- 
nually, or an average of $705 each. By far the larger 
percentage of their supplies are obtained from the 
hardware jobber, principally because they know the 
hardware jobber, can pick up from him their small 
requirements and have the goods come along with 
hardware shipments. Frequently the electrical job- 
ber does not call, or if he does, makes no very defi 
nite effort to sell. 

Practically the same condition held in Madison 
with the exception that there the average annual 
appliance sales reached $2,679 per dealer. This larg- 
er average was influenced by the sales of one hard- 
ware store buying direct from the manufacturer and 
whose sales reached $35,000 annually. If that one 
were left out of consideration, the average in Madi- 
son would have been $960 or approximately the av- 
erage in Rockford. 

Probably from $500 to $1,000 annually would more 
nearly represent the average appliance sales for hard- 
ware dealers in general. But, as the business done 
by quite a number of the more progressive among 
them will indicate, the possibilities are there. 

It was also found in these surveys among 34 hard- 
ware dealers that in 65% of the cases the electrical 
jobber did not call. Furthermore, with one excep- 
tion these dealers never read an electrical publica- 
tion. Practically all their contact with the electrical 


field is through their hardware jobber in these two 





At the Left is a Display in a Hardware Store Doing About 
$15,000 a year in Electrical Appliance Business. At the 
Right is a Display Typical of the Hardware Store, which 
Has Made a Start in the Appliance Business But is Not 
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cities, and what the hardware jobber is offering them 
will be explained later. 


Jobbers Have Already Made a Start 

In pursuit of this study of the hardware dealer as 
an outlet for electrical jobbers in the appliance field, 
a number of prominent jobbers in different parts of 
the country were questioned on certain points with 
the following results: 

It was found, first, that 88 per cent were already 
selling to hardware dealers to some extent at least. 
Half of them thus far have made little progress, 
while the other half have had good or at least fair 
results. Over half—66%—thought that their vol- 
ume could be materially increased in this direction. 

While it is natural that the hardware wholesaler 
has certain advantages, principal of which is the fact 
that through long contact in the hardware lines he 
has built up a loyal following, nevertheless, he for 
the most part handles low-priced, sub-standard lines, 
which gives the electrical wholesaler his strongest 
argument. 

Electrical wholesalers say that they meet this 
hardware wholesale competition in various ways: 

They handle better lines, nationally known and ad- 
vertised. 

They have a better knowledge of the product. 

Where the hardware dealer now handles a cheap 
line, they show him how he can put in a standard 
line to go with it. 

They educate the dealer to this quality merchandise 
and emphasize it by local newspaper advertising. 


They help him dress his windows. 

display. 

through the channels of 
to Page 60) 


They teach him store 
They work upon him 
friendship and service. 


(Turn 





Particularly Active. The Opportunity of the Electrical 
Jobber is to Get the Account of the First, One of Imme- 
diate, Substantial Value, and to Secure That of the Second 
and Build It Up. 
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The Et tect of the 
Modern Trend 


of KUSINESS 


“Dealers are Increasing Their Lines but Buying 
in Smaller Quantities. Jobbers are Being Forced 
into Mergers Because of Chain Stores. We are in 
an Era of Mergers. ‘To Merge or Not to Merge; 

That 1s the Question.’ ” 





How is this condition go- 
ing to affect the electrical 


been a 


HERE has By L. E. REID 
great deal said in the 


President, American Electric Co., St. Joseph, Mo. 


past about the cost per 
order—estimates being made from $2.75 to $4.75. 
The thing that interests us most is: What is it 
costing us now? What will it cost us in the fu- 
ture? How can we reduce the cost per order? 

There are so many duplications of stocks, the or- 
ders are necessarily diminishing in size. In the past 
the wholesaler could go out and take large orders 
for future shipments. Today the public is demand- 
ing immediate service. A wholesale dry goods job- 
ber related to me that in the past he took with him 
from one to fifteen trunks of samples and secured 
orders from the dealer to be delivered all the way 
from two weeks to three months later. The same 
was true of the milliner. Millinery must be deliv- 
ered at once or it is out of style before received. 
The same is true in ladies’ ready-to-wear. The 
dealers are demanding immediate delivery. They 
are buying in smaller orders, which necessitates the 
jobber carrying a variety of stock instead of ship- 
ping from the factory. 

Modern business is affected in so many ways— 
each dealer increasing his lines until it is hard to 
tell what his original line was. It is estimated that 
only about 25% of the drug store business is drugs, 
and about 40% of the hardware business is hard- 
ware. Carrying so many different lines makes less 
stock in each line; hence, the smaller the order. 
The dealer who is not blessed with a large capital 
is not only compelled to buy in small quantities, 
but he must buy at a price to meet the keen com- 
petition, and in most lines the dealer is buying 
small orders at the same price per article as he 
formerly paid when he bought in quantities. 
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jobber who tries to main- 
tain two, three, and four prices in accordance with 
quantity? When we formerly sold the electrical 
contractor or central station this method was all 
right, but today the electrical jobber must compete 
with other jobbers, as practically all of them are 
carrying electrical goods of some kind. 

The public is better educated on prices, and is 
buying from the chain stores and ten-cent stores 
wherever they exist. Where are the crowds found 
when anything is going on in the city? In my 
town they not only fill the ten-cent stores but they 
block the streets in front of them. 

The independent dealer must compete with chain 
stores and big department stores, and his first 
thought is to compete in his purchases. 

The average jobber cannot sell the chain stores. 
This fact has brought about a condition that is 
causing a great many mergers and combinations. 
The simple and immortal lines of Shakespeare read: 
“To be or not to be: that is the question!”’—but in 
the business world: “To merge or not to merge: 
that is the question!” We are in an era of mergers 
and consolidations—bankers, manufacturers, public 
utilities, department stores, and jobbers. 


Drug Merger 


One merger is that of sixteen wholesale drug 
houses into a corporation that will eventually be 
capitalized at from two hundred and fifty to three 
hundred million, whose purpose is the protection 
of the independent druggist against the inroads of 
chain stores. It is estimated that approximately 
55% of the druggists in the United States are con- 
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tacted regularly by members of the new merger. 
Upon the books of these new companies a total 
of 25,320 retail drug store accounts now appear— 
an average of 1,688 customers for each house. The 
retail customers to be served are contacted by 484 
salesmen. This sales force, under the direct con- 
trol of a single organization, is one of the largest 
selling organizations in the world, and is undoubt- 
edly the largest in the United States serving the 
retailers. 

Wholesalers who are parties to this consolidation 
assume the position of distributing stations, for 
every national manufacturer of drug products, at 
the disposal of every independent and individual 
retailer in the country. 

For the first time in the history of jobbing in the 
United States retailers will have a voice in the 


management and conduct of the supply depots from 
which they derive all of their requirements. 

The mutualization plan provides 
that retailers are neither required 
to make capital investment unless 
they wish to do so, nor to make 





deposits w i t h the 
corporation in order 
to secure their re- 
quirements at the 
lowest possible cost. 
The retailer will 
have the advantage 
of collective adver- 
tising, collective 
window and counter 
display and co-oper- 
ation in coping with 
chain-store advertis- 
ing and _ merchan- 
dising programs. 
The consumer will 
purchase from the 
neighborhood drug 
store at the same 
price as  merchan- 
dise advertised by 
chain and_ depart- 
ment stores. 
Leading national 
manufacturers are reported co-operating with the 
new organization in perfecting plans whereby 
depots will be used as clearing houses to furnish 
retailers’ requirements at the lowest possible cost. 
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“We Are in An Era 
of Mergers and Con- 
solidations.” 





The co-operative movement in the drug trade is 
something similar to what the grocery trade has 
in the Independent Grocers’ Alliance, which, organ- 
ized only about two years ago, now operates in 
26 States, has 52 wholesale grocer members, with 
warehouses in 114 distributing centers, and has 
some 10,000 retail grocer members operating stores 


under the I. G. A. plan. Franchise charters are 
issued to wholesale grocers selected for member- 
ship. These wholesalers correspond to the regional 
managers of chain companies. The wholesale gro- 
cer member in turn employs salesmen who are 
trained as supervisors, and correspond to the dis- 
trict managers of a chain store company. Each 
salesman is alloted 30 member stores, for which he 
is directly responsible, both as to supervision and as 
to supplying them with merchandise. His is the 
duty of taking care of them in every particular. 
Aside from the benefit of mass buying, mass ad- 
vertising, and mass merchandising, 
for which the I. G. A. was formed, 
one of its most important accom- 
plishments is improvement in the 


liquid cash _ position 
and_ corresponding 
credit standing of 


members. The average 
length of outstanding 
accounts has been re- 
duced to thirty days. 
Members are being di- 
rected toward a goal 
of not over twenty 
days’ average for the 
accounts of all Alli- 
ance Members who ex- 
tend credit. The stores 
operating under this 
plan have a gross an- 
nual sales volume of 
about $400,000,000. 
The Red & White 
Corporation has suc- 
cessfully competed 
with the chain stores. 
Today in_ practically 
all parts of the United 
States and Canada we 
find grocery stores 
with uniformly painted red fronts, and with a sign 
bearing the words “Red & White.” There are more 
than 4,000 of these stores in existence today, a de- 
velopment of about six years. (Turn to Page 54) 
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DEAD Woop 


in Society 


The Essential Evil of Immorality and Self-indulgence is Seen in a 
Dead Tree Hindering the Growth of Others 


By Dr. FRANK CRANE 


in a forest. When a tree dies and falls 
in a wood, it rarely comes to the 
ground. It is caught by the trees around it. 
Their branches are broken and the smaller 
among them are bent 
out of shape in bear- 


Dir: wood in society is like dead wood 


his health someone else must pay a price to 
keep him in his old age. When a man gives 
up supporting himself and becomes a public 
charge, every child in the community is 


denied benefits to the extent of the added 


taxes required to keep 
him. Others have to 





ing its burden. Among 
people those who 
waste their money, 
their health, their rep- 
utation, those who go 
wrong, who give up, 
are the dead wood. 
When they come to 
the end of their rope, 
they do not drop out 
of sight. They be- 
come a burden upon 
others. 

The Prodigal Son 
doesn’t disappear 
when his patrimony is 
wasted. He returns 
and eats of his broth- 
ers’ share. When a 
man becomes an habi- 
tual drunkard, he isn’t 
the one who suffers 
most. His family and 
relatives, who are try- 








work harder when 
idlers do nothing. 

Said Ruskin in a re- 
cently published letter 
to a girl: “All the 
tyranny of the earth 
may indeed _ be 
summed up in this one 
popular order—black 
my boots—that I may 
dance in them, and do 
nothing.” 

No one lives unto 
himself alone, nor 
falls morally or spirit- 
ually without affect- 
ing others. The sad 
part of a boy’s going 
wrong is the mother’s 
heart-ache; of “sow- 
ing wild oats” is chil- 
dren who are handi- 
capped from the 
beginning. 

We are not sorry 











ing to carry on, bear 
the weight of the 
hardship and _ dis- 
grace. The same is true with the man who 
gives up an honest life and turns to crime. 
He becomes dead wood but does not fall to 
the ground. His children are warped bearing 
up the burden of shame when he is caught. 
When a man wastes his money or neglects 
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for the dead tree. The 
struggling trees 
around are the ones that elicit our sympathy. 
All true reforms are aimed at their protec- 
tion. 
The essential evil of immorality and self- 
indulgence is seen in a dead tree hindering 
the growth of others. 
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tacted regularly by members of the new merger. 
Upon the books of these new companies a total 
of 25,320 retail drug store accounts now appear— 
an average of 1,688 customers for each house. The 
retail customers to be served are contacted by 484 
salesmen. This sales force, under the direct con- 
trol of a single organization, is one of the largest 
selling organizations in the world, and is undoubt- 
edly the largest in the United States serving the 
retailers. 

Wholesalers who are parties to this consolidation 
assume the position of distributing stations, for 
every national manufacturer of drug products, at 
the disposal of every independent and individual 
retailer in the country. 

For the first time in the history of jobbing in the 
United States retailers will have a voice in the 


management and conduct of the supply depots from 
which they derive all of their requirements. 

The mutualization plan provides 
that retailers are neither required 
to make capital investment unless 
they wish to do so, nor to make 





deposits w it h the 
corporation in order 
to secure their re- 
quirements at the 
lowest possible cost. 
The retailer will 
have the advantage 
of collective adver- 
tising, collective 
window and counter 
display and co-oper- 
ation in coping with 
chain-store advertis- 
ing and _ merchan- 
dising programs. 
The consumer will 
purchase from the 
neighborhood drug 
store at the same 
price as  merchan- 
dise advertised by 
chain and _ depart- 
ment stores. 
Leading national 
manufacturers are reported co-operating with the 
new organization in perfecting plans whereby 
depots will be used as clearing houses to furnish 
retailers’ requirements at the lowest possible cost. 
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The co-operative movement in the drug trade is 
something similar to what the grocery trade has 
in the Independent Grocers’ Alliance, which, organ- 
ized only about two years ago, now operates in 
26 States, has 52 wholesale grocer members, with 
warehouses in 114 distributing centers, and has 
some 10,000 retail grocer members operating stores 


under the I. G. A. plan. Franchise charters are 
issued to wholesale grocers selected for member- 
ship. These wholesalers correspond to the regional 
managers of chain companies. The wholesale gro- 
cer member in turn employs salesmen who are 
trained as supervisors, and correspond to the dis- 
trict managers of a chain store company. Each 
salesman is alloted 30 member stores, for which he 
is directly responsible, both as to supervision and as 
to supplying them with merchandise. His is the 
duty of taking care of them in every particular. 
Aside from the benefit of mass buying, mass ad- 
vertising, and mass merchandising, 
for which the I. G. A. was formed, 
one of its most important accom- 
plishments is improvement in the 


cash __ position 
and_ corresponding 
credit standing of 
members. The average 
length of outstanding 
accounts has been re- 
duced to thirty days. 
Members are being di- 
rected toward a goal 
of not over twenty 
days’ average for the 
accounts of all Alli- 
ance Members who ex- 
tend credit. The stores 
operating under this 
plan have a gross an- 
nual sales volume of 
about $400,000,000. 
The Red & White 
Corporation has_ suc- 
cessfully competed 
with the chain stores. 
Today in_ practically 
all parts of the United 
States and Canada we 
find grocery stores 
with uniformly painted red fronts, and with a sign 
bearing the words “Red & White.” There are more 
than 4,000 of these stores in existence today, a de- 
velopment of about six years. (Turn to Page 54) 
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DEAD Woop 


in Society 


The Essential Evil of Immorality and Self-indulgence is Seen in a 
Dead Tree Hindering the Growth of Others 


By DR. FRANK CRANE 


EAD wood in society is like dead wood 
in a forest. When a tree dies and falls 
in a wood, it rarely comes to the 
ground. It is caught by the trees around it. 
Their branches are broken and the smaller 
among them are bent 
out of shape in bear- 


his health someone else must pay a price to 
keep him in his old age. When a man gives 
up supporting himself and becomes a public 
charge, every child in the community is 


denied benefits to the extent of the added 


taxes required to keep 
him. Others have to 





ing its burden. Among 
people those who 
waste their money, 
their health, their rep- 
utation, those who go 
wrong, who give up, 
are the dead wood. 
When they come to 
the end of their rope, 
they do not drop out 
of sight. They be- 
come a burden upon 
others. 

The Prodigal Son 
doesn’t disappear 
when his patrimony is 
wasted. He returns 
and eats of his broth- 
ers’ share. When a 
man becomes an habi- 
tual drunkard, he isn’t 
the one who suffers 
most. His family and 
relatives, who are try- 








work harder when 
idlers do nothing. 

Said Ruskin in a re- 
cently published letter 
to a girl: “All the 
tyranny of the earth 
may indeed _ be 
summed up in this one 
popular order—black 
my boots—that I may 
dance in them, and do 
nothing.” 

No one lives unto 
himself alone, nor 
falls morally or spirit- 
ually without affect- 
ing others. The sad 
part of a boy’s going 
wrong is the mother’s 
heart-ache; of “sow- 
ing wild oats” is chil- 
dren who are handi- 








capped from the 
beginning. 
We are not sorry 





ing to carry on, bear 
the weight of the 
hardship and _ dis- 
grace. The same is true with the man who 
gives up an honest life and turns to crime. 
He becomes dead wood but does not fall to 
the ground. His children are warped bearing 
up the burden of shame when he is caught. 
When a man wastes his money or neglects 


APRIL, 1929 


for the dead tree. The 
struggling trees 
around are the ones that elicit our sympathy. 
All true reforms are aimed at their protec- 
tion. 
The essential evil of immorality and self- 
indulgence is seen in a dead tree hindering 
the growth of others. 
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This is number 108 in our series of shetches of prominent wholesalers 


Men You Should Know 


J. F, PIERCE 


President, Pierce Electric Company 





ACK 40 or 50 years 
ago Florida was an- 
other “Dark Conti- 


nent” to people in the 
northern and eastern sec- 
tions of the United States, 
so far as actual knowledge 
of conditions in the state 
were concerned. That was 
primarily why J. F. Pierce 
came to Florida back in 


1882. 

At that time he lived 
with his parents in Brad- 
ford, Pennsylvania. His 
father had acquired some 


property in Florida and had 
visited the state on more 
than one occasion during 
the Winter and had found 
the climate delightful. But 


to himself. 





Employe Ownership 


F CHIEF concern to 

J. F. Pierce is the welfare 
of his employes. He has made 
it easy for every employe in he 
his company to become a 
stock holder. Today, his busi- 
ness is their business, so far 
as loyalty and conscientious 
effort is concerned. And, all 
are grateful to this man who 
has considered their success a 
matter of personal interest 


He began gratifying the 
latter in 1888, when he se- 
cured a job with the cen- 
tral power station § in 
Tampa. He never has en- 
tirely gratified that longing 
for more knowledge of the 
electrical industry, though 


has spent his whole 
career since 1888 in con- 
tributing a big share 


toward the development of 
the industry of his choice 
in his state. 

During the next 13 years 
Mr. Pierce worked in the 
operating division of the 
industry in a dozen or more 
towns in Florida. But he 
did a great deal more than 
merely work at the job he 








no visitor ever had _ con- 
sidered for a moment the 
possibility of living down there during Summer. 

“But my father felt that some of us ought to live 
down there the year ’round in order to take better 
care of this property,” Mr. Pierce explains, “and 
it fell my lot, since I seemed to be more of a rov- 
ing disposition than anyone else in the family, to 
come down to Florida and see whether or not the 
Summer climate would kill a person from the North. 
It didn’t kill me, and I have been down here ever 
since.” 

Thus that “experiment” to see whether or not 
the supposedly torrid climate of Florida’s Summers 
could be withstood by people reared in the North 
and East led indirectly to the founding of one of 
the oldest and biggest electrical wholesale houses 
in the South. That experiment was the potential 
beginning of the present Pierce Electric Company 
of Tampa, a concern that does a yearly business 
of around $3,000,000. 

Young Pierce was 22 years old when he came to 
Florida. He was possessed with two distinct as- 
pirations. One was to ramble around a bit. The 
other was to get into the new electrical industry. 
He gratified the first-named aspiration largely when 
he came down to Florida from Pennsylvania and 
travelled over the southern state extensively. 
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had. He never lost any of 
that initial interest in the 
industry. To the contrary, the more he learned 
of this new, potentially giant industry, the more he 
wanted to know about it and the more grateful he 
was that he had come to Florida to test the Summer 
climate. 

Then in 1901 he decided that there were greater 
possibilities in the industry, for the man whose 
capital was limited, in the contracting and construc- 
tion branch. Accordingly, he opened a little shop 
in Tampa and let it be known that he was pre- 
pared to do house wiring, install electrical motors 
and perform any other type of electrical contracting 
that was available. 

A year later a brother—W. G. Pierce—came down 
and joined him in the new business. This partner- 
ship held through all the years of the company’s 
growth, until 1926, when W. G. retired from active 
participation in the company. 

Something happened soon after the start of the 
contracting firm that had a vital bearing on the 
future of the Pierces. They had not been in busi- 
ness long before they were confronted seriously 
with the problem of securing supplies. There were 
two or three small jobbers in the state at that 
time, but none carried any appreciable amount of 
stock; and none of them were (Turn to Page 98) 
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News in Views of the Day 


World's Highest Dam Completed 

Here is an interesting view of the Pa 
coima Dam, which has just been completed 
at a cost of $2,500,000. It was built by Los 
Angeles County as part of its water con- 
servation program and drains 25 square 
miles in the Sierra Madre Mountains. It 
is 660 feet long at the top and 100 feet 
thick at the bottom. It has a maximum 
stress of 600 pounds to the square inch.— 
Underwood Photo 


Automatic Train Stop Device 
Demonstrated 

Below: A new electric device for halting 
trains automatically and which practically 
eliminates possibilities of crashes, was re 
cently demonstrated on the Reading Rail 
way near Winslow Junction, New Jersey 
The electrically controlled safety device, 
costing $750,000 to install, acts independ 
ently of the engineer. When the loco- 
motive reaches the danger zone it auto 
matically sets the air brakes and the trains 
come to a dead stop. A special train mad 
up of two coaches and drawn by the Read 
ing’s fastest locomotive going at a speed 
of 85 miles an hour was brought to a com- 
plete stop by the invention.—Wide Worid 
Photo 


George Washington as General of the 
Continental 1 roops 

Richt This photo presents a. striking 
night view of the monument in the Capitol 
Square, Richmond, Virginia It shows 
George Washington as general of the 
Continental troops. The illumination of 
monuments has added greatly to their ap- 
pearance 
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Transformer 
and Droplight 
Quickly Installed 
on one box 
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JEFFERSON s 
HEAVY DUTY SIGNAL \““ / 
TRANSFORMERS es 


Wherever heavy, dependable service is essential. 
Jefferson Heavy Duty Signal Transformers can be 
used with confidence. They are designed for highest 
efficiency, lowest operating cost and attentionless 
service. Perfect balance in construction assures maxi- 
mum output with low temperature rise. Even on 
steady heavy duty the rise 
in temperature is hardly 
detectable. 
Madeincapacitiesfrom 
$0 to $00 watts, with a 
wide selection of secon- 
dary voltages. 
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JEFFERSON 


Nucode Transformers 


OUNTED on outlet box covers—with 

a knockout for drop-cord—Jefferson 
Nucode Transformers speed wiring and save 
material. The installation requires only the 
splicing of two wires and the tightening of 
two screws. Conduit, one box and the time 
for installing extras, are saved—savings 
which protect profits on low bids. 


Nucode is designed for economical oper- 
ation of bells, buzzers, door openers and 
annunciators in residences, small flat build- 
ings—and is so highly efficient that it will 
not actuate the meter when not in use. Fur- 
nished with round or square covers, as de- 
sired. The round cover fits both 314" and 
4" octagon boxes—the square cover either 
314" or 4° octagon and 4" square boxes. 
Listed as standard by the Underwriters’ 
Laboratories. 

Any reliable wholesaler can supply you 
with Jefferson Nucode Transformers. Start 
using them now—save time and material. 
Also send for our catalog No. 33 showing 
the complete line of Union-Gem-Jefferson 
electrical protecting materials and conduit 
fittings, for every requirement. 


JEFFERSON ELECTRIC COMPANY 


formerly Chicago-Jefferson Fuse & Electric Co. 
1519 W. 15th St., Chicago, 111. 


Jefferson 7Zuccode 


BELL RINGING 272 SIGNAL TRANSFORMER 
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News in Views of the Day 












Holds Everything 

\ novel coin counting and sort- 
ing machine recently on exhibition 
in London, at the Business Effi- 
ciency Exposition. It is operated 
by electricity and it is so con- 
structed that it sorts and counts 
the coins of any nation.—Herbert 
Photo. 





Elegance and Utility of 
Tomorrow 
Right: Man’s study of tomorrow 
—a room which invites the soul, 
with leather-covered furniture and 
handsome lamps which move up, 
down and across the room—re 
cently on view at the eleventh an 
nual Exhibition of American 
Industrial Art held at the Ameri 
can Museum of Art. Note the 
beautiful lighting effect. 
















ee 





Beautifying ler Back 

Betty Van Alen and Marion 
Phillips take turns at enjoying the 
beautifying effects of the new 
ultra-violet ray machine which was 
recently demonstrated at the In- 
ternational Beauty Exposition at 
the Hotel Pennsylvania.—Under- 
wood Photos. 
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Stanley Portable 
Bench Grinder 
No. 556 


Points 
In Your Favor 


HEN you offer a Stanley Portable Bench Grinder 








to your customers you have several points in your 
favor to make a profitable sale. 
1. Speed of 3450 R.P. M., almost vibrationless. 9 : 
2. Correctly balanced ball bearing motor and 
true running wheels. 
3. Supplied for either AC or DC current in The full line of powerful 
various voltages and cycles as specified. Stanley oe Tools 
4. Floor Pedestal can be furnished if desired. a 
Recommend this grinder to your customers for grinding No. DRILLS 
—_ camal/a® ‘ ‘ SIO AON 
precision cutters and other small tools where a smooth = eet ech ing aie 
. . . . — >aVv u UA 
running grinder is necessary. Also recommend it for 5625/16" Bees ~<l 44.00 
wire brush and buffing work. Let them try it out. 382—%" Heavy Duty 52.00 
, 121—!5" Standard Duty 54.00 
If you do not have a complete catalog of Stanley Electric 1221" Heavy Duty 60.00 
Tools, let us send you one. Ask for S59s. 582—%4" Heavy Duty 68.00 
341—3,” Standard Duty 70.00 
THE STANLEY RULE AND LEVEL PLANT 342—%" Heavy Duty: 78.00 
New Britain, Connecticut 781—*,” Standard Duty 85.00 
GRINDER 
s¥ I A N i c. Y l O O | S No. 556—Bench Grinder 
AC current $46.00 
7 i DC current 48.50 
The (?hoice of Most Mechanics ated Racsitnainak oe 
NORD 
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News in Views of the Day 
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Stage for Hoover Inauguration 

Here is an interesting general view of 
the plaza and east front of the Capitol 
Building at Washington, where Herbert 
Hoover was inaugurated on March 4. 
The stand where the oath was adminis- 
tered and the seats for the distinguished 
guests are shown in place-—Underwood 
Fhoto 


Germany's Industrial and 
Commercial Come-Back 


Inn Werck, 100,000 H.P. water 
power development on _— the 
River Inn, in Bavaria, is a new 
source of power for scores of 
factories. It is part of a vast 
system of water power develop- 
ments which has been planned. 





A Glimpse of Uncle Sam's 
Water Power Development 
On the right is a view of the 
Wilson Dam on the Tennessee 
River, near Florence, Alabama, 
showing 51 gates open. This is 
part of the Muscle Shoals de- 
velopment Galloway Photos 
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TO ALL ELECTRICAL WHOLESALERS 
AND THEIR SALESMEN 








Gentlemen:-— 
Standard has a Jobber Policy. 


There is a profit on Standard sales. The spread is such that you 
make a profit on the contractor and dealer account. You make a 
profit on the central station account. 


If you are handling another make of range, forget our domestic line 
and consider only the following:- 


HEAVY DUTY RANGES for large homes, institutions, clubs. 
PASTRY AND BAKE OVENS. 

INDUSTRIAL HEATING. 

GRIDDLES AND HOTPLATES. 

FOOD WARMERS AND PLATE WARMERS. 

ELECTRIC STEAM TABLES. 

COFFEE URNS AND URN HEATERS. 

WATER HEATERS in thirteen sizes and applications. 
ELECTRIC FIRELESS COOKERS. 


Check them over and try to recall off hand a definite source of 
supply on these articles. 


STANDARD WANTS TO BE YOUR SOURCE OF SUPPLY. Put us down now in 
your card files. Get our catalog. Tell your buyer that Standard 
has the line that takes care of all the cooking demand. 


If you want the information now, write your name and address below, 
tear out this page and mail to us. 


Sincerely, 


THE STANDARD ELECTRIC STOVE CO., 
Toledo, Ohio 


P. S. Do you know about the new "Royal Standard"? 




















24 THE soBBER’SA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Representative Wholesale Houses 


Iron City Electric Co.. Pittsburgh 






















One of the finest clectrical whole 
sale houses in the East, if not in the 
country, is that of the Iron City Elec- 
tric Co., Pittsburgh. Conveniently 
located to the downtown district and to 
all freight receiving points, it covers 
a frontage of 117 feet on Sixth Ave., by 
50 feet on Diamond St. The building 
has six stories and a basement, all of 
which is occupied by the company. It 
has double truck entrances, spacious 
first floor displays, stock floors  effi- 
ciently arranged, a pneumatic tube sys- 
tem for orders, and two chutes for 
deliveries of stock to the shipping 
room. The building is thoroughly 
fire-proof. 
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\bove is shown a view of the 
offices. The very latest equipment 
is utilized to handle business trans 
actions 









Above is the radio and appliance 
service department. Here is found 
the most efficient mechanical and 
testing equipment for both radio 
and electrical appliances. 





Above is shown the shipping and 
assembling floor, and part of the 
broken package stock. Steel 
shelves and bins are used. All 
orders are assembled and packed 
ready for shipment on the same 
floor 


On the right is the spacious 
truck entrance. It has a capacity 
of four trucks. 
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Polle 
Royal 


Masseur 





A fine, substantial 
machine, powered by 
a motor of highly 
reputable name. Will 
uphold your reputa- 
tion for selling good 
merchandise. Fin- 
ished in five colors. 
Belt and reinforcing 
strap furnished with 
each machine. 








Only a few jobbers will 
be assigned territory. 
This means that compe- 
tition will be slight and 
the fortunate jobbers 
will have unequaled op- 
portunity to profit. Be 
among the first to grasp 
it. Send the coupon 


today. 






































































Manufactured by 


The ROYAL RADIO 
CORPORATION 
PROVIDENCE, R. I. 





Hastings Sales Co., 
42 Binford St., 
Boston, Mass. 











PS 





; . 

Please send details of your propo- 

sition to jobbers on the Polle Royal 
asseur. 








National Sales Agent 
HASTINGS 
SALES CO., Inc. 


DE 






Address All Inquiries to 


HASTINGS SALES CO., Inc. 
42 Binford St. | BOSTON, MASS. 
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Making A Joke 
Out of Ethics 


CONCERTED movement is under 
A way on the part of a considerable pro- 

portion of the newspapers in this 
country that is of vital importance to radio. 
What they are doing individually and what 
they seek to do collectively is to delete from 
the programs that they publish all reference 
to the sponsors of the programs, if these 
programs are sponsored by national adver- 
tisers using the air. 

In New York City, for instance, it has 
gone so far, through organized effort, that 
any newspaper printing sponsors’ names in 
its list of programs is debarred from belong: 
ing to certain newspaper publishers’ associa- 
tions deemed important, in a sense making it 
an outcast in its own field of activity. 

Tonight when you sit down to your radio 
suppose you say to yourself “Where and 
when am I going to get the Cliquot Hour or 
the Eveready Hour” or whatever programs 
you are keen to hear? And suppose you pick 
up one of these newspapers that is “agin the 
principle” of running sponsors’ names. What 
you are confronted with after each station’s 
letters is something on this order—“Con- 
cert,” “Studio,” “Ensemble,” “Dance.” 

Now isn’t that ridiculous? And why do 
they do it? Two reasons are obvious. They 
are against giving what they feel is free pub- 
licity to a manufacturer whom they feel 
ought to pay for space in the advertising 
pages, or else they are just too editorially holy 
to mention the name of an advertiser in what 
they are pleased to call their reading columns. 
If the latter is their excuse, then why do they 
give countless millions of dollars worth of 
free space to prize fight promoters, base ball 
promoters, movie promoters, bootleggers, 
etc., all people in business for the money 
there is in it and whose names with full de- 
tails of their professions or lines of business 
are daily paraded before our eyes? 

It is the opinion of the radio trade gener’ 
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ally, and of the radio public, that sponsors’ 
Names in connection with programs have a 
news and information value. In programs we 
look for information about something we 
wish to hear at a certain time. “Barn dance” 
doesn’t satisfy us. 


Probably this movement will not get to be 
universal. Certain groups of newspapers, 
and other very important individual news- 
papers gifted with foresight rather than the 
usual newspaper hindsight are fighting it. 
Fortunately, too, the great radio manufac- 
turers who are spending their millions in 
newspaper advertising space still have the 
privilege of placing their business in news- 
papers broad minded enough to recognize 
that a sponsor’s name in a program has news 
and circulation value, and they are going to 
have something to say about it. 
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Selling the 
Hardware Dealer 


HERE appears in this issue the second 

phase of our study on merchandising 

appliances. This article points out the 
definite retail field for such products existing 
among hardware dealers. Jobbers’ salesmen 
are urged to give the deepest thought to this 
message. Those of you who pass over it con- 
sidering it an article of an executive nature 
will make a grave error. For, no matter how 
strong the desire of the manufacturer to dis- 
tribute through jobbers, no matter how 
strong in turn the desire of the jobber to 
reach these other channels, nothing can be 
accomplished unless you become actively in- 
terested in swinging this business to your 
own house. 

You may fear antagonizing your electrical 
dealers, but that is purely an ingrown fear 
easily thrown off. He has this competition any 
way so, after all, it is infinitely better that it 
be on the basis of merchandise comparable to 
that which he is handling rather than the 
sub-standard, low-priced material so frequent- 
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ly found on the shelves of the hardware 
dealers of today. 

Go after this business. Other jobbers’ 
salesmen are getting it. And, the quicker you 
do, the quicker the policy of manufacturer— 
jobber—dealer—consumer will once again 
become a national method of distribution. 
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Annual 
Sales Reports 


HE questionnaires on “Jobber Sales in 
1928” have gone out, and in fact quite 
a quantity have already been returned, 
but we need more. It seems, of course, a lot 
of trouble to fill out these reports but the 
time involved is well worth while. No one 
else in the industry makes this annual survey 
which The Jobber’s Salesman has been 


doing for the past seven years. 


To assure yourself of getting the most ac- 
curate picture of this business, you must co- 
operate in sending in your report. If you 
are unable to send in a complete one, fill in 
those figures available, even though it is your 
total sales only, but send it in! 
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Two Kinds 
of Wholesalers 


NE of the men engaged in electrical 
wholesaling whose keen, active mind 
grasps trends in the business better 

than most has advanced this thought: 

In the near future there will be two kinds 
of electrical wholesalers, and two only. 
First there will be the small house, working 
in a relatively small territory serving the con- 
tractors and dealers as in the past. By virtue 
of a service so carefully worked out that it 
amounts to close personal supervision of each 
account, such a house will be able to do a 
business satisfactory to the one or two own- 
ers involved. They will be able to make a 
profit which, while modest. will nevertheless 





permit them to make a comfortable living 
for themselves and a few employes. The 
capitalization and the scope of its activities 
will not however permit of any great expan- 
sion of such a house or the adding of any 
overhead not absolutely needed. 

The other type of house will be much 
larger. It will be amply financed and it must 
departmentalize its business. It must secure 
able men who know their lines. It must 
develop the sales opportunities of the lines 
that it handles and must seek lines on which 
it can have the exclusive distribution so that 
it will be able to go after real volume and 
make a profit by virtue of this volume. 

Any large house too big for the personal 
service method of the small wholesaler, but 
which hesitates to departmentalize and go 
after large business in a broad gauge way, he 
says is doomed to failure in the long run. 
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Summer Sales 
Prize Contest 


HIS year, for the fifth consecutive time, 

THE JoBBER’s SALESMAN will conduct 

its annual “Summer Sales Prize Con- 
test,” during the months of July and Au 
gust. 

About the time this issue is out, every 
sales manager will receive a letter and entry 
blank so that he may enter all his salesmen 
for this contest. Those who are not thus 
formally entered by their sales manager are 
not eligible to compete. Therefore, we 
wish to urge all sales managers to do the 
right thing by their men and enter them 
at once. 

No obligation is incurred, we wish to 
say, to all new jobbers who have not been 
in on this before. The principal lookout is 
to have the men properly entered. Then 
full details of the contest will be mailed 
every sales manager and salesman later, and 
the whole activity will also be outlined in 
THe JoBBER’s SALESMAN in the May and 
June issues. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 
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*Eastern States include all between the Atlantic Coast 


and the eastern boundaries of Ohio, 


Kentucky, Tennessee and Alabama; 


Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States include all between. 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
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} cisely CLEMENTS-Jewel.—the 
cleaner that requires no servic- 
ing. As the outstanding 
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leader of straight suction oubiseimmaias 


cleaners the CLEMENTS Pi cn, ll 





Floor Polisher 


FREE 
Jewel has always been free 


New Low oe Here is pictured 
Pricesto You! @ from the grief of complicated ecommerce 


Gauge used on 
mechanisms. Now the addi- 





test suction pow- 
er. The new 











/ CLEMENTS: 
tion of Ball Bearings, at no con” vhewe 
extra cost, eliminates the pose yee card 
ats design prin- 
need for oiling and further ciples achieved 
' by CLEMENTS" 
insures it against the hazards engineers. 








of servicing troubles. 








CLEMENTS Jewel, always a cleaner of pep and per- 
formance, now multiplies its cleaning power as proven 
by the WATER LIFT TEST shown above. This in- 
creased cleaning power is accomplished not by the 
speeding up of the motor, but by improved design and 
construction which permit freer flow of air without 
taxing the motor. 


Dealers like CLEMENTS-Jewel because of its free- 
dom from servicing. Jobbers like it for the same reason 


and because it builds GOOD WILL from the user up. 


Try one at our risk and expense. You be judge and 
jury. Spring business is here—get your share of it with 
CLEMENTS-Jewel, the cleaner of Real Performance 
without “comebacks”. 


Clements Mfg. Co., 625 Fulton St., Chicago, I11. 


(Gas 


JEWEL 


“Backed by 19 Years Fine Cleaner Manufacturing” 
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News From'The Wholesale Field 








New Jobber in Reading, 
Pa. 

W. F. Blimline announces that 
he has sold his interests in the 
Blimline Auto Supply Co. in or- 
der to establish an electrical and 
radio wholesaling house, J. H. 
Blimline & Son, at 300 S. 6th St., 
Reading, Pa. The company has 
taken on Newcombe-Hawley re- 
producers, Raytheon tubes, Ster- 
ling Mfg. Co. products and Ray- 
O-Vac batteries. 


e * 


Kubec to Have Display Room 


The Kubec Electric Co., Chi- 
cago, is working on a _ display 


room which when ready, in April, 


will be one of the finest in that 
city. It will be devoted to radio 
sets and lighting fixtures. A. 


Kubec, president of the company, 


and their Salesmen. 


THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 
Month the Personal Element in the Industry. 
N Solicited in Making this Human Side of the Magazine More Interesting. 


announces its appointment as ex- 
clusive distributor in Cook County 
on Moe-Bridges fixtures. 

Here’s Present Set-Up at 

Mine & Smelter 

A. H. Seep of Denver has been 
named president of the Mine & 
Smelter Supply Co., Denver, to 
succeed J. H. Sennessy who re- 
tired after twenty-five years’ serv- 
ice. 

Clark Grove, of the New York 
office, has been elected executive 
vice president and will locate in 
Denver where the general offices 


of the company are now estab- 
lished. 
O. H. Johnson remains in 


charge of the Marcy Mill division 
of the company. 
H. J. Gundlach will continue as 


Your Co-operation is 


7] 








general manager of the merchan- 
dising division, having general 
supervision of stores and ware- 
houses in Denver, Salt Lake City 
and El Paso. 

E. L. Garihan continues as Den- 
ver manager in charge of the 
company’s activities in this terri- 
tory. 

* * Ox 


Detroit Jobber Elects New 
Board Members 


At the annual meeting of the 
stockholders of the McNaughton- 
McKay Electric Co., Detroit, 
Mich., John Bell, who has been 
with the company 19 years, and 
Clarence Bull, for 18 years, were 
elected to the board of directors. 

3ull was elected vice-president 
at a later meeting of the board. 








Here is the capable sales force of Swords Electric Co., 
to right, bottom row, 
R. Hawkinson, A. W. Storrs, J. B. Johnson, 
W. Wiley, A. J. Rund, S.C. 
Middle row: S. E. 


Rockford, Il. 
they are: I. 
J. L. Weirick, F. J. DeLisle, C. 
W. Redmond, G. J. Campbell. 


Reading from left 


Smith, 


secretary; A. Hi. Zanger, LL. TC. 
A. R. Musser, W. F. Purdy, R. F. Wharton, M. C. Larson, 
H. K. Hutton, vice president. 
Lenburg, E. G. Johnson, D. A. Clay, R. W. Denmore, 
B. O. Schmaling and R. E. Powers. 


Michale, G. L. Caveness, 
Top row: F. C. Fisher, R. 
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ITS NAME 
The Pride of the Fine Hostelry 


Realizing the publicity value of embellishing special Switch plates in combinations of twelve colors, gold, 
furnishings with the hotel’s name and insignia, man- and silver, to harmonize, or contrast, with any deco- 
agers are making this a common practice. Now elec- rative scheme are supplied by Buchsbaum. Two to ten 
trical contractors are given the opportunity to profit thousand plates are needed for the modern hotel. The 
from this growing custom. profit is astonishingly good. Let us help you gain it. 


S. BUCHSBAUM & COMPANY, 159 N. State St., Chicago, Ill. 
Switch Plate Creations by 
PyUCHSBAUM 
Makers of Fine Jewelry for Forty Years 
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Announcing 2 New 


Wall Outlet 


Evectric RANGE 



























Here is an electric range that cooks a meal 
for ten people, and yet operates from any wall 
outlet! 

This new Armstrong Wall Outlet Type Elec- 
tric Range eliminates the usual heavy cost of 
installation. 

No special wiring—it just connects with any 
wall outlet. A portable electric range—priced 
right for quick turnover. 





This is the range your dealers have been wait- 
ing for—a high quality, efficient, fast, beauti- 
ful electric range, at a low price. Stock this 
early—its a great spring and summer seller. 











. | : le p 5 0 
Installation Cost 
EFFICIENT— RETAIL 
PORTABLE— PRICE 
BEAUTIFUL— West of Denver $108.50 A Real Oven 


Reflector Type Elements—660 watts, as efficient as any 1000 This oven is as large as that found in any house- 
watt elements. Saves 50% current. 


Oven temperature indicator—no guessing. hold electric range. Illustration shows 8 Ib. roast, 


Correct oven insulation by means of dead air spaces. This 
precy on and kitchens—no insulating material to burn or be- pan of escalloped potatoes, and two vegetables 
come foul. : : 

Compact design—occupies space only 2634” from front to wall, being cooked at the same time. 

23” wide and 40” high. 

Portable, because of compact size, light weight and no special Ample capacity for large family—cooks a meal for 
wiring required. 

Large warming shelf, back of two top heating elements. ten people—and it is a fast cooker. 

Beautifully finished in china-white baked-on porcelain enamel, 
with grey enamel trim and legs. Highly polished nickel plate 
hinges. 


Write at Once for Complete Details and Discounts. 
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ArmstTRONG | Propu CTS 














JACI \ i = 40% ‘ 
Automatic ToastTER 


Step up your appliance sales with this new and 
revolutionary toaster. 

The Armstrong “Jack-in-the-Box” is the first and 
only automatic toaster that toasts bread and makes 
delicious toasted sandwiches. 

It is new—novel—unique—and because it toasts 
“flat” it toasts all kinds of sandwiches as easily and 
quickly as most toasters toast bread. 


It is fully automatic—and because it does not shut 
off the current when toast or sandwich is done— 
it has this added feature of keeping them warm 
until ready to serve. 


It is fast—so fast it makes a toasted cheese sand- 
wich in less than two minutes. 


It toasts both sides of the bread or sandwich at once— 
and toasts them to a golden brown—crispy, deliciously 
tender—never hard or dried out. 


“Jack-in-the-Box” is simple to operate—only ONE lever 
to set. Place the bread or sandwich on the toaster rack, 
set timer and close lid. When toast or sandwich is done, 
the lid pops up and there is the bread or sandwich ready 


to serve. 

It cannot burn the toast—and yet you can leave it in the 
toaster to keep it warm. 

It is economical. Uses only 400 watts, while most toast- 
ers use 600. 
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Toasts Both Sides 
Bread at once—quickly 
and without watching. 


$ 










RETAITI 
PRICI 





t has the patented Armstrong non-sticking switch plug, 
and it is beautifully finished in highly polished nickel, 
ebony black handles. 


SALES MANAGERS AND SALESMEN! 
Like all Armstrong Products this Toaster is sold through 


Jobbers. The initial demand for these toasters is indica- 


tive of its coming great popularity. There is nothing like 
it on the market. Be sure and have your dealers stock 
the “Jack-in-the-Box”—it is destined to be a mighty fast 
seller. Priced right with a liberal margin of profit. Order 
Now—TODAY. Be Prepared! 


Tue ARMSTRONG ELEcTRIC & 
MANUFACTURING CORPORATION 
HUNTINGTON, WEST VIRGINIA 
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MENNE, for six years with 
the Graybar Electric Co., St. 
Louis, has been employed by the 
Barrett Electrical Supply Co., of 
the same city, as head of its cost 
department. 


ee 


H. E. JENSEN is a new man with 
the Lake States General Electric 
Supply Co., Indianapolis, Ind. He 
is a Thor washing machine spe- 
cialist and will the com- 
pany’s entire territory promoting 
the of washing machines, 
ironers and vacuum cleaners. 


cover 


sale 


A. W. TrReN is now covering 
New Jersey for the  Baitinger 


Electric Co., New York City. J. 
J. Cooney and Chas. Kretchner 
have also been added to the staff, 
the former counter man and 
the latter is on the office force. 


as 


F. M. Exits has joined the Sut- 
ton Electric Supply Co., Wichita, 
Kans., aS a specialty man cover- 
ing the company’s entire terri- 
tory. 


IrA WHITFIELD, who entered the 
employ of the Treadway Electric 
Co., Little Rock, Ark., at the age 
11 and has been with the com- 
pany for 16 years, for the last six 
as head of the shipping depart- 
ment, has been made head of the 
counter salesmen. R. ©. Harrell 
succeeds Mr. Whitfield as ship- 
ping head. Mack Milner is now 
receiving clerk. 


of 


C. C. DouGuHerty has joined the 
sales staff of the Varney Electric 


Supply Co., Indianapolis, Ind., 
and will travel its southern ter- 
ritory. 

C. J. (Jimmie) May has_ been 


added to the force of the Mills & 
Lupton Supply Co., Chattanooga, 
Tenn. He will travel northern 
Georgia and Alabama. 


K. T. Beck will cover the north- 
west Ohio territory of the H. Poll 
Electric Co., Toledo, Ohio. 

EIGHT NEW salesmen have been 

added to the merchandising de- 
partment of  Listenwalter & 
Gough, Inc., Los Angeles, Calif. 
At present their duty is to pro- 
mote the sale of Royal vacuum 
cleaners and Block clothes wash- 
ers. 
BERNSTEIN, for time 
connected with the Joseph Kurzon 
company, New York City, has 
been appointed assistant buyer. 
Jack Blutstien, formerly with the 
Gertler Electric Co., is now sell- 
ing for this company. 


SAM some 


W. H. Courter, formerly with 
the Armour Radio Co., and L. S. 


Crain, of the Stewart-Warner 
Speedometer Corp., have been 
employed by Weinberg & Co., 


Chicago, to work the territory on 
Stewart-Warner radio receivers. 


G. E. Stinwacen, formerly with 
the Columbus house of the Lake 
States General Electric Supply 
Co., is now financial and service 
manager for the Louisville branch. 
C. E. Robbins is a new salesman 
with this house, operating in the 
Indiana section of Louisville’s ter- 
ritory. 





FRANK SWANSON, previously with 
the Robertson-Cataract Electric 
Co., is now in the service of the 
Syracuse Supply Co., Syracuse, 
N. Y. 

GEO. JACKSON is now connected 
with the Triangle Electric Supply 
Co., Scranton, Pa., as city sales- 
man. 


4 


Changes in Personnel 

F. C. PreNTICE, former manager 
of the radio department of Stre- 
vell-Patterson Hardware Co., Salt 
Lake City, has been appointed 
sales promotion manager of the 
Majestic radio department of the 
United Electric Supply Co., Salt 
Lake City. 

E. V. Forp has been elected to 
the board of directors of the Ford 
3rass Co., Springfield, Mo. He 
replaces J. A. Gammon who is no 
longer with the company. 
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Introducing some hard workers of 


v4 ' 


a 


te, 
wit 


es 
54) 
i | 


a 
rhe 4 


& 


BY 


t=) 
Vv. 


- 


the Fife Electric Supply Co., Detroit. 


Reading from left to right: Al Heroux, salesman; Ted Ryerse, shipping; N. J. 
Lange, purchasing agent; Joseph Nelson, sales; Murray Duprey, order; Edward 
Ewing, order; Jack Yuergens, sales, and Wm. Rau, receiving department. That 
chap you see so prominently displayed in front is C. J. Reilly, central tube 


representative. 
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Why the Jobber Can Sell IVANHOE 
RESIDENTIAL FIXTURES .... 


at a PROFIT 


selling its products exclusively 

through jobbers is based upon 
sound economic advantages. These ad- 
vantages accrue to everyone in the 
transaction—the jobber, the dealer and 
the final purchaser. 

And in the sale of Residential Fix- 
tures—one of the biggest markets to 
which any jobber can cater—these ad- 
vantages are peculiarly prominent. 

The Ivanhoe program means a safe 
deal for the jobber—a safe deal for the 
dealer. 

The jobber must carry a stock, for 
that is part of his service. But he 
carries only four styles of fixtures and 
each one of those styles is a type that 
preeminently serves the current lead- 
ing architectural and interior decora- 
tion styles in high grade fixtures at 
reasonable prices. 

Any investigation will reveal that 
the predominant architectural styles 
are English, Spanish and Colonial. 


[ eater is fundamental policy of 


Most houses classify under one of these 
headings. But in case one does not, 
there is the Ivanhoe “Cosmopolitan” 
line—a blended style that fits in any 
decorative mode. Four styles—English, 
Spanish, Colonial and Cosmopolitan. 

Under the Ivanhoe plan the jobber 
is adequately but not heavily stocked. 
He enjoys the benefits of quick turn- 
over and small investment. He shows 
a simple, compact, adequate line, 
beautifully built, correctly designed, 
at moderate prices. A line easy to sell. 
He runs no risk of overstocking. He 
can give quick service. He has what 
people want. 

And if he has studied the field he 
knows that there is more potential 
volume in Residential Fixture business 
than in any other fixture line—over 
three times as much possible volume— 
and more profit. 

Residential Fixtures are an absolute 
necessity in every home. They offer big 
opportunity to increase volume. 


Where the Dealer Benefits by this Program 


The dealer benefits first, by the small 
stock necessary to display a complete 
line of samples. He benefits by the same 
style factors as the jobber. He sells 
from samples and gets quick deliveries 
from his jobber. In a nutshell, the 
Ivanhoe plan is sound for the dealer 
because it eliminates the necessity for 
large investment, eliminates slow turn- 
over and enables him to give his cus- 


tomers better value for the money. The 
dealer can make money under this plan 
as he can under no other and his profits 
are not tied up in inventory. 

Ivanhoe Lighting Fixtures for Resi- 
dences are sold like every other Ivan- 
hoe product— 

Exclusively through jobbers 

Tell your dealers the story and you 
will serve them and your house. 


THE IVANHOE DIVISION oF THE MILLER CO. 


Cleveland, Ohio 
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What have we here? A patrol? 


Convicts? 


It’s just 
the shipping gang of L. A. Woolley, Inc., Buffalo, N. Y. At first glance, in the 
shadow as they are, it was hard telling. Left to right: Bernie Edgeller; Chas. 
Oatman; Ed. Kiefer; Art Bushnell, superintendent; Walter Eckert; Walter 
Barnes, and Frank Miller. 


No, calm your fears. 





R. W. Ten Broech has been ap- 
pointed sales manager of the H. 
Poll Electric Co., Toledo, Ohio. 





W. S. James, formerly sales 
manager of L. A. Woolley, Inc., 
Buffalo, resigned to go with the 
Falls Equipment Co., Buffalo, in 
the capacity of manager of the sup- 
ply department. This took place 
in February. L. A. Woolley was 
away for a visit in California about 
that time so M. W. Bedient was 
found pinch hitting and will con- 
tinue doing so until about April 1, 
when the chief is expected back. 

* Kk is 
Lines Added by Wholesalers 
Joseph Kurzon, New York City 





—Armstrong appliances and 
Woods waxers have been taken 
on. 

The Lake States General Elec- 


tric Supply Co., Indianapolis, Ind. 
—This company is now selling 
the Hurley line of Thor appli- 
ances. E. E. Evans is employed 
as the Thor specialist in the com- 
pany’s territory. 





The General Electric Supply 
Corp., Nashville, Tenn.—has taken 
on the sale of the entire line of the 
Daniel Woodhead Co., Chicago, 
comprising lamp guards, protec- 
tors, ‘efc. 

Reiman Wholesale Electric Co., 
Los Angeles—This company has 
been appointed southern Califor- 
nia distributor for Thos. A. Edi- 
son, Inc., appliances. 


Changes in Location 
The United Electric Supply Co., 
Salt Lake City, Utah, has taken 
over large office space formerly 
rented out. This has been done 
to accommodate its new Majestic 
radio department. 





The Illinois Electric Co., Chi- 
cago, announces that its increas- 
ing business necessitates its re- 
moval to larger and _ better 
equipped quarters and after May 
1 the company will be located at 
113-125 N. May St. 





The Morison Electrical Supply 
Co., New York City, has leased 
10,000 square feet in the Master 
Printers Bldg., 460 W. 34th St., 
where the general offices will be 
located. 





A larger store at 243 Penn Ave. 
has been taken over by the Tri- 
angle Electric Supply Co., Scran- 
ton, Pa. 





Spencer F. Fearon, Inc., Port- 
land, Maine, moved on March 16 
to 29-33 Free St. where the com- 
pany has 7200 additional square 
footage for the wholesale depart- 
ment and 2400 square feet for a 
fixture showroom. This latter is 
in charge of E. R. Souther and 
recently the department has in- 
stalled several large jobs, such as: 
Maine General Hospital, Port- 
land; Masonic Home, Greenville, 
and Notre Dame des_ Lourdes 
Church, Saco. 


The Royal Electric Supply Co., 
Philadelphia, has moved into new 
quarters at 309-311 Arch St., 
where they have approximately 
28,000 sq. ft. of floor space. 

* * 


Jobbers’ Sales Activities 

H. Poll Electric Co., Toledo, 
Ohio—A Westinghouse automatic 
toaster campaign has been inau- 
gurated. 





Barrett Electrical Supply Co., 
St. Louis—A successful appliance 
campaign on Torrid Home-help- 
ers has just been completed. 





Sutton Electric Supply  Co., 
Wichita, Kans.—Special activities 
were begun recently on G. E. 
cleaners. 





Terry-Durin Co., Cedar Rapids, 
Ia.—Special sales activities have 
been started on Hotpoint toasters 
and percolaters. 





Mills & Lupton Supply Co., 
Chattanooga, Tenn.—This com- 
pany reports a _ successful cam- 
paign during February on West- 
inghouse waffle irons. A _ toaster 
campaign was held in March. 





Lake States General Electric 
Supply Co., Louisville, Ky—A 
G. E, cleaner campaign of several 
weeks’ duration has been carried 
on for the past few weeks. 

* * x 
Amendment to By-Laws of 
N. E. W. A. Recommended 
It was recommended at a recent 
meeting of the executive commit- 
tee of the N. E. W. A., that the 
by-laws be amended to provide 
that the chairman of the executive 
committee should also have the 

title of president. 
* ok ok 
Another Jobber’s Salesman? 

Announcement is made of the 
addition to the family of Meyer S. 
Bitterman, salesman with the Elec- 
tric Appliance Co., Chicago, of 
Richard Lee, weighing 8 Ib., 6 oz., 
the date of the event being Febru- 
ary 7. Contrary to the prevailing 
custom to prophesy a career for 
the new arrival, we will leave it to 
the gods that be, and wonder, 
“Will he follow in his father’s foot- 
steps?” 
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customer how to 
market his experience 


O SHOW the contractor how to help him- 
self—how to re-invest the time he spent to 
learn wiring—that is the aim of Cutler-Hammer 
advertising. Both you and your customer profit 
when he markets his experience, thus increasing 


his business and the sale of wiring devices. 


Helping the builder on his wiring problems 
builds good will for the electrical contractor. 
He is remembered when the next contract is to 
be awarded. By insisting on complete wiring, 
the contractor makes the building more salable, 
earns for himself the maximum of profit on 


every job. 


To protect good will thus built up, the use 
of quality wiring devices is emphasized—de- 
vices such as Cutler-Hammer has made for over 
a quarter of a century. By using the complete 
line of C-H Wiring Devices, the contractor is 
assured of easy wiring with devices destined 


for a long, useful life. 


Learn more about the complete line of C-H 
Wiring Devices from your C-H Catalog. It can 
be made a factor of everyday value to you— 
can add to your yearly sales volume. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 


MILWAUKEE, WISCONSIN 











Because it doubles the number of 
outlets, at only a slight increase 
in cost, the C-H Duplex Recep- 
tacle is the simplest answer to 
the demand for more outlets. 
Large binding posts, shallow con- 
struction, make installation easy. 
Approved by the Underwriters. 







C-H Autoe | 
matic Door 
Switch can 
be installed 
in any door 
jamb. Light 
is turned on 
automati- 
cally when the door is opened. 
Especially convenient for light- 
ing closets. Designed to fit in any 
type of box and to use any type 
of wire including “Romex.” Ap- 
proved by the Underwriters. 


C-H Flush Switches of the Toggle 


Type are constantly growing in 


popularity because of their - 


beauty, convenience and quality. 
Built shallow — they are conve- 
nient to install in any standard 
box. Made in single-pole, double- 
pole and 3-way types. Approved 
by the Underwriters. 


UTLER MMER 


MODERN WIRING 
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Large Retail Outlets Buying 
from Jobber 
To the Editor: 

There is a marked tendency in 
the small appliance market today 
for the jobber to cultivate and 
educate the dealers who are favor- 
able to him along merchandising 


lines. By making better mer- 
chants out of his recognized elec- 
trical dealers, the jobber can 


eliminate the necessity of obtain- 
ing a large variety of outlets for 
his appliances. In this way the 
jobber can give his manufacturer 
satisfactory representation and 
will warrant the support of the 
manufacturer in placing the small 
appliance business through the 
electrical jobber. 

The central station will con- 
tinue to be an important factor in 
the distribution of small appli- 
ances. The department store will 
increase in importance in_ this 
field. With the jobber in a posi- 
tion to serve these three outlets 
satisfactorily, the sale or distribu- 
tion of small appliances should be 
simplified as well as actually in- 
creased in importance. 

More attention will be given 
during the next year to merchan- 
dising methods on the part of the 
electrical dealer which will un- 
doubtedly change the comparative 
retail sales of electrical dealers as 
compared to other outlets. Since 
this of dealers naturally 
looks to the jobber as its source 
of supply, the jobber will be in a 


class 


Letters 
to the 
Editor 


little stronger position with the 
manufacturer. . 


Larger retail outlets have come 
to recognize the saving in buying 
from their local jobber so that 
rather than buy from manufac- 
turers in large quantities, they 
prefer to pay their local jobber a 
little more money and use _ his 
service, which will also put the 
jobbers in a stronger position with 
the manufacturers. The manufac- 
turers could no doubt help this 
situation considerably by _ recog- 
nizing these tendencies and giv- 
ing their early support to the 


jobber organizations who repre-. 


sent them. 
QO. L. FERGUSON, 

Sales Manager, Varney Electrical Sup- 

ply Co., Indianapolis. 
*K *K * 
Taking an Occasional Profit 
To the Editor: 

After reading Leo M. Dunn’s 
article on “The Cost of Commer- 
cial Transportation,’ I can’t but 
have the greatest admiration for 
the man who has dared to face 
the fact that while a well served 
and satisfied customer is a great 
asset to a business, and a neces- 
sary factor in its existence, there 
is just as much to be said in favor 
of taking an occasional profit. 

Although in our particular 
business, that of engineered illu- 
mination, we are not concerned 
with such a large volume of 
trucking service, I believe that 
the principle of “systematic serv- 
ice” can be, and should be ap- 
plied to every department that 
serves the customers of a_busi- 
ness house. 

Yes, let us lose an immediate 
profit in some rare cases, where 
it satisfies a customer whose pat- 
ronage is truly valuable and 
where it will not establish a dan- 
gerous precedent. Let us main- 


tain our stand that the customer 
is always right and serve him 
courteously, although it might 
add a small item of cost, if that 
customer really believes he is 
right and is not intentionally im- 
posing on you. 

But let us use judgment in 
these things. Let us not go about 
throwing our cloaks into mud 
puddles before every passing re- 
quest, if those requests can just 
as well come forth on a sunnier 
day. By systematizing service, I 
am sure that customers can be 
just as well pleased, and in that 
way a double profit is made— 
cash and good will. 


A. D. Curtis, 
President, Curtis Lighting, Inc., 
“eo 


Essential to Call on All 


Classes of Trade 
To the Editor: 


Referring to the article on pages 
%, 8 and 9 of the March issue of 
the Jobber’s Salesman, my reaction 
to the article is that the position 
taken therein as to the trend from 
the manufacturer to the electrical 
wholesaler is as_ stated, but it 
seems to the writer that it is essen- 
tial that the wholesaler or jobber 
must educate his salesmen to call 
upon all different classes of trade. 
Our experience within the past 
three years has confirmed this ob- 
servation. 


Conditions in the bituminous coal 
industry, which industry was up to 
five years ago 90% of our business, 
were such that the writer reached 
the conclusion that in order to 
maintain volume and go forward a 
broader field of activity must be 
selected. During the year 1928 we 
were able to maintain our normal 
volume and yet reduced our per- 
centage of coal company business 
steadily year by year for the last 
five years until in 1928, it was only 
37.7% our total volume and, at the 
same time, it was an almost her- 
culean task to get our salesmen out 
of the habit of not calling upon all 
classes of customers. This, to my 
mind, is the hardest proposition 
the distributor will have. 


Speaking of the appliance busi- 
ness generally, I believe if the 
manufacturer would adopt a differ- 
ent policy of distribution it would 
effect great economies in operation 























“Colortop” Fuses 


Fast Seller —Nearly 7,000,000 Sold in 7 Months 


It’s Easy Now 


to Know the Capacity of a Fuse 
Instantly by its Color 


Simplifies Inspection, Makes Easy Selection 
and is Instructive to Users. 





A help to the storekeepers, stock-clerks 
and others to select and know the sizes 
on the shelf and bins quickly. They’re 
packed in 5-unit cartons to facilitate mer- 





chandising—have the clear mica window No guess-work, no time lost, when 
; storekeepers supply electricians with 
, ‘Fhe jon pees Auten ms simplified that shows when they blow—and possess TRICO “Colortop” fuses. The capacity 
where I “ ortop” fuses are in- See is k by it lor. 
calle. ip cam toll at's Glenes if every- the qualities of large center contact, full a ae ee 
thing is OK. threaded heavy shell and all porcelain 


non-shock top. No additional charge 
for the colored top. 
ac lonyes  Paintthecut-outthesame 
Sug ge stion {oO ( Se7Ts: color as the “Colortop” 
fuse used. This will assure correct fuse replacements. No 
guess-work. No possible mistakes. 














A colored band around the edge of each 5-unit carton TRICO “Colortop” fuses now enable 


The perplexity of the consumer guess- , aig Sea ° ; 
ing the nq a wanted is pr ore ome indicates the capacity of the fuse the box contains. trouble es —— ea Oe 
where TRICO “Colortops”’ are sold. Re- 6 Distinct Colors ) = at tliasiaiaaes 





placement fuses are bought by their colors. 
Free Samples on Request 


“SGioete ima orvet Lricd Fuse Mig. Co., Milwaukee, Wis. ‘<* ‘his serv 


i as your guide 
he does not have them in stock WARNING! The Colored Top for fuse plugs is fully protected. ns e 








Approved by Underwriters’ Laboratories, Inc., Hydro-Electric Power Commission of Ontario, and the following: Modern Priscilla, 
Good Housekeeping Institute, Herald-Tribune Institute, and Associated Factory Mutual Fire Insurance Companies. 
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ELASTIC TINNED 


TOUGH FIBROUS ANNEALED 
KRAFT PAPER_ COPPER WIRE 


HEAVY NATIONAL ELECTRIC 
COTTON BRAID CODE RUBBER 
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ARMORED CONDUCTORS FLEXIBLE STEEL CONDUIT 
_—— and — i RUBBER-COVERED WIRE 
oneaenaee hed cable) i é RUBBER-COVERED 
NON-METALLIC FLEXIBLE | LEAD-ENCASED WIRE 
CONDUIT = TRIANGLE 

RIGID STEEL CONDUIT ARMORED CABLE TOOL 


Triangle Conduit Co., Inc. 


General Offices: Dry Harbor Road & Cooper Ave., Brooklyn, N. Y. 


Factories In Canada 
Brooklyn—Chicago—Butler, Pa. Triangle Conduit Co., Ltd., Toronto 
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and, at the same time, get better 
results. If the manufacturer of 
any certain appliances could be in- 
duced to appoint a distributor in a 
limited territory as his exclusive 
representative, demanding that this 
distributor handle ample stock, set- 
ting proper quotas for the distribu- 
tor to operate upon, I believe that 
the distributor would have some- 
thing upon which he could work 
with satisfaction and produce re- 
sults for the manufacturer which 
would justify such action. If this 
policy were adopted by a manufac- 
turer, and it has been by several 
with marked success, the manufac- 
turer would then arrange to set up 
his distributor with a spread on 
the merchandise which would en- 
able the distributor to sell jobbers 
within his area. 

It has always seemed to the 
writer that the simpler the distri- 
bution the more that 
can be effected. For example, we 
are handling a line of appliances 
and heating devices and in the 
same town another wholesaler is 
handling identically the same line, 
and yet the volume of business we 
each produce hardly justifies either 
one of us in our efforts, while if 
one or the other of us had an ex- 
clusive distribution on this partic- 
ular line, the other house could 
secure a distribution on another 
line which would probably enable 
both of us to do a volume which 
would be satisfactory. 

I am looking foward with inter- 
est to the succeeding articles along 
this line. 


economies 


Yours very truly, 

Epwin M. KEATtLey, 
President, Virginian Electric, Inc., 

Charleston, W. Va. 

* * * 
County, Yonkers, Opens 
Display Rooms 

The County Electric Supply & 
Radio Corp., Yonkers, N. Y., has 
opened a branch at 3403 N. Boule- 
yrard, Long Island City, N. Y., 
which will be devoted to display 
only. This branch gives them 

3500 sq. ft. of additional space. 
Two men have been added to 
the company’s sales staff in Yon- 


kers. Ben Morosco will cover 
Westchester county on_ radio 
while Roy C. Fanning is em- 


ployed in the electrical and ap- 
pliance division, working on the 
same territory. 


Duncan and Skeel in 
Revolution 


John Duncan, vice president of 
the Illinois Electric Co., and Fred 
Skeel, commercial vice president 
of Crouse-Hinds, were right on 
hand in Nogales, Sonora, Mexico, 
when the revolution broke on 
March 3. Both Fred and “Dunk” 
love ruction and trouble. Not a 
shot was fired, though several 
were put down (of a revolution- 
ary nature) during the first day. 
Details are lacking as to how 
deeply they became involved when 
the arrived on a_ troop 
train, however Bourke Corcoran, 
manager of the Electric Associ- 
ation, Chicago, is so firmly con- 
vinced that their conduct in the 
face of the enemy must have been 
of an exemplary type, he is sold 


soldiers 


on the idea that nothing short of 
a brass band and a silk hat parade 
should herald their return. Cer- 
tainly some credit is due these 
men who so bravely “downed” 
several rebels. 


* 


Jos. Sager Trails the 
Boston Braves 

With the hockey season over and 
baseball the next sport on his list, 
Jos. E. Sager, president of the 
Sager Electrical Supply Co., Bos- 
ton, Mass., packed his grip and 
left the scene of the first, which is 
a favorite with him, and went 
straight to St. Petersburg, Fla. He 
has been chumming around down 
there for the past few weeks with 
the Boston Braves, practically all 
of whom know him to be a regular 
fan. 








These salesmen and executives of the Hudson-Ross Company, Chicago, were 
snapped at the annual Crosley dealers’ meeting held recently at the Stevens 


Hotel. 


Crosley Illinois-Wisconsin representative; C. H. Wells; C. 
Frank Bremer, Crosley Chicago representative; Robert Himmel, presi- 


Cauley; 


dent Hudson-Ross; Charles Himmel, vice president; E. A. Orth. L 
Bartlett, Amrad representative; “Doc’’ ( 
Sheets; A. J. Needleman; W. H. Feeney; David Borwitz; “Bill” Friede. 


same order: B. Burns; F. 


Upper photo, left to right, top to bottom: G. Hanna; Orville Thorsen, 


Goldman; R. Mc- 
Lower photo, 
Ohl; C. J. 
Yes, 


Mr. Burns, we will send your wife a picture. 
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What the A. L. E. A. Has 
Been Doing 

Some accomplishments of the 
Artistic Lighting Equipment Asso- 
ciation during last year, as pointed 
out by Managing Director Gran- 
ville P. Rogers in his report of 
February 6, are worthy of note. 

The collection department had 
3,637 claims filed amounting to 
$393,544. Collected over 60% 
amounting to $218,153—a _ free 
service to members. 

Established a Protective Service 
Department or credit bureau which 
in two months’ time was used by 
one-third of the houses entitled to 
use it. 

Established a Special Collection 
Department for dealers. 

Material Exchange assisted in 
disposing of a large amount of 
raw materials for members. 

Distributed throughout the trade 
a series of five window and store 
card displays at no charge to mem- 
bers. Also supplied newspaper 
mats, etc. 

Developed and published an offi- 
cial uniform cost formula. 

Special committee organized and 
working preparing standard speci- 
heations for architects in connec- 
tion with lighting equipment. 

Another special committee is 
preparing to draft specifications for 
the standardization of wiring 
devices. 

Through the medium of its facil- 
ities and through its membership 


in the League of Industrial Rights 
has taken a leading part in meeting 
the organized movement to union- 
ize fixture factories. An injunc- 
tion has been granted against a 
local union in New York, and a 
similar injunction in Detroit in the 
Federal Courts where the local 
union of electrical workers had a 
temporary injunction issued 
against them so that at the present 
time the union in Detroit is ob- 
liged to handle fixtures whether 
union or non-union made, and with 


or without union labels. 
* * x 


Jobber Gives Employes 
Insurance 

P. G. Gough, president of Listen- 
walter & Gough, Pacific Coast job- 
bers, has presented his employes 
with paid-up life insurance policies 
ranging in amounts from two to 
three thousand dollars, made pay- 
able to any beneficiary named by 
the employe. 

It is not unusual for a firm to 
enter into a group insurance plan 
whereby it pays for a percentage 
of an insurance policy and the em- 
ployes themselves pay the balance. 
Such an arrangement is in accord 
with the best modern business 
practice and is considered to be an 
excellent builder of morale within 
an organization. It is very un- 
usual, however, for an organiza- 
tion to go the whole way on the 
proposition, and present the pol- 
icies gratis, paid up in full. And, 


there is no doubt but that the em- 
ployes of Listenwalter & Gough 


appreciate the significance of 
“Phil’s” remembrance. 
* * * 
Kline Heads Pacific Division 
N. E. W. A. 


Joseph L. Kline, owner of the 
Western Light & Fixture Co., Los 
Angeles, was elected chairman of 
the Pacific Division, National 
Electrical Wholesalers Associa- 
tion, at its meeting held at Del 
Monte, Calif., January 31 to Feb- 
ruary 2. 

There were 14 members present 
at the meeting from main houses, 
11 from branches and 10 represen- 
tatives from other houses. 

Both J. L. Kline and Ross Hart- 
ley made reports on their attend- 
ance at the last general meeting of 
the N. E. W. A., and G. E. Culli- 
nan was on hand to discuss perti- 
nent subjects. 

Asa part of the general pro- 
gram, R. E. Fisher, vice-president 
in charge of public relations and 
sales of the Pacific Gas & Electric 
Co., prepared a program on the 
“Annual review and forecast of 
business conditions for the current 
year.” Twelve power companies 
participated, being represented by 
their president, general manager, 
or commercial manager, together 
with C. T. Hutchinson of the Cali- 
fornia Electrical Bureau. 

Some of the other speakers were: 
John J. Gibson, vice-president, and 








Over 8,000 housewives attended Rockford’s cooking school, 
sponsored by the Rockford Morning Star and Rockford Reg- 
ister-Gazette in cooperation with the Rockford Gas & Electric 
companies in the Shrine Temple auditorium from February 5 
to 8, inclusive. 


It was conducted on the opening day by Mrs. 





Anna J. Peterson of KYW;; the second day by Helen Kroeger, 
home service director of the Rockford Gas & Electric Service; 
third by Mrs. Alma Hunt, home economics, Edison Electric 
Appliance Co., Chicago, and fourth by Gladys L. Peckham, 
home service director, Central Public Service Corp., Chicago. 
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Distinctive Pleasing Design 
Improved Compact Construction 
Economy and Low Cost 


Smaller and More Efficient 
Does Not Obstruct the View 


KAS-LITE Junior provides an unusual combination of efficiency, 
appearance, low cost, and economy in Show Case Lighting here- 
tofore not available. 


New, Desirable Features 


: Lamp: Utilizes new 
Size: 714" long x 114” high. oe 25 Watt, T-61, in- Assembly: Can be assembled easily and 


About one-half the sizeof termediate screw base, @uickly. Noscrewsare used. Socket slides in 
ordinary units. tubular Mazda Lamp. the housing and Reflector snaps into place. 


Installation: Special friction couplings Finish: Finished throughout in Statuary 





makethe threading of connecting tubingun- Bronze which harmonizes perfectly with the 
necessary and permits of easy installation. various woods and metalsused inshowcases. 





ise Bit 


REFLECTOR & ILLUMINATING CO. 


Manufacturers oLngineers—~ 
1411 Jackson Blvd. Chicago, U. S. A. 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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Eight members of the city force of the Revere Electric Co., Chicago. 


left to right: R. A. 


suburbs. 





Above, 
Tellisch, city sales manager; R. P. (Bob) Kaen, city and 
north shore; Norman Franzen, city, and Jack Barrowman, south and southwest 


Below: J. H. Byrnes, city; Chas. Schuelke, loop district; E. M. Cur- 


ran, lamp specialist, and R. J. Abbott, north shore. 





B. W. Clark, general manager of 
the Westinghouse Commercial In- 
vestment Co.; C. E. Patterson, 
vice-president of the General Elec- 
tric Co., and F. N. Averill, presi- 
dent of the Fobes Supply Co., 
Portland, Ore. Mr. Averill gave a 
paper on “Us Wholesalers.” Some 
of the points he brought out were 
that the chain houses and mail or- 
der houses have their own difficul- 
ties, that they lacked the local ac- 
quaintance which was the human 
or sentimental factor in merchan- 
dising, and that members must be 
educated to the use of the modern, 
up-to-date methods used in other 
merchandising lines. 

donated the 
Roscoe Oakes cup to the associa- 


Roscoe F. Oakes 
tion so the members found some- 
thing for which to play between 
business A golf dinner 
was one of the features of the pro- 
gram prepared by the entertain- 
ment committee. 
* * 
Eaco Holds Meeting 

The Electric Appliance’ Co., 

Peoria, held a lamp meeting on 


sessions. 


Saturday, March 2. A. H. Mey- 
ers, general manager, Midland- 
Federal Division, H. A. Olson, 


district representative, and C. W. 
Harteinfels, advertising manager, 
addressed the gathering. 

lhe men 


electrical present 


were: Conrad Schmitt; Lester 
Fritz; M. S. Randolph; G. A. Ma- 
gruder; A. P. Smith; Harry UI- 
rich; Jack Doughty; Mike Louki- 


tus; Elmer DeWolfe and_ Bill 
Paschen, manager electrical de- 
partment. 

The automotive men _ present 


were: B. F. Boyd; W. E. Fred- 
rickson; C. J. Ward; Ray Bengs- 
ton, and “Dutch” Krudup, mana- 
ger automotive department. 

*k Ok Ok 


Sorenson Entertains 


Steinite Dealers 

Approximately 175 Iowa Stein- 
ite dealers attended the banquet 
and style show of the new 1929 
Steinite line given by the H. E. 
Sorenson Co., Des Moines, Ia., at 
Hotel Fort Des Moines, on 
March 8. 

A meeting for service instruc- 
tion was conducted during the af- 
ternoon for dealers and their serv- 


ice men by Geo. Welsh, field 
engineer for Steinite, and Otto 
Laverrenz, service engineer for 


the Sorenson company. 

In the evening a banquet was 
given at which such stars as Eva 
Leonard, of Ziegfeld Follies fame, 
and others entertained. After the 
entertainment program, addresses 
were delivered by O. R. Coblentz, 
sales promotion manager for 
Steinite, Geo. Welsh, Steinite en- 


gineer, H. E. Sorenson, Otto La- 
verrenz, and Leonard Brown of 
the H. E. Sorenson Company. 
ok * k 
Changes in G. E. Corp. 
Personnel 
Announcement is made of the 
appointment of H. C. Callahan, 
formerly vice-president of the Gen- 
eral Electric Supply Corp., at New- 
ark, N. J., as vice-president of the 
same company in New York City. 
He succeeds W. A. Kennedy, who 
has been transferred to the com- 
pany’s Boston office as vice-pres- 
ident and sales manager. F. H. 
Ames has been transferred from 
New Orleans, La., to Newark, N. 
J. He is succeeded by H. E. West. 
In addition to the above changes, 
W. M. Goodwin, formerly sales 
manager of the corporation at Dal- 
las, Tex., is now connected with 
the organization at Bridgeport on 
special work, although he will still 
be located at Dallas. 
‘+. * 


New York Electric Interests 
Merge 

The electrical industry of New 
York has definitely decided to set 
up an active program of market 
development, to embrace the in- 
dustrial and commercial as well as 
the domestic fields. Action was 
taken to that end at a meeting of 
twenty-five leaders of the local in- 
dustry at a luncheon held on Mon- 
day, February 25 at the Bankers’ 
Club. The plan is to merge into 
this new organization both the 
Electrical Board of Trade and the 
New York Electrical League, but 
to continue their work and pre- 
serve their entities in so far as 
possible by having them function 
as sections of the new organization. 

Electrical jobbers present were 
Geo. L. Patterson, president, 
Stanley & Patterson; A. S. Green- 
field, president, Greenfield Electric 
Supply Co.; William A. Kennedy, 
General Electric Supply Corpora- 
tion. 

* Ok Ok 


A Carload of Catalogs 
The G. E. Supply Corp. has just 
placed an order for 80,000 copies 
of electrical wholesale catalogs, 
each containing 640 pages. This 


is undoubtedly the largest order 
ever placed for this kind of cat- 
alog. 
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Clear Decks 
or ACTION! 


| ASS the word to move 
- = stocks of Ettco armored 


EMLEE rovers cable. There’s going to be 


hot action. We will soon be 








A 


et Cle in production of an armored 
Flexible Steel Conduit “1: 
a : cable withimprovementsthat 
on-Metallic Sheathed ; , ’ ; 
Cable will make it sell like tickets 
ee Conduis to a deciding world’s series 


(Loom) 


— game. Get set! 


EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 
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The photograph shows some of the travelers, as well as officials of the Syra- 
cuse Supply Co., Syracuse, N. Y., who attended the dinner which was a part of 
the program of the electric range show given by this company recently. The 
report says that it was a great success not only as to attendance but also 


percentage of range orders have been received as a result. 
From left to right in the picture appear: Mr. Pellegrino, Crown Electric Con- 
struction Co., Massena, N. Y.; Lee R. Reeves, Watertown, N. Y.; Clarence 
Mason, Mason Electric Shop, Malone, N. Y.; Walter Scott, secretary, Syracuse 
ary Co.; Percy Ridings, general manager, Syracuse Supply Co.; A. H. Kit- 
son, Linderman & Hoverson range representative, and D. G. Geyer, manager 
electric sales, Syracuse Supply Co. 


in that a large 


“Home Making Center” 
New Venture 


A complete modern home, 
known as the Home Making 
Center, was opened recently in 


Grand Central Palace, New York 
City, by the New York State Fed- 
eration of Women’s Clubs in co- 
operation with the manufacturers 
of home making appliances and 
decoration. Everything that goes 
into an ideally equipped home will 
be shown, including all labor-sav- 
ing electrical devices and conven- 
iences. 

Through the establishment of 
this ‘“ideal’’ home and the lectures 
which are to be given in connec- 
tion with the venture the manufac- 
turer will have an opportunity to 














present his products directly to the 





Garfunkel Bros. Annex 


Building 
Garfunkel Bros., Inc., Jersey 
City, N. J., has purchased the 


building adjoining its present lo- 
cation at 247 Newark Ave., and 
when alterations are completed the 
company will have what it believes 
to be the finest equipped electri- 


cal supply and lighting fixture 
house in the United States. Light- 


ing fixture showrooms will be ar- 
ranged so that there will be a vari- 


ation in ceiling heights ranging 
from 16 feet to eight feet. In this 


Way a more advantageous display 
of the fixtures will be possible. 

The two buildings have their 
main entrances on Newark Avenue 
and run through to the next block 
with entrances on First Street. 
The new addition gives the Gar- 
funkel organization a total of ap- 
proximately 50,000 square feet. 

In addition to electrical supplies 
and lighting fixtures, a line of nov- 
elty furniture and lamps will be 
carried. The total stock of the 
company will average $200,000. 

* * * 

Graybar Makes Some 
Changes 
Davis, formerly 
the Graybar 

Ga., has 


Don T. 
manager of Electric 
Co., Atlanta, pro- 
moted to the position of assistant 
secretary of the company and is 
located in the New York of- 
Warburton, just re- 


credit 


been 


now 
fice. F. R. 


cently appointed credit manager at 
Fla., 
\tlanta. 


Jacksonville, has been trans- 


ferred to 


Delinquent Accounts potential customer and the women 


im > al buyers will become acquainted 
The accompanying tabulation sith tue eietek ehel ae fen 
: P ; with the ri ing to ; 
shows the number of delinquent 8 8 y 
accounts, the total amounts and * * & 


the average amounts as reported 


W. M. Deming Killed 


to the National Electrical “Credit 

Association by member manufac- Word has just arrived, as this 
turers and wholesalers through issue goes to press, that W. M. 
its various divisions, for Febru- ‘Deming, who for a time was as- 
ary, 1929, as compared with the sociated in business at Memphis 
same month the previous year. with W. R. Herstein, was killed in 


are shown for an automobile accident on Febru- 
months’ period of ary 24. 
and 1928-9. re Oe 


Also these figures 

the first 2 

1927-8 

COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
FEBRUARY 28, 1929 

NUMBER OF ACCOUNTS REPORTED 








% % 
Increase Increase 

February or 2 months or 
Division 1928 1929 Decrease 1928 1929 Decrease 
New York .... i 301 217 —27.9 % 581 4145 —26 % 
Middle & Souther rn "Atlantic. 183 131 —28.4 % 342 265 —22.5 % 
New Eineland: «. 6c cscs os 121 180 -+48.7 % 254 291 +141 % 
PACInC *(OGGSE a4 ck oso dhijascoss 6 9 +50 % 17 28 +64.7 % 
Genteall ac oo sche Re tieoctee 796 600 —24.6 % 1594 1194 -—25 % 
ANOMEANS. 25 cvnrncienienieee 1407 1137 —19.1 % 2788 2193 —20.7 % 

TOTAL AMOUNTS REPORTED 
% % 
Increase Increase 
February or 2 months or 
Division 1928 1929 Decrease 1928 1929 Decrease 
New York .........$ 39,083 $ 33,239 — 14.9 % $ 88,610 $ 70,169 —20.8 % 
Middle & Southern 
Atlemtic  x...ssu5. 27,912 23,3438 — 16.4 % 45,423 38,179 —15.9 % 
New England 15,948 27,457 + 72.1 % 30,722 38,382 +24.9 % 
Paciic Coast .....<. 1,187 2,962 +149.5 % 3,120 9,738 +21.2 % 
| errs 100,558 75,874 — 24.5 % 201,313 137,854 —31.5 % 
(Li)? | ie $184,888 $162,875 — 11.8 % $369,188 $294,322 —20.2 % 
AVERAGE AMOUNTS 

February 2 months 
1928 1929 1928 1929 
Oo Aa Cho" a a eee arene Meoett ener OM tana $129 $153 $319 $339 
Middle & Southern Atlantic ............ 152 178 262 288 
ING DOU AIAC 55 peices nid wiprsixinrersiem acs em ners 131 152 242 250 
PACIAC NGOAGE a6 65a od cock we cee omeee on 198 329 373 685 
etre ee i Sab eee eee 126 126 252 230 
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“Apace With Progress” 


> 


ne ee 


a ell 


BUSS FUSES 


“Reet eiciTy Ss SAFETY VALY E 















PUT ON THE 
ONE CAP 





.\) 


Parts and 


the Link 
That’s All! 


CE 








To meet the needs of its patrons by moving 
more freight tons faster, the Texas and Pacific 
SeVI RC Rum ae Cm olaeltrcapimelti ar Malacartarerrvetw- tater ce | 
design of locomotive—the ‘‘Texas”’ type. 


Back of these rail monsters are the efficient 
shops and roundhouses of their Lancaster 
Yards at Forth Worth, Texas. Here will be 
found all the modern machinery and equip- 
ment for the efficient handling of the rolling 
stock —and protecting it allare BUSS Renew- 
able Fuses. : 


Your plant and equipment can also have 
care-free and low-cost electrical protection by 
specifying that only BUSS Renewable Fuses 
be in your clips. A free sample, for your in- 
spection, will gladly be sent you on request. 


BUSSMANN MANUFACTURING CO., ST. LOUIS 
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Electrical Associates Club 
Holds Beefsteak Dinner 

On Monday evening, February 
25, the Electrical Associates Club 
of New York held a_ beefsteak 
dinner at Cavanaugh’s Restaurant 
on 23rd St., an institution famous 
for this kind of food. None. of 
the 168 members of the New York 
electrical fraternity will deny that 
Cavanaugh’s is an excellent filling 
station for most of them are now 
ashamed to look a cow in the face. 
Everyone was supplied with a 
combination bib and towel and ate 
beefsteak like nobody's business. 

To that everyone made 
‘whoopee” and “boom-boom” is 
putting it mildly for the only ones 
that didn’t have a good time were 


Say 


those who bought tickets and 
didn’t show up. After a general 
rehearsal of “Sweet Adeline” by 


the chorus of 168, local talent was 
called upon and Ward of Harvey 
Hubbell led off with a couple of 
bass solos. Jim Strong of Elec 
tragist fame also put in his _nick- 
el’s worth with an Irish ditty. 

Two prominent out-of-town vis- 
itors were Roy and 
Marty Nice of the Colonial Elec- 
tric Co., Philadelphia, both of 
whom it seems are associate mem- 
bers of the New York fraternity. 
Marty, you know, is the famous 
hunter who shot a deer recently 
down Pennsy way though ’tis said 
that the doe was tied to a tree 
and couldn’t defend itself. 

The Electrical Associates Club 
is a group of old-timers and near 
the electrical busi- 


Grossett 


old-timers in 





ness who not so long ago banded 
together in an organization to 
keep the old guard together. The 
idea is splendid and seems to 
work out very well. 

Joe Berger of Royal-Eastern 
acted as toastmaster, gang leader 
(or whatever the word is for a 
jambouree like this) and acquitted 
himself in his usual inimitable 
manner. 

* * 


Quarfot in Larger Quarters 
Ik. A. Quarfot, Milwaukee, Wis., 
has found it necessary, due to in- 
creasing business since adding a 
complete line of electrical supplies, 
to locate his company in larger 
quarters at 602 EF. Water St. 
This company handles such well 
known lines as H. & H. wiring de- 


vices, Kondu fittings, V. V. fit- 
tings, Electroduct and Xduct con- 
duit, Red Seal, A. B. C. armored 


cable, Day-Ian radio receivers, ete. 


Light’s Golden Jubilee 

This, the year 1929, is the 50th 
anniversary of the creation of the 
lamp, and every § man, 
woman and child in America is 
destined to know that fact before 
the year ends. 

The most stupendous publicity 
program ever attempted is going 
to be launched at Atlantic City in 
May, just previous to the N. E. L. 
A. convention, with the enthusias- 
tic cooperation of the city officials, 
the prominent hotels and the rail- 
roads, 

Illumination of 


electric 


the Boardwalk, 


A 
CTRICAL/ 
AVANAGHS 


hotels and piers, planned by Amer- 
ica’s foremost engineers, on a scale 
never approached here or abroad, 
will be the first step in awakening 
the public’s interest. The climax 
will be reached at Dearborn on the 
evening of October 21, when 
Thomas A. Edison will re-enact 
the making of his first lamp. If 
the plans already made are carried 
through this will be a dramatic 
moment for America, and particu- 
larly for the electrical industry. 
The scene will be played in Edi- 
son’s old shop which Henry Ford 


has moved bodily to Dearborn. 
The immediate audience will in- 
clude the notables of America 


headed by the President of the 
United States. The larger audi- 


ence will be the millions within 
reach of radios. Listening to the 
congratulations in every tongue 


broadcast from the palaces of Eu- 
rope while a thousand planes circle 
in the heavens above, a darkness 
will cover the land at the moment 
that the ‘Electrical Wizard” 
brings his tiny filament to incan- 
descence—the only light burning 
for the instant in America, 

As distributors of lamps, of wir- 
ing supplies, of lighting equipment 
and of radio, you must benefit in 
the favorable reaction to this most 
ambitious plan to honor America’s 
foremost scientist. The Army, the 
Navy, Boards of Trade and Cham- 
bers of Commerce throughout the 
land have indicated their intention 
to assist in this event with appro- 
priate illumination. A great impe- 
tus will be given to outdoor light- 

















April, 1929 THE JOBBER’SfAJSALESMAN 5 
























FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN TIIE INDUSTRY 





To Keep Sales 
q at the Peak 


a ry ee & MYERS dealers 
oon will be supported this year 
. ~~) by the strongest, breeziest national 

‘ advertising that has ever been done 
on fans. It smacks of the seashore 
and cool ocean winds. Designed 
especially to make sweltering 
readers hotter — to make them 
‘phone you, “send me that fan 
with the Hag—quick!” 


f 


This sales-creating advertising 
will run in America’s greatest mag- 
azine, T he Saturday Evening Post, 
starting in May. Hot days with 
rush calls for R & M Fans will be 
here before you know it. Don’t be 
caught napping. Order today, and 
ask for our booklet “‘Sales-Makers 
for 1929” full of effective advertis- 
ing tie-ups for you. It’s free! 


Robbins & Myers, Inc. 
Springfield, O.; Brantford, Ont. 


Robbins & Myers 
Fans and Motors 
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C. C. Baines, manager and Mr. Butler, assistant manager of the radio division 
of the Peaslee-Gaulbert Corp., Louisville, Ky., and L. W. Nutt, factory repre- 
sentative, Sterling Mfg. Co., Cleveland, don’t seem to find the interest in the 


Louisville Air Mail service that their comrade does. 
ager of the Sterling company, was “up in the clouds” 


Wm. Nevin, sales man- 
when this was snapped. 


Peaslee-Gaulbert was one of the companies visited by Mr. Nevin on his south- 
ern trip studying conditions in the radio industry. 





ing and the use of light in decora- 
tion. You are not to be asked to 
contribute to the financing of these 
demonstrations, but as prominent 
electrical merchants in your 
you urged to 
give your leadership and aid in 
support of fittingly celebrating this 
“Golden Anniversary” of the elec- 
tric lamp. 


oe 


eral localities are 


Graybar Holds Sales 
Conference 

The Southwest department of 
Graybar houses held a sales con- 
ference recently at the Jefferson 
hotel, Dallas, Tex. The same plan 
as followed last year was again put 
into the going 
from room to room in the hotel, in 
Small groups for intimate discus- 
with 


effect, salesmen 


sions manufacturers’ repre- 


sentatives. The employes and vis 
iting suppliers were entertained at 
a splendid dinner and time from 
business was also taken out for a 
little golf after the meeting was 
over. 


Benwood-Linze Place Big 
Order 

The Benwood-Linze Co., St. 
Louis, of which Harold J. Wrape 
is president received in March a 
shipment of 20 carloads of Majestic 
radio sets. The order, it is believed 
is the largest ever placed by a 
wholesaler for radio sets. 

According to Mr. Wrape, his 
company has distributed over 200 
carloads of Majestic sets since last 
July, which gives some idea of the 
remarkable growth of this dis- 
tributor. 


Rochester Jobber Purchases 
Southern Tier Branch 


The Elmira’ branch of the 
Southern Tier Electrical Supply 
Co. has been purchased by the 


Rochester Electrical Supply Co., 
Rochester, N. Y. It is operated 
under the name of the Elmira 
Iklectrical Supply Co. with H. P. 
Brill as manager. 

The company is a Westing- 
house agent-jobber and also a dis- 


tributor of Kelvinators, Crosley 
and Amrad radios, A. B. C. wash- 
ers and Bryant wiring devices. 
* * * 

Coleman Buys Progress 

Morris Coleman and Samuel 
Goldstein, formerly connected 
with the Coleman Electric Supply 
Co., at 953 Third Ave., Brooklyn, 
have purchased the stock and as- 
sets of the Progress Electric Sup- 
ply Co., 856 Broadway, Brooklyn. 
They will conduct the business of 
the Progress Electric Supply Co., 
under the old name and address, 
supplying the former’s customers 
the same as usual. Mr. Coleman 
and Mr. Goldstein are partners in 
this enterprise. 

x ok x 

New Manager for Southern 
G. E. Houses 

West, formerly south- 
district auditor for the 


Hq. £. 


western 


General Electric Co., and lately 
connected with the merchandise 
department at Bridgeport, has 
been appointed manager of the 


New Orleans and Shreveport, La., 
and Jackson, Miss., houses of the 
General Electric Supply Corp. He 
succeeds F. H. Ames, who has 
been transferred to the company’s 
Newark, N. J., house as manager. 


* * * 
Jobbers Active in Associa- 
tions 
J. Sidway, general manager of 
the Erner Electric Co., Cleve- 


land has been elected a director 
of the Electrical League of Cleve- 
land. 








E. W. Smith, vice-president of Tafel 
Electric Co., Louisville, Ky., and Ken 
L. Aleshire, Westinghouse representa- 
tive, demonstrating the brilliancy of 
Kentucky sunshine in March. 
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SWITCH with Improved Cover Desion 


( 


This is the easiest “snap” for a man to install, And don’t forget what’s wnder the cover of an 
or a Jobber’s salesman to sell. Clap the cover H&H Surface Tumbler Switch. Unless a switch 
over the handle—onto the base—and it’s on has the ‘“‘works,” you can’t cover it up—long. 
to stay. These six points cover the story of | Not with a snap-on cover or any other! Six 
the snap-on cover: points, here, about HxH Tumblers: 


(1) SPEEDS-UP WIRING (1) BALANCED MECHANISM 


“H&H” Surface Tumbler Switches —Schedule ''S’’ 








(2) ONE-HAND OPERATION Pony Type, 5 Amp., 125 Volts; 3 Amp., 250 Volts (2) SMOOTHES1 ACTION 
| Std. eer Pack 
(3) SAVES Fussinc WITH ListNo.| price | Pke. Description | We. Lbs.| Ca#ton (3) Most PosiTIvE IN 
SMALL SCREWDRIVER 610 |$0.28 | 100 |Single Pole Solid base | 27 | 10 ELECTRICAL CONTACT 
611 | .28 | 100 |SinglePole Slotted base} 26 | 10 
(4) Fits ON ACCURATELY 612 | .48 | 100 [Three-Way Solid base | 27 | 10 (4) MINIMUM OF “JAR” 
613 .48 | 100  jocmnend -Way Slotted base| 26 10 
(5) ALWAYS HoLps TIGHT These switches have Polished Nickel covers and Indicating Handles. (5) MAXIMUM OF LIFE 
Sappoeias Screws spaced 1 7%” on centers. Height 13”. Diameter of 
(6) NEATER-LOOKING JOB te (6) CUSTOMER-PREFERRED 





Refer to Catalog “T” for complete description of H&H Switches of a// descriptions. Sell 
them as the “works” of the wiring job — which will work for a business lifetime. 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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The Modern Trend of 


Business 
(Continued from Page 14) 

In the “Red & White’ plan, 
the conventional relationship be- 
tween the wholesaler and the re- 
tailer is preserved with some mod- 
ifications to the end that both may 
stay in business and produce prof- 
its. Approximately 35 jobbers in 
the United States and Canada 
serve the 4,000 Red & White gro- 
ceries. 

The wholesaler protects the deal- 
er. He sees that he does not buy 
that which he does not need. A 
singular community of interest pre- 
vails through the entire system. 

The Red & White Corp. was 
formed by R. W. Baker, secretary, 
treasurer and manager of a whole- 
sale grocery business in Chicago. 
Several years ago he saw there 
was trouble ahead for the whole- 
sale grocer. He finally came tu 
the conclusion that somehow sell- 
ing costs in food products from 
manufacturer to consumer must be 
cut down to a minimum if the gro- 
cery wholesaler could hope to 
maintain his position in this field 
of distribution. 


Further than this, Mr. Baker de- 
cided that it would be absolutely 
essential for the wholesaler to 
emulate the policy of the great 
chain operators and control their 
own brands of merchandise. 

In the beginning the Red & 
White Corp. merely acted as buy- 
ing agents of controlled brands of 
packaged food products for a 
small group of jobbers. The great- 
est difficulty was encountered in 
introducing the plan, the very class 
it was designed to serve often view- 
ing it with disfavor. The opposi- 
tion have now become the most 
staunch supporters. 

They have a pool buying plan. 
Practically everything that the 35 
participating jobbers and 4,000 re- 
tail stores sell today in the line of 
so-called package merchandise, in- 
cluding about 500 items, bears 
either the “Serv-us” or “Red & 
White” label and is purchased by 
the Red & White Corp. 

Under this plan the salesman is 
practically eliminated. Instead of 
the manufacturer going to the Red 
& White Corp. through its sales- 
men, the Red & White Corp. goes 


to the manufacturer with its re- 
quirements. The manufacturer has 
no selling expense in connection 
with his sales to the Red & White 
Corp. 

The Red & White Corp. receives 
its income from commissions paid 
to it by those from whom it con- 
tracts for merchandise. Through- 
out the entire line of 500 items 
this commission averages about 
2%. 

The jobber places his orders 
through the Red & White Corp., 
but follows the usual trade prac- 
tices as applied to the individual 
commodity in paying his bill, usu- 
ally direct to the manufacturer or 
producer. 

To a certain extent the Red & 
White headquarters act as a clear- 
ing house for merchandising infor- 
mation, and experience of interest 
to jobbers and Red & White re- 
tailers. 

The Red & White Corp, does not 
function as a manufacturer or 
packer. It has no warehouses. It 
has no salesmen. Practically all 
contact between jobbers and the 
corporation, and between the latter 
and manufacturers, is by wire and 
letter. 

Mr. Baker, the president, speaks 
of the two-year investigation of the 
Harvard Bureau for Business Re- 
search, in which a study of 300 
food jobbers showed that the aver- 
age cost of doing business among 


them was somewhat more than 
10%. He states that the jobbers 
operating under the Red & White 
plan are able to do business at a 
comfortable profit on a gross of 
8%. 

The Red & White jobber is able 
to do this because under this plan 
he practically eliminates the use of 
salesmen in calling on retailers. 
Red & White store owners order 
their merchandise from their Red 
& White jobber in much the same 
way that the average chain store 
manager orders from his headquar- 
ters warehouse. 

Under this plan the store owner 
pays for his merchandise ten days 
from date of shipment. Less stock 
is carried all along the line than is 
the case in the conventional meth- 
od. Heavy jobbers’ stocks and 
heavy retailers’ stocks are unneces- 
sary. 

Under the guidance of an experi- 
enced “Red & White” supervisor— 
often a transplanted jobber’s sales- 
man—the interior layout of the 
store is modernized, lessons are 
given in window trimming, he is 
shown how to order, and is gener- 
ally coached in all of the things 
that are today commonly associ- 
ated with good grocery store keep- 
ing. 

Referring once more to the nu- 
merous lines carried in the various 
stores, the census of distribution 
for eleven cities shows 93,928 retail 
stores, but 221,789 retail merchan- 








A little later we will have a picture of the entire Louisville personnel of 


Lake States General Electric Supply Co. 


In the meantime, this will help some. 


Left to right: George Foreman, city salesman; R. W. Dome; G. E. Stilwagen, 
finance and service, and Wilbur S. Ball, manager. This house is successor to 


the James Clark, Jr., Co. 
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en who buy Safety Switches for 


Jobs like these have this new catalog . . . 


























ye ee _ coh WARN Me 





| 3 April the new 1929 Westinghouse Safety quick-make and quick-break mechanism on all 


Switch Catalog is being distributed to safety industrial types of Westinghouse Safety Switches. 
switch buyers. Your customers will receive it The growing knowledge of the value of these 
and use it to determine their switch needs. features has helped each year to sell more and 
There is a promise of additional business for you more Westinghouse Safety Switches. 
in the thorough distribution that this catalog This year you can get your share of the still 
receives. Keep the idea of using the Westing- greater volume that is to be had. Use the 
house Safety Switch Catalog fresh in every cus- interesting story of these features, as told in 
tomer’s mind every time you call. this new catalog, to increase your volume of 
Westinghouse Safety Switches have features Westinghouse Safety Switch sales. 


that recommend them to safety switch users. WESTINGHOUSE ELECTRIC & MFG. CO. 
Point out the advantages of the diamond-pointed Merchandising Department aia 


jaw, the extended blade and the distinctive SAFETY SWITCH SECTION, MANSFIELD, OHIO 


Westinghouse 
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The Latest Type 
Notched Locknuts 


on 
CST Superior Box Connectors 


Fifteen sizes of CST Superior Box 
Connectors—set-screw, squeeze and 
duplex are shown. 


The new notched locknut is formed to 
make a perfect grounding connection 
at the box and is notched to speed up 
installation. 








You'll find CST Fittings easy to sell be- 
cause they are carefully machined and 
threaded—and thoroughly galvanized to 
protect each piece from rust. 

Code Standard—of course! 

Write for our distributors’ proposition— 
you'll find it interesting. 


The CST Superior Line of Conduit Fit- 
tings is well known to the trade—and 
well liked. 





CST 
THAT SUPERIOR LINE 


CHICAGO STEEL TANK CoO. 
\s ELECTRICAL DIVISION 


6400 W. 66th STREET CHICAGO, ILL. 


Conveniently located sales offices 


BURG ELECTRIC SALES CO. O. H. Nickerson G. A. Fischer 
32 Union Square 1821 Arch St. 720 Guarantee Title Bldg. 801 State Life Bldg. 


New York City Philadelphia Cleveland, Ohio Indianapolis, Ind. 
Louis Sobel Ajax Elec. Sales Co. C. W. Allen G. G. Willison 
1450 Broadway i926 Chestnut St. 516—3rd Ave., So. 1913 Pacific Ave. 
Detroit, Mich. St. Louis, Mo. Minneapolis Dallas 
On the Pacific Coast 
C. Dent Slaughter 
314—12th St., San Francisco 


Los Angeles Seattle 











| of his place. 
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dise outlets. Paints and varnishes, 
for example, show 368 stores but 
1,079 outlets (and the stores do 
only 47% of the volume). Cigars 
and tobacco show 3,280 stores but 
18,705 places where the same goods 
are on sale; coal 1,305 dealers but 
1,783 outlets; auto accessories 2,- 
077 dealers but 3,704 outlets. The 
percentage of electrical outlets to 
so-called electrical dealers is great- 
er than those given. The result is 
a tremendous multiplication of 
outlets, making a real problem for 
the manufacturer as well as the 
jobber and dealer. 

In one city 31 meat markets sell 
tobacco; 11 cigar stores sell paints 
and varnishes; 11 sell dry goods, 
and 46 sell groceries. Everywhere 
the drug stores are miniature de- 
partment stores. In one city shoe 
stores are handling 30 classifica- 
tions, including crockery, drugs, 
musical instruments, sporting 
goods. 

In many places the dealer is per- 
plexed about his customer receiv- 
ing wholesale prices. For instance, 
the barber takes on a radio fran- 
chise and gets wholesale for his 
friends. And the same is done in 
other lines. The jobber makes 
dealers out of consumers, and the 
manufacturer makes jobbers out of 
dealers, while many manufacturers 
sell direct. 

The dealer is continually making 
leaders out of certain articles, sell- 
ing at cost or less. To us it: seems 





a 
ae 
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“A dollar for the car,” says W. Whe- 
less Gambill, Jr., secretary of Braid 
Electric Co., Nashville, Tenn., meaning 
that’s the charge for parking in front 
f But J. H. McKee, At- 
water-Kent representative, misunder- 
stood. “SOLD!!! he cried joyfully, 
and handed over the keys. Wheless 
was game and paid up, but we would 
like to have seen Mrs. Gambill’s face 
when he got home that evening with 
an extra car and that plaster bulldog 
he bought in Arkansas. 
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STEELTUBES [E.M.T.}* 


has the same inside diameter 
as heavy conduit. Made in 


three sizes, [4'’, 34" and 1’} 
with diameters and wall- 
thickness shown above. One 
coupling furnished with each 
ten-foot length. 


STEELTUBES 
Advantages 


1—Saves thread- 
cutting 
2—Bends easily 
3—Light — handles 
easily 
4—Takes any fitting 
5—Speeds up the job 
6—Resists corrosion 
7—Costs less 
8—Standard price 
9—Carries Under- 
writers’ Label 


10—Local stocks al- 
ways available. 





[77 the Wheelbarrow 
Test on your next job! 


OMETIMES a contractor asks, “What happens to STEEL- 
TUBES(E. M.T.}* when a heavy-loaded wheel barrow hitsit?” 


We usually answer by showing a section that has been pounded 
again and again by a steel wheelbarrow. And we suggest that 
he try this practical test himself. 

Why not try it on your next job? Even after punishment that 
ought to flatten it out, you'll find that STEELTUBES keeps 
a round, smooth inner surface—an easy runway for wires. 
STEELTUBES is strong rigid conduit. 


Our sample package will give you an idea of STEELTUBES 
strength. It includes sections of each size. Ask for it. 


Electrical Division 
STEEL AND TUBES, INC. 


Cleveland, Ohio 
(A subsidiary of Republic Iron & Steel Co.) 


*STEELTUBES Electrical Metallic Tubing 
is threadless, strong, light and easy to handle. Costs 
less to buy. Saves time and money on the job. 
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[because- 
We know how. 


Years of experimental work and research by a 
capable engineering staff have made us Wire Spe- 
cialists!... From a modest beginning, we have 
now become fully established as one of the leaders 
in the quality wire field. 


Complete stocks are maintained in most principal 
cities for your convenience. 


PRODUCTS 


{| 


“Imperial” 30% Rubber 
Covered Wire and Cable. 

“Crescent” Lead Encased 
Wire and Cable. 

“Crescent”? Armored Cable. 

| ‘Crescent’ Lead Covered 

| Armored Cable. 

| “Crescent” Flexible Me- 

| tallic Conduit. 

| Lamp, Heater, Brewery, 


| 
V Intermediate Grade Rubber 
| 
| 
l) 





| Canvasite and  Packing- 
LA 


light and Stage Cables; 
Dampproof Office and An- 
nunciator Wires and 
Cables; Special Flexible 
Cords, Cordage and 
Cables for Telephone In- 
struments and Radio; 
Magnet Wires—cotton and 
silk covered; Organ Wire 
and Cable; Bare and 
tinned copper wire and 
cables. 


m4 wT 

“Crescent”? National Elec- house Cords; Plain Rub- 

tric Code Rubber Cov- ber Sheathed and Braided | 
ered Wire and Cable. Portable Cords; Elevator /[D 

Lighting, Control and An- | 

Covered Wire and Cable. nunciator Cables; Border- ) 








RESCEN| 


Insulated Wire and lable Co. 


CRESCENT ARMORED WIRE CO. 
TRENTON N.J. 


Forty Years of Knowing How in Every Crescent Product 








Business was rushing at the General 
Electric Supply Corp., Nashville, Tenn., 
but Manager J. G. (Jack) McNish took 
time out for a picture during a lull in 
the orders. The other man is Chas. 
Yeaman, the company’s radio. boss, 
looking bright as a dollar in spite of 
having been up till after midnight 
showing customers how to get KGO. 





that he picks on the electrical line 
for leaders, and the same appears 
to other interests. 

The independent retailer has to 
compete with the chain. The keen 
competition makes a great mortal- 
ity of retailers, so the jobber’s 
credit problem increases. The job- 
ber finds so many dealers whose 
orders are so small it is unprofit- 
able for him to call. As a rule the 
small stores make a poor credit 
risk. The high cost of salesmen 
taking small orders, the additional 
small accounts without correspond- 
ing increase of volume are the 
problems we have before us. 

The specialty stores are passing 
out. The fact that all dealers are 
carrying more lines necessitates a 
small stock of each unless they 
have a large capital. A large cap- 
ital is not prevalent among the 
class of dealers that we call on in 
the country territory. 

What does the future hold for 
the electrical jobber when he con- 
siders the following: Chain stores 
buying electrical supplies direct 
from manufacturers; lighting fix- 
tures sold from manufacturers di- 
rect to all classes of dealers; elec- 
trical heating and cooking appli- 
ances sold direct from manufac- 
turer to chain and department 
stores, and utilities, and the whole- 
sale hardware and wholesale drug- 
gist selling electrical appliances. 

(Abstract of paper read at the 
Missouri River Electrical Whole- 
salers Club.) 
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Sell Your Customers An Idea 
And Make More Money 


WIRE FOR THE FUTURE 
60 Amp. Service 


The ADVANTAGE of Today 
—The NECESSITY of Tomorrow 


From now on, 60 Amp. Meter Service Switches will 
e begin to be demanded for normal entrance work 
requirements. 


P, Light, heat and power conditions in industry and the 
¢ home are no more like what they were fifteen years ago 
than are my lady’s hats and dresses. No, 16335 


Do-All Type 
3 Probably right now in the average home, 30 Amp. 
e Service is enough to take care of lighting and miscel- 
laneous appliances. 


4 The cost of electricity has declined continuously for the 
e last decade, encouraging its use for heat, light and 
power in the home. 


5 An increasing number of homes are using electricity for 








e cooking, requiring 60 Amp. Service. ite. 18322 
6 Every new home wired with 60 or 100 Amp. Service ill 
e whether actually required or not, constitutes a ready 


market for heating, cooking, and labor saving appliances—a 
distinct advantage. 


7 Tomorrow, 60 Amp. Service will be a necessity, so why 
¢ not be ready and start early? 


Remember, Selling Bigger Units 
Assure Bigger Profits for You. 





A Switch For Every Purpose No. 28323 


Sold Through Jobbers 


Sealable Cover 





NEW YORK Plainville CHICAGO 
114 Liberty St. tia 1 BOARE AND SwiTEH BOARD —— 2001WPershing Rd. 
BOSTON PHILADELPHIA. SAN FRANCISCO 

1002 Statler Bidq. Bourse Bldg. 595 Mission St. 


ATLANTA 








THE JOBBER’S/A|SALESMAN 








j 
| 
60 
j 
i 
i 


“* c—_ 
+ 2B 


’ aN 


> ~~ 
a 


| 
7 
G27-10 


MURRAY 


METER SERVICE SWITCHES 














Sell Easily in Quantities Like This 


In every city, apartment hotels and buildings are reaching for the sky. 
Quantity sales, such as this, are growing more common. Golden oppor- 
tunities for you and your contractor-customers. 

The ease of wiring Murray Safety Switches makes them the most profit- 
able for the contractor. Murray switches in this installation required 25% 
to 10% less labor than other makes. The contractor came to his profit 
sooner. The jobber was paid promptly. The owner rented sooner and 
had less investment to earn interest on. 


METROPOLITAN 
DEVICE GORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 





CHICAGO PITTSBURGH DETROIT 

PHILADELPHIA ST. LOUIS MINNEAPOLIS 

BOSTON ATLANTA SEATTLE 

PORTLAND, O. DALLAS SAN FRANCISCO 
KANSAS CITY DENVER 
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Roberts, Albany, Reports 


The H. C. Roberts Electric Sup- 
ply Co., Albany, N. Y., has com- 
pleted negotiations for larger 
quarters at 360 Broadway to give 
quicker customer service. 

Edw. Maynard has been trans- 
ferred from the company’s Syra- 
cuse office, where he was assistant 
to the purchasing agent, to the 
Albany house where he will have 
charge of the service department, 
succeeding Paul Nolan. C. C. 
Holmes, who is a salesman with 
the Electric Supply & Equipment 
Co. of the same city, covering the 
Hudson River territory, will also 
cover this territory for the Rob- 


erts company. 
* ok Ok 


Brown-Camp Appoints New 


Officers 


The Brown-Camp Hardware 
Co., Des Moines, Ia., recently held 
its annual directors’ meeting at 
which F. J. Camp, who has been 
associated with the company for 28 
years, was elected president, suc- 
ceeding W. S. Brown, who has re- 
tired. W. T. McNerney, with the 
company for 27 years, is now vice- 
president, James M. Camp, secre- 
tary, and B. F. Pennington, as- 
sistant secretary. 

OK * * 


Developing a Hardware 


Dealer 
(Continued from Page 12) 


Explain the advantage of the 
electrical jobber’s larger and more 
comprehensive stocks. 


Jobbers’ Opinions 


In going through these various 
letters from electrical wholesalers, 
a number of thoughts were ex- 
pressed which are of particular in- 
terest in relation to this whole dis- 
cussion. For example, from one 
western city comes the statement 
that “The hardware dealer is go- 
ing way beyond the electrical 
dealer as an electrical appliance 
merchandiser. He has more capi- 
tal and is naturally able to put in 
a better assortment of appliances.” 

Again. “When the central sta- 
tion came into the picture, for 
some reason the electrical contrac- 
tor-dealer seemed to become help- 
less to meet the new competition. 
It was my opinion that the central 
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The Motor 


The quiet, dependable, economical Wagner 
Electric Motor embodies forty years of a. c. 


motor experience. Correctly pitched fan 


adjustable speed, direction, and oscillation. 


® 

® 
S ells @ blades create a long, strong beam of air... 
The Fan @ 


Wagner Fans are the seasonable profit makers. 


j 


Dealer helps 'to push them...prompt delivery 
from branch stocks. Ask for the Wagner Plan. 


Literature on Request 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue, St. Louis, U.S. A. 
Wagner Sales Offices & Service Stations in 25 Principal Cities 
Products: FANS... . Desk, Wall and Ceiling 
TRANSFORMERS... Power, Distribution and Instrument 
MOTORS... Single-phase, Polyphase and Direct Current 


1> GQ) |= Ge) = G6) 1m) 


61-6231-4 
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What Price Leadership! 


HEN a product reaches the high stand- 
ard of superiority which years of ex- 
perience and effort have built up, it soon be- 


comes a veritable target for the envious. Such 
is the position of KAYLINE UNITS today! 


Certain manufacturers are deliberately en- 
gaging in the manufacture and sale of light- 
ing fixtures in direct imitation of Kayline 
designs. This practice not only is in viola- 
tion of the patent rights granted The 
Kayline Company by the United States 
Patent Office, but constitutes unfair com- 
petition. 


The above KAYLINE UNIT and other 
designs in this line are fully covered by 
design patents Nos. 72904, 72905, 73438, 
74150, 74151, 74314, 75575, 75576, 
75578, 75579, 74152, 75580, 75581. 


In the interest of The Kayline Company 
and its customers, ample protection 
against imitation is afforded under the 
patent laws and its full rights will be 
exercised to safe-guard its interests. 


There is but one way to play 
safe - - feature genuine KAY- 
LINE UNITS which are rec- 
ognized as having no equal 
in lighting efficiency. There 
is an enviable reputation 
back of every fixture sold. 


THE BAYarne£ CO. 


602 Huron Road 
5 5 AS 3 OW d BO) s BLO) 
Manufacturers of Lighting Equipment 
SING 8 1895 
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stations activities would increase 
the sale of electrical devices to 
everybody and I think it has done 
so for the non-electrical dealers.” 

“Hardware dealers as a rule are 
much better merchants than the 
electrical dealers in the small 
towns.” 

“The trend of the times is that 
every distributor of appliances or 
special items will have to depend 
entirely upon the service he can 
render. Dealers generally are in- 
terested in their own problems, 
therefore, they are bound to look 
for the best service that they can 
secure, whether through their 
hardware jobber or some other 
source.” 

“As regards hardware dealers as 
electrical outlets, we are for them 
the same as we are for the electri- 
cal dealer, department store, fur- 
niture store, drug store, or any one 
who can merchandise electrical 
material for the good of the con- 
suming public. Merchandise of 
this kind, whether electrical or not, 
cannot be restricted to a single 
channel. 

“The hardware dealer, on ac- 
count of his store merchandising 
ability, offers real possibilities as 
an outlet for electrical material for 
which there is an established de- 
mand. But where house to house 
canvassing, time payments and in- 
tensive sales effort are needed to 
compete, we will probably let such 
business go where such methods 
hold—to the central station, de- 
partment store and in certain in- 
stances, the successful specialty 
dealer.” 

An Eastern Jobber’s Experience 


An eastern jobber in a city of 
325,000 contributes some interest- 
ing information on this subject. He 
writes: 

“We have been selling electrical 
appliances to a few hardware 
stores in our territory for a num- 
ber of years and realizing the pos- 
sibilities, some 8 or 10 months ago 
we Started a new salesman out, 
making it his primary job to cover 
that particular field. 

“We are making excellent prog- 
ress and the amount of business 
we are getting from the hardware 
stores in the city justifies our orig- 
inal thought in putting on an ad- 
ditional salesman to cover this par- 
ticular field. 
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For the Proper a fing 


Dusty Places 









Maintains Higher 
Etficiency 
Reduces Maintenance 
Costs 


TOL. HHA re) 





RLM Dome 
Reflector Socket : 
with Dust-Tight Cover 


Dust and dirt, gathering on lamps and reflecting surfaces, 
speedily cut down the efficiency of a lighting system. Fly- 
ing particles, suspended in the air or deposited on hot lamp Ceson Gime, Woodworking 


Especially adaptable for the 
lighting of Starch Plants, Coal 
Pulverizing Plants, Textile Mills, 


surfaces, create a fire or explosion hazard. 
The Benjamin RLM Dome Reflector Socket equipped 


with the Benjamin Dust-Tight Cover is listed by the Under- 
writers’ Laboratories as a dust-tight pendent unit. 


Plants and similar Class III loca- 














tions. 





This unit is tremendously fectiveness of the Benjamin 
important to a wide rangeof RLM Dome Reflector is 
industry. Not only preserved and the 
does it provide a ) original efhciency of 

the lighting system 
safe enclosure for 


a b h is maintained at a 
the lamp, Dut the minimum cost for 

















high illuminating ef- cleaning. 
Write today for Special Folder SS Cra vt. ao » - 
on Lighting of Dusty Places a —————— - PED Bi 





ee 


BENJAMIN ELECTRIC MFG. CO. 


GENERAL OFFICES AND FACTORY 


DES PLAINES, (Chicago Suburb) ILL. 
NEW YORK CHICAGO SAN FRANCISCO 
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UNITED « - 


to render 
BROADER SERVICE 


SQUARE D COMPANY 


OF DETROIT 


Industrial ControllerCo. 


OF MILWAUKEE 
to be known as the 


SQUARE D COMPANY 
The Industry will profit from this 


combination of resources <« < « 


In order to effect economies in operation and to render more 
complete and better service to the distributors and to all the 
users of the products of both companies concerned, the manufac- 
turing, financial and engineering resources of the Square D 
Company, of Detroit, Michigan, and Peru, Indiana, and of the 
Industrial Controller Co., of Milwaukee, Wisconsin, have been 
united. Henceforth the two companies will be conducted under 
one management and will be known as the Square D Company. 


The new company will serve the industry through three divisions. 
The Switch and Panelboard Division, at Detroit, will manu- 
facture Industrial Safety Switches, Meter Service Switches, 
SQUARE-Duct, Panelboards for both lighting and power, Fuse 
Cabinets and Voltage Testers. The Porcelain Division, at Peru, 
will manufacture Porcelain Insulators and special porcelain prod- 
ucts. Industrial Controller Division, at Milwaukee, will make 
automatic and hand-operated Compensators, Speed Regulators, 
Motor Circuit Switches, Automatic Starters, Field Rheostats, 
Magnetic Contactors, Pressure Switches and Float Switches. 


The management of the Industrial Controller Division will be 
headed by Mr. F. W. Magin, who was General Manager of 
the Industrial Controller Co. for a considerable length of time. 
There will be no change in the o/d Square D Company and 
the management of the new and larger Square D Company will 
be in the same capable hands that guided the two combining 
companies to their positions of prominence in the industry. 


Strengthened through union, the new Square D Company offers 
a service that is more than adequate to meet the needs of an in- 
creasingly great number of users of industrial and domestic 
electric equipment, everywhere.We invite the inquiries of jobbers. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND., and MILWAUKEE, WIS. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 

BRANCH OFFICES: Toronto, Montreal (145) 








BRANCH OFFICES BRANCH OFFICES 
Boston Birmingham Cincinnati Kansas City 
New York Syracuse Chicago Dallas 
Philadelphia Buffalo Milwaukee Los Angeles 
Baltimore Pittsburgh 5 Minneapolis San Francisco 
ee Grend Rapids SQUARE 0! 9 and 

tlanta Clevelan ' - Louis 
ELECTRICAL Lig.) EQUIPMENT 


| 








E. W. (Farmer) Frye, of General 
Electric Supply Corp., Nashville, Tenn., 
has done so much for the corncob in- 
dustry of Missouri that we think it’s 
about time he was getting his pipes 
free. He is proud of his nickname and 
| of his 26 years’ service. 





“We have no record here cover- 
ing the volume of their electrical 


_ appliance sales and after having 


our man ask this question in 


_ about a half dozen places, found 


| 


that they themselves did not know 
what their volume was. However, 
each and every one informed our 


| representative that they would be 


able to give us this information at 
the end of this year. 

“The hardware jobber usually 
handles appliances which are not 
nationally advertised and_ inas- 


| much as both the major and minor 


appliances which we handle are 


| those which are very heavily na- 
| tionally advertised, this gives us 
an entree. We do, however, have 
/some difficulty when a hardware 
| dealer has been buying a very 
| cheap product through a hardware 


jobber. Then, too, we carry stocks 
making it very easy for the hard- 


ware dealer to purchase from us. 


“We believe that, so far as this 


| city is concerned, the hardware 


dealer who invariably has a clean 


| looking, well set-up store will take 


practically the entire appliance 


_ business away from the electrical 





| dealer who generally has a very 


small store, manned by incompe- 
tent salespeople. There are, of 
course, and always will be some 
exceptions. 

“So far, the electrical dealers in 
the city and the territory in which 
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Simplified Mechanism 


Rachet and chain shown relaxed. 
Note simplicity —one piece 
porcelain body —simple ratchet 
mechanism—one-piece metal 
commutator contact forms 
center lamp contact, eliminating loose connections. 











Complete-stop Action 


Ratchet and chain shown extended. 
They are brought to complete stop 
when chain clasp reaches eyelet. Clasp 
cannot be forced through eyelet. No 
danger of pulling too hard on ratchet 
—no short-circuits. Pull chain and 
eyelet easily detachable. Chain eyelet 
is at right angles to porcelain so chain can be easily pulled from any 
direction. Both wiring terminals are on same side for wiring convenience. 
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Viewed 


from 
Any angle 


this NEW Hubbell 
Pull Socket 1s a 


vastly better socket 


N smoothness of action . .. in 

trouble-free performance .. . 

in length of life...in wiring con- 

venience... the new Hubbell Pull 

Socket is an improvement beyond 
description. 


Take this new socket in your 
hand... work it...inspect its radically 
different design . . . see its extreme 
simplicity and sturdiness...compare it 
with another socket of past design. 
Then you will appreciate the revolu- 
tionary changes. 


Make this inspection and you will add 
your approval to the enthusiastic 
reception already given the new 
Hubbell Pull Socket by the entire elec- 
trical trade. Ask our nearest office or 
distributor for sample and information. 
This socket is in demand — Sell it! 


HARVEY HUBBELL, INC., BRIDGEPORT, CONN. 


HUBBELL Pux// Socket 
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“Boost Your Sales with ABolites”’ 


(Porcelain-Enameled Reflectors) 


More Sales — Less Trouble 


HE ABOLITE SYSTEM of reflectors made interchange- 
able with every holder of corresponding type gives the con- 
tractor a big advantage right through the job. 


For 
Instance: 


1- In estimating, he doesn’t 
need to cover for those 
little last-minute changes 
the customer wants, but 
which always cost more 
than he thinks they 
ought to. You can 
change one ABolite type 
to another without re- 
wiring the holder. 





2—The interchangeable idea 
always makes a hit with 
the customer. 


3=-The contractor 
can get the job in- 
spected even be- 
fore the reflector 
types are settled. 
That means 
quicker billing. 


4—As his customers’ 
needs grow, he can 
often get exten- 
sion and altera- 
tion jobs he 
couldn’t get if a 
lot of re-wiring 
were necessary. 








This Sticker Guarantees Quality 


The ABolite 
Reflector Co. 


7500 Stanton ary CLEVELAND, OHIO 
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we travel have made no serious ob- 
jections to our selling the hard- 
ware outlet. 


Delayed Long 

“The only definite plan we have 
at the present time is to call on 
this class of trade regularly and 
endeavor to sell them on the idea 
of handling appliances which are 
nationally advertised, however, | 
might mention that this is no small 
job because we, like a good many 
other electrical jobbers, delayed 
going after this business so long 
and most of them have been sold 
on the idea of handling a cheap 
product at a low price. However, 
the hardware trade as a rule are 
much better business men _ than 
the electrical dealer, who generally 
rises from the ranks of journeyman 
electrician, so that after a reason- 
able length of time we have been 
able to convert them to the prod 
ucts which we handle. 

“We, of course, offer the hard- 
ware trade as well as the electrical 
trade sales helps which are fur- 
nished by the manufacturer and 
tie in continuously with the appli- 
ance campaign as laid out by the 
National Electric Light Associa- 
tion, which consists of either a du- 
plex letter or a letter and folder 
covering the product each month. 

“We also make a practice of 
sending them each month a let- 
ter, descriptive literature or broad- 
sides covering the major and minor 
appliances which we sell.” 

Develops Many Outlets 

In a middle west city of some 
10,000, is an electrical jobber who 
is going after new outlets for ap- 
pliances. His experience in this 








“I’ve had some strange experiences,” 
said Marie Murphy, telephone opera- 
tor at Revere Electric Co., Chicago, 
“but I never thought I’d have my pic- 
ture taken in the alley.” ‘“What’s the 
difference?” asks Mary Raymond, lamp 
department, “These closeups will look 
terrible anyhow.” 
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If YOUR customers are look- 
ing for long life and beauty in 
their lighting systems, they are 
looking for PEIRCE STREET 
HOOD BRACKETS. 

Peirce Presteel Pole Plates, 
used with these Brackets, are 
capable of withstanding tre- 
mendous loads. Extra heavy 
pipe fails before these Pole 
Plates are effected. 

Peirce Bakelite Insulator Bush- 
ings protect internal wiring 
from wearing or shearing on 
metal edges. 

Sell “Peirce” and satisfy your 
customers. 











TRACKETS 






A cutaway view showing how 
internal wiring is protected by 
Peirce Bakelite Insulator Bush- 
ings. Write to John Lineman, 
6301 Butler St., Pittsburgh, Pa. 
for detailed information. 





Habba id wicommany 





PITTSBURGH ” OAKLAND, CAL.“ CHICAGO 
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REG. U.S. PAT. OFF 





Conduit Box 
and Fixture Switch 


Note the extra heavy section of all parts, and particu- 
larly the heavy gauge and wearing surface of the 
switch contacts. 


With the rugged metal structure and powerful 
spring, giving the switch blades a very quick make 
and break and a positive contact, the switch, while 
rated at 6 amperes, will take the initial 45-ampere 
smash of switching a cold 500-watt gas-filled lamp. 


The smallest 6-ampere Pull 
Switch made. 


Let us send you asample and 
prove to you that the switch 
is all that we say. 

















Used in Fit Shallow Canopies of 
Ideal for Knockout of Ceiling Store and Office 
Canopies Conduit Box Pans Fixtures 
=~ 






Sevotier 


Pull Sockets 
Pull Husks 








imp Guat 
Lamp Coloring and 
Frosting 
Soldering Flux 
Blow Torches 
Lamp Changers. 













Hickeys ESTABLISHED 1904 


VALPARAISO - INDIANA 

















field dates back many years, and 
he is thoroughly sold on the idea 
that if the electrical jobber hopes 
to survive he must cultivate such 
outlets for his merchandise. In 
the first place, the average elec- 
trical dealer’s credit is nothing 
over which to become particularly 
enthusiastic. Then, too, the elec- 
trical dealer seems to have become 
thoroughly inoculated with the 
idea that he exists in a perpetual 
“buyers’ market’—due undoubted- 
ly to so many jobbers’ salesmen 
fighting for his business. So this 
company, in addition to continuing 
to serve these dealers, has decided 
that sales can be made and orders 
filled in other channels such as the 
hardware store. 

One of the chief difficulties with 
which the jobber’s salesman has 
had to contend in soliciting such 
business is the fact that hardware 
dealers, in general, are purchasing 
from their jobbers a lower-priced 
line of merchandise than the elec- 
trical jobber has to offer. It is, 
however, understood that  hard- 
ware men are giving serious 
thought to displaying and selling 
higher grade appliances. If sucha 
movement is under foot (and there 
seems to be little doubt of it), the 
electrical jobber’s salesman is the 
man who can cash in on it. 

This company is not, however, 
stopping with the hardware dealer. 
It is selling as well the drug store 
and the general store. The city 
happens to be typical of the chain 
store movement. It is, as this job- 
ber puts it, “chained-stored” to 
death. One block alone in the 
business section consists entirely 
of chain stores. The competition 
among them is so keen that it is 
said one general manager has 
made exactly half what he did the 
previous year. 

Specialty Men Required 

There is an electrical jobber in 
Pittsburgh who is doing a splen- 
did volume of business on appli- 
ances. His theory is that in the 
main they should be sold by spe- 
cialty men, so in addition to hav- 
ing seven general salesmen calling 
on the trade, he has four specialty 
men besides, whose sole duty is to 
sell this particular class of product 
to all the retail outlets, and in ad- 
dition he hammers constantly at 
such outlets with direct by mail 
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The 261 Fifth 
Ave. Building, 
where the con- 
duit is perma- 
nently pro- 
tected with 
Youngstown 
Buckeye Con- 
duit. 
ARCHITECTS, 
Buchman & Kabn. 


GENERAL CON- 
TRACTOR, 
Starret Bros. 


ELECTRICAL 
CONTRACTOR, 
J. Livingstone & Co. 


ELEVATOR CON- 
TRACTOR, 
A. B. See Electric 
Elevator Co. 


PLUMBING CON- 
TRACTOR, 
W. G. Cornell Co. 


Conduit that 
has been pre- 
sold for you! 








DISTRICT SALES 
OFFICES 


ATLANTA—Healey Bldg. 
BOSTON —80 Federal St. 
BUFFALO-—Liberty Bank Bldg. 
CHICAGO—Conway Bldg. 
CINCINNATI—Union Trust Bldg. 
CLEVELAND—Union Trust Bldg. 
DALLAS—Magnolia Bldg 
DENVER—Continentral Oil Bldg. 
DETROIT—Fisher Bldg. 

KANSAS CITY, MO.—Commerce Bldg. 
MINNEAPOLIS—Andrus Bldg. 

etd Sanaa: ¢ —— Bldg. 

NE ORK—30 Churc 
PHILADELPHIA Frenktis ren Bldg. 
PITTSBURGH—Oliver Bldg. 


SAN FRANCISCO—55 New Montgomery St. 


SAVANNAH-—M and M T Terminals 
SEATTLE—Central Bldg. 


ST. LOUIS—Shell Bldg 13th and Locust Sts. 


YOUNGS STOWN-Stambaugh | sans 
LONDON REPRESENTATIV 
The Youngstown Steel tall Co., 
Dashwood House, Old Broad St., 
London, E. C. England 


T IS EASIER to “get the order” for Youngstown 

Buckeye Conduit because it has been pre-sold 
for you. Electrical contractors know it from its 
past performance on their jobs. Architects and 
engineers specify it because they know it makes a 
good job better. And it is widely advertised to 
your prospects. 


This pre-selling makes your selling job easier—and 
one sale inevitably means repeat business. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers of copper-bearing steel, under the 
well-known and established trade name “‘Copperoid”’ 


General Offices -YOUNGSTOWN, OHIO 


“YOUNGSTOWN BucKEYE ConpDuIT 
eee eee 
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eak months 


the good old summer time 
when the sun goes into high/ 


AKE ready for the rising tide in the 
sale of ILG Electric Ventilators. 


There’s three peak months ahead—June 


July-August. 


Now is the time to put some real sales 
effort behind the ILG line and urge your 
dealers to make the most of Old Sol’s 
cO-operation. 


Big business awaits the Ilgman wherever 
the sun shines—every big and little store, 
office, factory, shop, home and _ public 
building is a live prospect. 


Investigate the Greater ILG Sales Pro- 
gramme for 1929-——learn all about the 
ILG Golden Rule Sales Policy—a Policy 
that is a Policy—one that you can rely 
upon in any situation. Write, wire or 
phone us to-day. 


Let us tell you about the ILG (o-operative Sales Program that’s building 


business for ILG Jobbers and ‘Dealers everywhere. 


Full particulars on request. 


ILG ELECTRIC VENTILATING CO. 


2854 NORTH CRAWFORD AVENUE 





CHICAGO, ILLINOIS 


For 


Offices, Stores, 
Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 
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STEEL CITY 


Can Supply You 
With Anything 


Boxes and Covers 








Chase Nipple, for use with coup- 
', in. brass bushing lings to connect conduit to boxes. 
3%” to 1” design. When used in this manner the box 


may be moved without disturbing 


the conduit. 
—> 


Y, in. “Star” Bush- 
ing. The rounded 
surface prevents ab- 
rasion of wires. 


KNUTS 






— we?) 









STEEL CITY ELECTRIC CO. 
PITTSBURGH, PA. 

















It’s a long time since we had a pic- 
ture of Phil P. Porch, of Braid Elec- 


tric Co., Nashville, Tenn. Phil oper- 


ates over the whole city. 





campaigns. The hardware dealer 
is being called upon and sold by 
all these men as well as the other 
utilities, dry goods stores, small 
chain groups, music trades and 
drug stores, although no particu- 
lar effort is put on the drug stores 
outside of heating pads, milk 
warmers, curling irons, etc. 
Specialization in General 
Specializing in order to obtain 
hardware appliance’ business 
well as that of other classes of out- 
lets is, in fact, probably going to 
be an essential element in the fu- 
ture of the electrical jobber in re- 
gaining his position of the main 
distributor of appliances. The 
views of one electrical jobber, a 
leader in the industry and one who 


as 


probably looks into the future 
farther and more clearly than 
most, bear upon this point. His 


idea of the future electrical jobber, 
who will handle appliances on the 
most satisfactory basis, are that he 
must first be sufficiently well 
financed to put in an appliance de- 
partment with trained salesmen. 

Second, he must then secure ex- 
clusive distribution of every appli- 
ance that he handles. In other 
words he must be able to know 
for a certainty that what he builds 
up for himself among dealers will 
not be divided with someone else. 
A jobber who departmentalizes 
and goes wholeheartedly into the 
merchandising of appliances—not 
the mere warehousing of them— 
must in his opinion have this ex- 
clusive franchise. \ 

Third, the jobber may then be- 
gin to sell through such outlets as 
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duhesler ANMOUNCES/ 




















DWRATACH 





~an entirely new reflector construction! 


That unceasing progress, so long associ- 
ated with the work of Wheeler Engineers, 
has reached its highest development in 
Duratach, an entirely new and radically 
different reflector construction. Its in- 
troduction marks a tremendous advance 
in the science of industrial illumination, 
assuring a greater convenience and 
economy in lighting equipment than has 
ever been known before. In this patented 
Duratach construction, the socket base is 
attached to canopy, and socket shell is 


attached in reflector neck. This allows 
reflector, socket shell and lamp to be 
screwed to or removed from canopy as 
one complete unit, all mechanical and 
electrical connections being made in one 
operation. Duratach Canopies accom- 
modate all medium and mogul Duratach 
Reflectors, thus allowing greater inter- 
changeability of lighting equipment. 
Our nearest representative will gladly 
give you more detailed information re- 


garding Wheeler Duratach Fixtures. 


Write for Wheeler 1929 catalogue, giving complete Duratach information 


4 





Any Duratach 
Canopy can be 
used as a conven- 
ience outlet to re- 


ceive standard 
attachment plug 
This allows as 
many outlets as 
there are Dura- 


tach canopies in- 
stalled. 


Wheeler lighting is scientifically correct” 


WHEELER RE LECTOR CO 


275 Congress St., Boston, Mass. 


New York Atlanta 


Cleveland 





San Francisco, 


In Canada: Canadian General 


Seattle 


Electric Co., Limited 


Sales Offices: St. Louis, Indianapolis, Los Angeles, 
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he desires to cultivate, and 
through his exclusive distributor- 
ship refuse to permit the manu- 
facturer to sell any other. For in- 
stance, if he sells Jones vacuum 
cleaners and chooses to select elec- 
trical dealers, hardware and furni- 
ture stores as his outlets, then he 
must be in a position to refuse to 
let the manufacturer sell depart- 
ment stores direct or in any other 
way. 

| Having chosen certain types of 
dealer outlets, then hire sales and 
| promotion men who know those 
| outlets. 

| This jobber is already depart- 
/mentalizing his business—Appli- 
jances, Radio, Fixtures, Supplies. 
More will follow in succeeding 
issues upon the general subject of 








Signal Induction fan motor is 
equipped with oversize aluminum 
blades and slow motor which dis- 
places maximum amount of air, 
and oscillates in all positions on 
ball-thrust bearings, which assure 
long life. The oversize wick-feed 


oilers =e lappliance distribution through the 
quire little ‘electrical jobber. The tendency is 
atten- iback to this channel and as has 


tion. Low 
current 
consump- 
tion makes in- 
expensive oper- 
ation. 


| been repeatedly stated in the fore- 
going, the jobber will only be able 
'to function by recognizing that he 
must seek his outlets where they 
‘are, and plan to develop them 
methodically. It seems _ logical, 
'furthermore, that the path that lies 
Signal Induction motor fans are made in (immediately before him is to take 
two sizes—12 inch listing at $26—the 16 | UP and develop the hardware 


Cool Spot--8” blades inch listing at $30. dealer. 








The New Improved Juice Extractor 


Guaranteed for Service 


The Signal Fruit Juice Extractor extracts 
25% more juice from fruit than the old 
hand method—dquicker and cleaner. So 
designed that the juice runs out immedi- 
ately—handy off-and-on-switch— can be 
furnished all voltages—universal motor— 
finished in beautiful shade of green with 
stainless aluminum bowl. 


Investigate the new improved juice extractor now. Be 
sure you have Signal fans to meet dealers demands. 


SIGNAL ELECTRIC MEG. CO. 


Electrical Manufacturers since 1890 


MENOMINEE, MICHIGAN Model B 
List Price $16 





Boston Denver Dallas Seattle 
New York Pittsburgh Minneapolis Toronto 
Philadelphia St. Louis San Francisco Winnipeg 
Atlanta Chicago Los Angeles Buffalo 





Export Office: 56 Wall Street, Room 225, New York 

Give these boys a big hand, for they 
are the “Stone Wall” infield at the 
Revere Electric Co., Chicago. Above, 
left to right: First Baseman Jack J. 
Michalson, lighting fixtures, and Sec- 
ond Baseman Lorenz Silberschlag, in- 
side sales. Below: Richard Young, 
inside sales, and Chas. Stocke, pricing. 
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HE makers of Sylvania Radio 

Tubes are plain people. Not 
only does every dealer—to whom 
you sell the tubes with the flashing S 
on a green oak leaf—become your 
business friend. He also becomes the 
business friend of a tube manufac- 
turer with whom good business prin- 
ciples are a creed. 
His word is enough—on orders and 
on adjustments. His welfare is pro- 


tected—at every point. And his 
turnover is insured by consistent 
newspaper advertising and by the 
foremost of radio tube programs— 
the Sylvania Foresters, each Wednes- 
day night on the huge N. B. C. Net- 
work. 

Tell our business friends about it. 
And increase their number, by show- 
ing them the many ways in which 
Sylvania proves its friendship. 


Tune in on the Sylvania Foresters 


Wednesday Nights 


SYLVANIA PRODUCTS COMPANY, Emporium, Pennsylvania 
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Julian E. Sampson 1s President of the 
Sampson Co., one of the Largest Radto 
Dealers in St. Louts. Mr. Sampson has 
been Extremely Active in the Federated 
Radto Trades Assoctation and During 
the Past Year was Head of the Dealer 


Group in the Organization 





ae 
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ADIO 


In this Fourth of a Series of 12 Messages by Prom- 
inent Radio Men, Julian Sampson Gives us an 


Insight into the Dealer’s Viewpoint on the Radto 
Industry; and Pants Out two Problems, Courtesy 
Discounts, and Free Demonstrations, Which 
Require Some Thought by those Concerned tn 
Merchandising Radto 


BILIEVE the year, 1929 will show 

the growth of closer relationship 

and better understanding between 
jobber and dealer. Multiplicity of 
dealers, particularly in the metropoll- 
tan districts, will face the economic 
problems of consolidations. Refinanc- 
ing and many other changes will de- 
velop in the physical set-up of dealer 
outlets. 


4 4 4 


It is of vital importance that costs 
of doing business be given attention 
by dealer, jobber and manufacturer 
and the result of individual research 
in that direction may lead to a decided 
revision of the scale of discounts. 

A more comprehensive knowledge of 
the cost of doing business gained by 
these investigations will largely elimi- 
nate the so-called “Trade-In-Evil.” 

Improved tube construction will tend 
largely to the minimizing of service 
problems. 


.* & § 


1 anticipate that this year will show 
a marked improvement in the ever- 
present and disconcerting field of cour- 
tesy discounts. Other fields of en- 


deavor have resorted to legislation as 
the way out, but I believe that great 
and more permanent results could be 
accomplished in this field by the prop- 
er kind of educational propaganda—an 
ambitious program to say the least but 
nevertheless worthy of our best efforts, 
and I believe that the year 1929 will 
show the start of a national movement 
in this direction. 


The advisability of free demonstra- 
tions and free trials is an economic 
problem that will do much towards 
working itself out, but | do think that 
manufacturers in their earnest efforts 
to help the dealer merchandise his 
wares have gone a bit too far in an- 


nouncing in their national advertising 


copy that dealers anywhere at any 
time, will gladly give free trials in the 
home. In some remote cases this is 
not a wise thing for a dealer to do and 
national copy to that effect may tend 
to embarrass the dealer. It is my 
thought that 1929 will see this situa- 
tion corrected—and now that all of our 
troubles are over, let’s go out and make 


the month of April the greatest selling 


month in radio history. Selah! 
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Tuning in onthe Radio News 


A Section Devoted to News of the Radio Industry. Wholesalers, \ 
Jobber’s Salesmen, Manufacturers and All Others Interested in the 
Development and Merchandising of Radio Are Invited to Send in 
Their Contributions to These Columns. News Items, Snap-Shots and 
Interesting Phases In Designing and Selling Are Welcome. go 

















What is a Radio Sales- KF. L. Bell of Chicago, has been together with his background of 
man’s Job? chosen as executive secretary- engineering training. 
One radio wholesaler handles treasurer of the association and The association has started an 


will be in charge of the office. Mr. active campaign for new members 
and are immediately inaugurating 
several plans for the benefit of its 
members. Notably among these 
plans is the examination and reg 
istry of service men which Mr. 
sell, with the cooperation of E. 
A. Briggs of the Chicago Radio 
Institute, plans on putting into 
effect immediately for‘the Chicago 
and metropolitan area. 
* Ox 


M.R.T.A. Meets 

The Midwest Radio Trades As- 
sociation held its first meeting of 
the year at the Electric Club, Chi- 
cago, on March 15. Michael Ert, 
past president of the Wisconsin 
Radio Trades Association and 
newly elected president of the 

The Midwest Radio Trade As- K.R.T.A., addressed the meeting 
sociation announces the official on the subject, “How to Success- 
opening of its executive offices at fully Build a Local Trade Asso- 
32 W. Randolph St., Chicago, and F. L. Bell ciation.” Henry M. Stuessy, pres- 
the employment of a full time ex- Bell comes as a graduate engi- ident of the Radio Retailers As- 
ecutive secretary-treasurer. This neer from Texas A. & M. and _ sociation, gave some constructive 


his salesmen on the assumption 
that one man can handle no more 
than 100 accounts, including live 
prospects. This man must look 
after and service his customers. 
That comes first. Then he should 
be given a certain number of pros- 
pects a week or a month and must 
make a strenuous effort to sell 
them. As fast as prospects become 
customers that fast his prospect 
list is reduced. If all become cus- 
tomers they are as much as he can 
handle. On the other hand, if a 
customer ceases to buy up to a re- 
quired monthly average he goes 
back onto the ‘peonpact list. 
x Ox 
Midwest Qenet Executive 
Offices 





important step was taken by the is well qualified to handle the ideas on successful radio retailing 
board of directors at its meeting position because of his past posi- as well as the national organiza 
on March 8. tion in sales and executive work tion’s purposes. 








RMA BOARD OF DIRECTORS MEETING, BRIARCLIFFE LODGE, BRIARCLIFFE, NEW YORK 


Reading left to right: Bond P. Geddes, executive vice RMA Trade Show; Morris Metcalf, 2nd vice president, 
president, RMA; H. B. eg ae N. P. Bloom; Lloyd A. RMA; T. K. Webster, Jr.; H. H. Frost, president, RMA; 
Hammarlund; B. G. Erskine; C. Colby; H. C. Forster; V. W. Collamore, 1st vice president, RMA; J. C. Tully, 
H. H. Eby; J. B. Hawley; Sar W. Van Allen. general treasurer, RMA; Frank D. Scott, legislative counsel, RMA, 
counsel, RMA; L. E. Noble, 3rd vice president, RMA; L. and M. F. Fianagan, executive secretary. Quite a represen- 
E. Parker; W. L. Jacoby; G. Clayton Irwin, Jr., manager, tative gathering. 

N 
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Chicago Allerton House In- 
stalls Centralized Radio 

The first major hotel installa- 
tion of its new centralized radio 
system has been announced by 
the Radio Corporation of Ameri- 
ca. To the Allerton House of 
Chicago, largest hotel of the Al- 
lerton chain, goes the distinction 
of providing individual radio re- 
ception, through a wall-type loud- 
speaker, to guests in 887 of its 
990 rooms, and pioneering in a 
new field of hotel service. 

Other hotels have experimented 
with radio service in guest rooms. 
Head phones, plugged into a base- 
board switch and movable loud- 
speakers connected in the same 
manner, have been installed in 
several hotels. The Allerton 
House, however, is the first im- 
portant hotel to adopt the stand- 
ard centralized equipment devel- 
oped only a few months ago by 
the Radio Corporation’s engi- 
neers. 

Briefly, the present centralized 
radio installation comprises a cen- 
tral receiving unit with one, two, 
three or four “channels,” each 
tuned to a different program; a 
powerful and highly efficient am- 
plifying unit; and a number of 
automatic controls. The entire 
equipment of this central receiv- 
ing station, as it is called, is 
mounted ruggedly and compactly 
on a switchboard. 

Secondly, there is the distribu- 
tion, or “feeder” system which 
takes the programs to all parts of 
the hotel. Lastly, there is the 
listening-in equipment which takes 
the form of head phones or loud- 
speakers, installed in each room. 
The loudspeaker is equipped with 
a manual volume control as well as 
with a channel selector switch 
which permits the occupant of the 
room to enjoy a choice of pro- 
grams. 

The complete equipment re- 
quired for the reception of a 
single program constitutes what 
is known as a “channel,” and is 
mounted at the back of the ver- 
tically arranged panels. Each re- 
ceiving channel comprises a moni- 
toring loudspeaker, by means of 
which the operator may adjust 
both the receiver proper and the 
amplifier at will. 

There is also a time switch 




















Making friends 
and building sales for you 


THESE GREAT ARTISTS 


broadcast during April with 


WA 
he Fows- ene 


Every Sunday evening, millions tune in on the 
‘‘De Forest Audions’’, a 43 piece military band 
conducted by Arthur Pryor. With the added 
attraction of world fame-renowned guest artists, 
this broadcast is the outstanding radio feature 
of the week. 


Add to this, the extensive De Forest Advertising 
Campaign—a continuous newspaper campaign 
in newspapers in 166 trading centers with 16 
million circulation; more than 4000 full size 12 
color posters in 450 cities and towns during the 
peak buying months; dominant advertisements 
in the Saturday Evening Post; a striking assort- 
ment of dealer helps which tell the world about 
De Forest Audions; a complete selling campaign 
that will tell every dealer that “high vacuum 
means ‘nothing’ but in Radio Tubes it means 
everything.’ 

De Forest Audions are “‘Shigh vacuum” radio 
tubes. 





THE GREAT COLUMBIA NETWORK 
The “‘De Forest Audions’”’ Hour is broadcast over the Columbia Net- 
work with 42 stations reaching 87% of the population of the country 





DE FOREST RADIO COMPANY, JERSEY CITY, N. J. 
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‘Tuning in. on the Radio News 





What is a Radio Sales- 
man’s Job? 

One radio wholesaler handles 
his salesmen on the assumption 
that one man can handle no more 
than 100 accounts, including live 
prospects. This man must look 
after and service his customers. 
That comes first. Then he should 
be given a certain number of pros- 
pects a week or a month and must 
make a strenuous effort to sell 
them. As fast as prospects become 
customers that fast his prospect 
list is reduced. If all become cus- 
tomers they are as much as he can 
handle. On the other hand, if a 
customer ceases to buy up to a re- 
quired monthly average he goes 
back onto the prospect list. 


* ok *K 


Midwest Opens Executive 


Offices 
The Midwest Radio Trade As- 
sociation announces the official 


opening of its executive offices at 
32 W. Randolph St., Chicago, and 
the employment of a full time ex- 
ecutive secretary-treasurer. This 
important step was taken by the 
board of directors at its meeting 
March 8. 


on 
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KF. L. Bell of Chicago, has been 
chosen as executive secretary- 
treasurer of the association and 


will be in charge of the office. Mr. 


F. L. Bell 
sell comes as a graduate engi- 
neer from Texas A. & M. and 
is well qualified to handle the 


position because of his past posi- 
tion in sales and executive work 





Wholesalers, ™% 











together with his background of 
engineering training. 

The association has started an 
active campaign for new members 
and are immediately inaugurating 
several plans for the benefit of its 
members. Notably among these 
plans is the examination and reg- 
istry of service men which Mr. 
sell, with the cooperation of E. 
A. Briggs of the Chicago Radio 
Institute, plans on putting into 
effect immediately forthe Chicago 
and metropolitan area. 

ok * 


M.R.T.A. Meets 

The Midwest Radio Trades As- 
sociation held its first meeting of 
the year at the Electric Club, Chi- 
cago, on March 15. Michael Ert, 
past president of the Wisconsin 
Radio Trades Association and 
newly elected president of the 
F.R.T.A., addressed the meeting 
on the subject, “How to Success- 
fully Build a Local Trade Asso- 
ciation.” Henry M. Stuessy, pres- 
ident of the Radio Retailers As- 
sociation, gave some constructive 
ideas on successful radio retailing 
as well as the national organiza- 
tion’s purposes. 








RMA BOARD OF DIRECTORS MEETING, BRIARCLIFFE LODGE, BRIARCLIFFE, NEW YORK 


Reading left to right: 


MH. H. Eby; J. B. 
counsel, RMA; L. 


A 


Bond P. Geddes, executive vice 
president, RMA; H. B. Richmond; N. P. Bloom; Lloyd A. 
Hammarlund; B. G. Erskine; C. C. Colby; H. 
Hawley; John W. Van Allen. general 
E. Noble, 3rd vice president, RMA; L. 
E. Parker; W. L. Jacoby; G. Clayton Irwin, Jr., manager, 


RMA Trade 
RMA; T. 
C. Forster; ‘V. 


and M. F. 
tative gathering. 


Show; 
K. Webster, Jr.; H. H. Frost, president, RMA; 
W. Collamore, 
treasurer, RMA; Frank D. Scott, legislative counsel, RMA, 
Flanagan, executive secretary. 


Morris Metcalf, 2nd vice president, 


Ist vice president, RMA; J. C. Tully, 


Quite a represen- 
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Chicago Allerton House In- 
stalls Centralized Radio 

The first major hotel installa- 
tion of its new centralized radio 
system has been announced by 
the Radio Corporation of Ameri- 
ca. To the Allerton House of 
Chicago, largest hotel of the Al- 
lerton chain, goes the distinction 
of providing individual radio re- 
ception, through a wall-type loud- 
speaker, to guests in 887 of its 
990 rooms, and pioneering in a 
new field of hotel service. 

Other hotels have experimented 
with radio service in guest rooms. 
Head phones, plugged into a base- 
board switch and movable loud- 
speakers connected in the same 
manner, have been installed in 
several hotels. The Allerton 
House, however, is the first im- 
portant hotel to adopt the stand- 
ard centralized equipment devel- 
oped only a few months ago by 
the Radio Corporation’s engi- 
neers. 

Briefly, the present centralized 
radio installation comprises a cen- 
tral receiving unit with one, two, 
three or four “channels,” each 
tuned to a different program; a 
powerful and highly efficient am- 
plifying unit; and a number of 
automatic controls. The entire 
equipment of this central receiv- 
ing station, as it is called, is 
mounted ruggedly and compactly 
on a switchboard. 

Secondly, there is the distribu- 
tion, or “feeder” system which 
takes the programs to all parts of 
the hotel. Lastly, there is the 
listening-in equipment which takes 
the form of head phones or loud- 
speakers, installed in each room. 
The loudspeaker is equipped with 
a manual volume control as well as 
with a channel selector switch 
which permits the occupant of the 
room to enjoy a choice of pro- 
grams. 

The complete equipment re- 
quired for the reception of a 
single program constitutes what 
is known as a “channel,” and is 
mounted at the back of the ver- 
tically arranged panels. Each re- 
ceiving channel comprises a moni- 
toring loudspeaker, by means of 
which the operator may adjust 
both the receiver proper and the 
amplifier at will. 

There is also a time switch 
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gs HACKET® PRANCES 47 “ey 
Making friends 
and building sales for you 


THESE GREAT ARTISTS 


broadcast during April with 


WA 
he Fowsy- ae 


Every Sunday evening, millions tune in on the 
‘‘De Forest Audions’’, a 43 piece military band 
conducted by Arthur Pryor. With the added 
attraction of world fame-renowned guest artists, 
this broadcast is the outstanding radio feature 
of the week. 


Add to this, the extensive De Forest Advertising 
Campaign—a continuous newspaper campaign 
in newspapers in 166 trading centers with 16 
million circulation; more than 4000 full size 12 
color posters in 450 cities and towns during the 
peak buying months; dominant advertisements 
in the Saturday Evening Post; a striking assort- 
ment of dealer helps which tell the world about 
De Forest Audions; a complete selling campaign 
that will tell every dealer that “thigh vacuum 
means ‘nothing’ but in Radio Tubes it means 
everything.”’ 

De Forest Audions are “high vacuum” radio 
tubes. 


cHARI 





THE GREAT COLUMBIA NETWORK 
The “‘De Forest Audions’’ Hour is broadcast over the Columbia Net- 
work with 42 stations reaching 87% of the population of the country 





DE FOREST RADIO COMPANY, JERSEY CITY, N. J. 
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This Clock 


STARTS or 
STOPS RADIOS 


Automatically 
make it one of your 


List Only "70 
most profitable items. 


With discounts so lib- 
The 
= Zz 


eral that its rapid sales 





Radio Switchman 


Will make set owners both proud 
and happy. Imagine—retiring and 
gently falling asleep to the tunes of 
rhythmic music—or awakening at 
the sound of a snappy 1-2-3-4! 
This small, attractive electric time- 
switch clock will turn on, or turn 
off, at any desired moment, radio, 
electric-fan, night light, heating- 
pad, etc. Its electrical rating is 200 
watts, 110 volts, any frequency. 
Has six foot cord with receiving 
receptacle and plug attached; no 
wiring required—"just plug in”! 
Finish dark brown; unbreakable 
crystal. Its good looks, and low 
price and many uses should put 
more than one in many homes. 
Radio isn’t up-to-date without 
“self-starter”! 

Some territories yet open 

Write Now 


R.V. Manufacturing 
Company 
Marshfield, Mass. 


this 

















The large photograph shows the Orpheum theatre, Kansas City, where the 
Majestic Radio Corp. entertained the public from 9:30 a. m. to 3 p. m., the day 
of President Hoover’s inaugural. The smaller photos show the salesmen of the 
Radio Service Co. swooping down on Chicago in iron hat and cane, to look 
over the Grigsby-Grunow plant. 





which starts and stops the pro- 
grams automatically at any desig- 
nated hour. Once the channel re- 
ceiver has been satisfactorily tuned 
to a given station, its controls are 
locked to avoid tinkering. Sep- 
arate panels are provided for both 
receiving and amplifying units, as 
well as a distribution panel for 
regulating the output. Addition- 
al power amplifying units may be 
added from time to time to com- 


pensate for any increase in the 
number of loudspeakers. 

The manager of the Chicago 
Allerton House, W. W. Dwyer, 


began to give serious considera- 
tion to radio installation early last 
fall. The interest which his guests 
displayed in the national election, 
sporting events and other features 
relayed through the air convinced 
him that radio should be an in- 
tegral part of hotel service. 

After weeks of thoughtful con- 
sideration and discussion with his 
guests, Mr. Dwyer conducted a 
referendum, giving every room oc- 
cupant an opportunity to vote on 
the question. The result was al- 
most unanimous. Radio carried 
every floor of the 25-story hotel. 

All but two floors of the hotel, 
887 out of 990 rooms, have been 
equipped. 


The Wish for Finding Out 
(Continued from Page 9) 
healthy child is curious in that 
way, and we ought to remain so 
while there is a spark of life left 

in us. 

A splendid thing to freshen you 
up when you feel yourself be- 
coming blasé is, now and then, to 
get in touch with experts in some 
fields outside your own. Take the 
smallest and most insignificant 
thing you can call to mind and 
you find there are experts upon 
it. They have not concentrated 
upon such matters through having 
nothing better to do, but because 


there is vital, living interest in 
them, and because the time and 
study given to them are well re- 
paid, serving definite practical 
purposes. 


Such specialists find their work 
absorbing. Although they may 
take only one trifling product, or 
manufactured article, they find it 
to be a world in itself. Literally 
that. You will be very unrespon- 
sive if you do not catch some of 
the enthusiasm. Addressing a 
meeting of colliery owners not 
long ago an expert who had been 
called in to advise on some tech- 
nical detail said that he had been 
forty years studying coal, and he 
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A Radiotron 
for every purpose 


RADIOTRON UX-201-A 


Detector Amplifier 


RADIOTRON UV-199 


Detector Amplifier 


RADIOTRON UX-199 


Detector Amplifier 


RADIOTRON WD-11 


Detector Amplifier 


RADIOTRON WX-12 
Detector Amplifier 


RADIOTRON UX-200-A 


Detector Only 


RADIOTRON UX-120 
Power Amplifier Last 
Audio Stage Only 


RADIOTRON UX-222 
Screen Grid Radio 
Frequency Amplifier 


RADIOTRON UX-112-A 
Power Amplifier 


RADIOTRON UX-171-A 
Power Amplifier Last 
Audio Stage Only 


RADIOTRON UX-210 


Power Amplifier Oscillator 


RADIOTRON UX-240 
Detector Amplifier for 
Resistance-coupled 
Amplification 


RADIOTRON UX-250 
Power Amplifier 


RADIOTRON UX-226 
A.C. Filament 


RADIOTRON UY-227 
A.C, Heater 


RADIOTRON UX-280 
Full-Wave Rectifier 


RADIOTRON UX-281 
Half-Wave Rectifier 


RADIOTRON UX-874 
Voltage Regulator Tube 


RAGTS TRON — 


RADIOTRON UV-886 
Ballast Tube 


The standard by 


which other vacuum 
tubes are. rated 


Look for this mark 
on every Radiotron 








WALTER E. HOLLAND 


MIE ENGINEER OF PHILA O Saye: 


“No matter what care and skill a manufacturer of radie 
sets may employ. the finest instrument that can be built 
its tubes. In the manufacture and 
o Neutrodyne Plus Receivers. we use 








RCA Radiotrons. because they insure the fine reception 


\ oltin S na oA 


of our sets.” 


the yp mance of the others Por finer resulis completed 
reequip your sct with REA Radiotrons 


RCA RADIOTRON 
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Radio dealers who earry a full stock of 
RCA Radiotrons—all the time—eventually 
get the bulk of the tube business in their 
community. Dealers who are habitually 
**just out of that number” soon find their 
eustomers drifting away to stores that 
always carry the compiete line of RCA 
Radiotrons. 


Superior resources of research and man- 
ufacturing guarantee to RCA Radictrons 
the finest possible quality in vacuum 
tubes. They are the standard of the indus- 
try—and so accepted by both the trade 
and the publie. 
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The national magazine ad- | 
vertisement reproduced at 
the left is one of the 1929 ~ 
Radiotron series, each of 
which carries the signature 
of a leading radio manu- / 
facturer. hh 





RCA RADIOTIRON 


RADIOTRONS ARE THE HEART OF YOUR RADIO SET 
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“Fewer 
replacements 


than any 


other tube” 
say Chas. M. Stieff, Inc., 


well-known Baltimore 
radio retailers 


“ E have made a positive 
check of Arcturus 
Tubes,” says Mr. Edward 
Keeler, Manager of the Radio 
Department for Chas. M. 
Stieff, Inc., Baltimore, Md., 
“and find that after service of 
one month they give a higher 
meter reading than any other 
tube on the market. 

“Also, we are pleased to say 
that our percentage of replace- 
ment is smaller than any other 
tube.” 

Radio retailers everywhere 
report the same success with 
Arcturus Tubes. These better 
A-C Tubes sell readily because 
their many points of superior- 
ity—7-second action, no hum, 
2000 hour life—can be easily 
demonstrated to every cus- 

tomer. 


If you want to sell the fast- 
est moving A-C tube on the 
market today, get all the facts 
about Arcturus. 


ARCTURUS RADIO TUBE CO. 
220 Elizabeth Ave., Newark, N. pa 


ARCTURUS 


BLUE wnxcure TUBES 











found that he was “just beginning 
to learn something.” The speaker, 
needless to say, was not a wash 
out; he stands very high in his 
profession; he was the best man 
that the colliery owners could get, 
and his knowledge, compared with 
that of the ordinary layman, is 
vast, incredible. Yet he humbly, 
and obviously without insincerity, 
admitted himself to be a beginner. 
When we begin to understand 
things like that we realize that 
not only is it impossible we 
should ever get bored, but that, 
if our minds are truly alive, the 
span of human life is all too short 
for all the things we want to 
know and do. Those details! I 
know of no detail that I could not 
sit down and study for a year, 
knowing that at the end of the 
time I should just be commencing 
to “learn something” of what I 
was at. The difficulty is to keep 
your mind away from so many 
interests, to resist their fascina- 
tions and their pull, to concen- 
trate in some one or two special 
directions as you have to do in 
order to be this person or that, 
in this business or profession or 
the other. We want to be com- 
prehensive, omniscient—which of 
course only means all-seeing—and 
that we should become as _ nearly 
so aS is within our capacity is the 
reason for our lives. And a very 
good reason. 

If one feels he knows little, by 
comparison with what there is to 
know, here is his tonic, handed 
down to us by Sir Isaac Newton: 

“T don’t know what I may seem 
to the world, but, as to myself, I 
seem to have been only as a boy 
playing on the sea-shore, and di- 








; if 


at 





Tae iow 


ONE .THING AFTER AN UDDER 


verting myself in now and then 
finding a smoother pebble or a 
prettier shell than ordinary, whilst 
the great ocean of truth lay all 
undiscovered before me.” 

Yet the mighty brain of the 
man who uttered those words held 
the universe with all its worlds 
spinning in space and discovered 
and interpreted for us its funda- 
mental natural laws. We are all 
boys playing on the sands of time, 
seeking a smoother pebble. That 
is, or should be, our happiness. 
When we stop that “playing” we 
may write “Finis.” 

as 


Jobber Relations with 


Industrial Plants 
(Continued from Page 6) 
With reference to the tendency 
on the part of industrials to do 
away with their electricians and 
their electrical departments, and 
to put their installation and main- 
tenance work out to local contrac- 
tors on a monthly or yearly con- 
tract basis, this is an interesting 
subject. Manifestly this will have 
considerable to do with the future 
of the wholesaler in relation to 

industrial plant business. 

So the question was put to the 
wholesalers as to whether or not 
such a tendency was noticeable in 
their territories. One hundred 
fifty-five replied and the answers 
are here tabulated, giving the 
cities from which the replies were 
received. 

Ninety-two cities in all were 
heard from. While curiously 
enough there are a number ot 
cases in the same city where one 
wholesaler had noticed such a 


(Turn to Page 93) 
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“Mighty Monarch 
of the Air” 


-the most talked of Radio 
Set in the World 


O PRODUCT ever placed before the American Public has 
been accorded the instant acceptance from coast to coast 
won by Majestic Radio. The value made possible by mass pro- 
duction is so immediately apparent . . . the reproduction so 
perfect . . . the cabinet so beautiful . . . that in only ten 





Model 72 


Beautiful Louis XVI walnut 
cabinet with doors of diamond 
matched oriental walnut hav- 
ing genuine inlaid marquetry 
border. Instrument panel also 
of diamond matched oriental 
walnut framed with butt 


walnut and bird’s-eye maple 
panel. Seven tubes completely 
shielded, using R. F. L. bal- 
anced circuit. Majestic Super- 
Dynamic Speaker. Volume 
controlinstantaneousin action. 
Single dial 4 

control... . 167° 


Prices slightly higher West of the Rockies 





months Majestic has jumped to unquestioned leadership in 


the Radio field. 


There are still a few good franchises open. Let the Majestic 
distributor for your territory give you the Majestic propo- 
sition . . . show you the sales helps and sales promotion 


aid with which Majestic backs its dealers. Do it NOW! 





+€—RADIO— 


GRIGSBY-GRUNOW COMPANY 


o801 Dickens Avenue 


Licensed under patents and application of R.C. A. and R.F.L., also by Lektiphone, Lowell & Dunmore and Hogan License associates. 








CHICAGO 


VS FP re 9 


ILLINOIS 
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New Radio Products, Illustrated 








The Federal Radio Corp., Buf- 
falo, N. Y., announces a new “K” 
series using the 222 A. C. Shield 
grid tube. May be had in the con- 
sole model shown, K-40-60, or the 
K-10-60 table model, both operat- 
ing on 60 cycle electric current. 
They are also available for 25 cycle 
current. These models use, be- 
sides the 222 A. C. tube, three 227’s, 
two 171-A’s and a rectifier tube. 
According to the manufacturer the 
special vernier control incorporat- 
ed is valuable in long distance re- 
ception. The table model is 
finished in genuine brown mahog- 
any while the console cabinet is of 
walnut with carved overlay. 





The Belden Mfg. Co., Chicago, 
Ill., announce the Beldentenna, a 
new addition to its line of radio 
accessories. It is a combination 
of radio antenna and extension 
cord, that provides a self-contained 
antenna and also serves as an ex- 
tension cord to connect electric 
radio sets or power units to the 
light socket. It consists of a 
seven-foot extension cord, is fitted 
with a Belden soft rubber plug and 
a Belden bakelite floor type recep- 
tacle. 











Radio Corporation of America 
announces a new rugged rectifier 
Radiotron with a low and constant 
voltage drop. The new tube Ra- 
diotron UX-866, is of the hot- 
cathode, mercury vapor type, and 
according to the announcement will 
establish a new standard of per- 
formance for the amateur trans- 
mitter operating with rectified 
plate supply. This tube is ample in 
current capacity, and possesses a 
low and constant internal voltage 
drop. In half or full-wave circuit 
connections, it is especially suited 
for supplying the transmitter with 
stable rectified plate voltage—key 
up or key down. It operates at 
relatively low temperature and no 
starting mechanism is required. 














subjects 
radio tubes to simultaneous me- 
chanical and electrical tests has 
been designed by Herbert H. Chun 
of the Arcturus Radio Co., New 


A new device which 


York City. The mechanism con- 
sists of a special test rack that is 
vibrated by an eccentric cam. At 
the same time the tubes are turned 
on and off by an automatic switch- 
ing arrangement. 
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The Tobe Deutschmann Co., 
Canton, Mass., offers the junior 
model Tobe “Filterette.” It is de- 
signed to stop radio interference 
caused by sign flashers, railroads, 
motors and all electrical appliances 
which cause static. Easily in- 
stalled. The unit shown is packed 
12 to a display carton. 





Among the several dealer 
helps introduced by the DeFor- 
est Radio Co. of Jersey City, 
N. J., is the De Forest audion 
spares package. This is an at- 
tractive carton containing three 
standard small tubes, in the case 
of the A-C tube receiver, to- 
gether with a large tube. 
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om Tar CALENDAR 
says 1929 . 


















AUTOMATIC 
RADIO 


spells 193 TL 


With Automatic Tuning, Zenith sweeps a year 


/ 
Ls 


has wy 











Zenith dealers, only, have 
1930 Automatic Radio—NOW! 
That is something worth 
thinking over, when you make 


plans for a profitable radio 


7 . : e » © ; y ViSI > 
business this year. Learn, ahead of the field. The radio you envisioned for 


today, how you can obtain a the future is here today. Tedious, hit-or-miss 


share of Automatic Tuning tuning is now supplanted by instantaneous, un- 
profits with Zenith Receivers. erring precision. Instead of old-fashioned hand- 


dialing, you simply press a button... and your 






Zenith Receivers 
are priced from favorite station is there! Local or distant... 
$100 to $2,500 without limit in number... the programs come 
marching in... at the flick of your finger! Why 
not see 1930 Zenith Automatic Radio in action? 
A demonstration will convince you that it also 


spells a profitable 1929 business year for dealers. 


ZENITH RADIO CORPORATION 
3620 Iron Street, Chicago, Illinois 





**Automatic Radio’’ Owned and Controlled by The Zenith Radio Corp., Chicago, U.S. A., under the following patents 

—Vasseli 1581145, Re-issue 17002, Heath 1638734, Canada 264391, Gt. Britain 257138, France 607436, Belgium 331166. 
Also under Marvin and other U. S. and foreign patents pending. 

Licensed only for Radio amateur, experimental and broadcast reception. Western United States prices slightly higher 


WORLD’S LARGEST MANUFACTURERS OF HIGH GRADE RADIO 
day fn hi hay hr, hr, hr, hr, i, hr, Mi, Mr, Lr, A, A, A, Ml, Mn, Mn, Mn, Mn, A, An, An, A, Mn, Mrs, A, An, Alan, Alan, An, Alin, Ml, Ml, Ml, As, Alan, Alan, Als, Al, dln, 











THE JOBBER sfJJsaLESMAN 





FOUNDED ON THE 

















Roll Call ? a 


KESTER Corps of Flux Core Solders 


GENERAL UTILITY: Attention! State your duties! 

ACID CORE: I do the heavy fighting; commas the tough soldering tasks 
that industries, mechanics, farmers and others have. 

METAL MENDER: I attack with ease all household and other odd sol- 
pce men vanquish waste; help boys make toys and men make 
useful things. 

ROSIN CORE: I maintain the lines of communication; and do other 
particular jobs; I’m the foe of corrosion. 

RADIO: I’m the chief aide-de-camp to the radio set builder and repairer. 

Radio engineers rank me high for permanent, fine work. 

PASTE CORE: The electrical squad and general duty for me. Like other 
Kester Solders I’m two-in-one—solder and flux combined—and 
save both time and money. 

CHORUS: We're Kester Flux-Core solders true, 
A corps of cores, ad made to do 
Much better jobs and quicker, too; 
A touch of heat; the job is through; 
Both time and cost we save for you. 

COUNTER-SIGN: Over counters fast we go, with sales and profits high, 

Our national ads are helping you to make the buyers buy 
Established 1899 


CHICAGO SOLDER CO., 4251 Wrightwood Ave., CHICAGO 


KESTER jusne SOLDER 
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VERY person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 
month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 






















John E. Hensley, recently made 
manager of the Nashville house of 
Tafel Electric Co., needs no introduc- 
tion in that territory, having traveled 
it for years with the General Electric 
Supply Corp. He is doing a good job 
and keeps his four-story building neat 
as a pin. 





This and That at 
Capitol Electric 

Joseph Kissinger is specializing 
on industrial and large contractor 
trade for the Capitol Electric Co., 
Indianapolis, Ind. He is known 
to his trade as “Schultz” and 
came to the wholesale electrical 
business from the American Switch 
Co. His engineering and con- 
tracting experience is a big help 
in figuring installations. 

sob Uhl has deserted the pur- 
chasing desk at Capitol and is 
now the company’s special Ma- 
jestic representative in all the 
territory. Not to be outdone, Carl 
Kleiber has moved up from stock 
record clerk to a desk in the sales 
department. 

Capitol has taken on the Reiser 
line of fixtures and is putting on 
a drive. Another sign of in- 
creased business is that another 
trunk line has been added to the 
telephone switchboard. 

x: £>e 


Sweeney Sponsors Meeting 
The B. K. Sweeney Electrical 
Co., Denver, sponsored a meeting 
of G. E. refrigerator agents in the 
Rocky Mountain territory on 
March 8, and 9. F. M. Corliss of 
the G. E. refrigeration depart- 
ment, Cleveland, was the principal 
speaker. 
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Two New AC Tubes 


These tubes are destined for a wide 
sale in 1929, as they are of types that 
will be required in many new sets 
now going into production. 





4-Pillar 
Construction 


Top.“ Bottom 





This exclusively Raytheon construction 
insures permanently correct relative 
Ray-224 positions of the tube-elements. The RAY X-245 
SHIELD GRID AMPLIFIER result 1S lengthened life and normal POWER AMPLIFIER 
A. C. Heater) reception, without distortion FILAMENT 


' HEATER or microphonic noise. 2.5 Volts 1.5 Amperes 
2.5 Volts 1.75 Amperes PLATE 
PLATE 250 Volts (max. 
180 Volts (max.) List Price, $4.25 


Three Improved DC Tubes 


Ray X-240 
AMPLIFIER 
DETECTOR 
FILAMENT 

5.0 Volts 
0.25 Ampere 
PLATE 
180 Volts (max.) 
List Price, $2.00 
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RAY X-201-A 
AMPLIFIER and RAY X-200-A 
DETECTOR en 8 DETECTOR 
FILAMENT FILAMENT 
5.0 Volts . 5.0 Volts 
0.25 Ampere 0.25 Ampere 


PLATE PLATE 
135 Volts (max.) ; 45 Volts (max.) 
List Price, $1.40 x H List Price, $3.50 


With the addition of these tubes to the Raytheon line, those 
who have powered their receivers with the Raytheon BH 
Rectifying Tube may have a set completely Raytheon-equipped 


RAYTHEON MANUFACTURING CO. 
CAMBRIDGE, MASS. 
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(Continued from Page 86) 


| 


tendency while another had _ not, 


this table should nevertheless give 


a pretty fair index, the country | 


over, of the extent of this move- 
ment. In some eight instances, 
furthermore, wholesalers reported 
not only no tendency in the direc- 
tion of the movement to discharge 
electricians and take on contrac- 
tors, but a tendency in the op- 
posite direction, that is, for more 


and more plants to employ regu- | 


larly licensed electricians. 
Taking the figures as_ they 


stand, however, of the 155 who | 


reported their observations in re- 
lation to this tendency, it will be 
seen that 31% believe that this 
movement to maintain plants elec- 
trically on a contract basis is 
under way. 


In a general way it would be | 


gathered from the great majority 
of the reports that the electrical 
wholesaler is developing for him- 


self as fully as he can the busi- | 


ness that originates in the indus- 
trial plants maintaining their own 
electrical departments and_ elec- 
tricians. This is apparently done 
under two assumptions. First, as 
stated in the beginning, it is a 
class of business that the whole- 
saler has developed over many 
years of hard work. He feels that 
he is entitled to this business, and 
stands in no different light than 
the industrial plant distributor or 
mill supply house, whose whole 
business is direct with the indus- 
trial. It is true that the indus- 
trial distributor, who is in reality 
a dealer, has no contractor or 
dealer class intervening. But the 
electrical wholesaler, in general, 
does not apparently believe that 
since he does have this other 
class, upon which he depends for 
large volume in other directions, 
it is a just cause for his giving 
up his function as an industrial 
distributor of electrical supplies in 
that class of industrials where the 
contractor is not now engaged in 
performing his primary function 
as a construction and maintenance 
man. Wholesalers do assume, 
however, that where there is no 
electrician the business falls with- 
in the province of the contractor, 
and under this assumption they 
protect his interests. 

As the development of the con- 





The Patented 
Perryman Bridge 


. holds the _ filament, 
plate and grid in perma- 
nent parallel alignment top 
and bottom at the point of 
greatest efficiency. You 
can’t shake them apart. 


The Spring 


. allows for uniform 
expansion and contraction 
of the filament due to 
temperature changes. 





THERE IS MORE PROFIT IN 








PERRYMAN RADIO T 





They give a greater num- 
ber of hours of satisfac- 
tory service. 


They always produce a 
clear tone—bringing out 
the best in reception. 


3 They eliminate many 
“trouble calls.” 


4 They guarantee satisfac- 
tion to your customers, as- 
suring you repeat busi- 
ness. 


PERRYMAN ELECTRIC CO., INC. 
33 W. 60th St., New York, N. Y. 


LABORATORIES and PLANT 
NORTH BEREGN,N. J. 
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CeCo Type J-71-A 

a S5-volt, Y4 amp. 
tube for use in the 
output stage of audio 
amplifier. 





Almost any make of radio tube can be 
sold once; but the profitable tube is 
the one that radio fans demand for 
replacements and spares. CeCo tubes 
are the sure-repeater, profitable sort. 
The millions of CeCo Tubes now in 
use were sold to people who will buy 
CeCo’s next time—and will recom- 


mend them to their friends. 


If your house doesn’t handle CeCo 
Tubes, have them write for the 
booklet 
and other interesting, informative 


“Radio Vacuum Tubes’ 


material. 


Gato 
Tuber 


Listen in on the CeCo Couriers—on 
the air every Monday evening at 8:30 
Eastern time (7:30 Central time) over 
the Columbia Broadcasting System. 





CeCo Mfg. Co., Inc., Providence, R.I. 





tractor progresses and he is able 
|to assume greater responsibilities 
‘it is not believed that the whole- 
saler will generally stand in his 
way, but will, on the other hand, 
probably seek to help in his de- 
velopment. As one wholesaler 
writes: 

“Our wish would be to serve all 
‘industrial plants through strong 


‘dealers. Where strong dealers 

| : . 

| have established themselves in 
serving industrial plants we do 


‘not call, or only call in the inter- 
'est of the dealer. 

| “Unfortunately, conditions like 
this are the exception rather than 
the rule, and we are forced to 
‘call on industrial plants and sell 
them direct because (1) there is 
no strong dealer there with suf- 
ficient credit, (2) dealers are not 
|aggressive, (3) other jobbers call 
direct. 

“In practically every case there 
is a price differential protecting 
the dealer.” 

Another has this to say: 

“Our territory is largely an in- 
dustrial one comprised principally 
of textile and furniture plants. 
We work harmoniously with both 
the dealer-contractor and the in- 
dustrial by endeavoring to teach 
the contractor to handle such 
| business and building him to the 
point that is economically useful. 
|The average industrial prefers 
'this arrangement and in fact is 
most economically served in this 
manner. The contractor when 
shown that this business can be 
profitable and taught how to han- 
dle it then feels obligated to the 
|jobber so that his business auto- 
matically goes to that jobber. 
This is the most profitable way 
for the jobber to handle this busi- 
ness if he can so establish him- 
|self with the contractor that he 
'is assured of the business.” 

cad * tk 
There Is a Big Field in 
Ventilation 
(Continued from Page 8) 

Here is a most promising outlet 
for ventilating fans. This class of 
prospect sells the entire restau- 
The Restaurant Equipment Companies 
rant equipment from dining room 
to kitchen. They have a thorough 
‘appreciation of the necessity for 
proper ventilation in restaurants, 
and they never fail to include the 




















A New 


TRIMM 


Headset 


Special Dependable No. 65 





All Bakelite Case 


Terminal Blocks 


Moulded In 
Highest Grade Forged, 


Oversize Chrome 


Magnets 


The same care in de- 
sign, construction and 
selection of material 
that made the Trimm 
Professional and 
Trimm Dependable 
Headsets the sensa- 
tion of a few years 
ago. There is a big 
sale to-day for head- 
sets for chain broad- 
casting, short - wave 
use and for use when 
the loud speaker 
might be disturbing. 
Owing to large pro- 
duction, we are able 
to quote 


Remarkably Low 
Prices 
Send for full information 
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The Question 


was asked 


so widely asked that it smacked 
of a persistent rumor—“Will 
Adler-Royal specialize 
exclusively on manufac- 
turer connections or 
continue to supply 
cabinets to the 
Jobbing, trade.” 


ADLER-ROYAL 


RADIO CABINETS 










It is true that Adler-Royal has 
this year contracted to supply ex- 
clusive design cabinets in larger 
quantity and to a considerably 
greater number of Radio Manu- 
facturers than in previous seasons. 
We are very proud of these con- 
nections, which include the coun- 
try’s leading set manufacturers. 


ADLER MFG. CO., Inc., 








We are equally proud of our 
Jobber connections, and we now 
have in process for these good 
friends a line of distinctive Adler 
Royal Cabinets which we believe 
will afford them larger profit pos 
sibilities than in any previous 
year. 


Louisville, Ky. 
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Clean Even Threads— 
That Make Work a Joy 


Reason: Perhaps this one has made more friends 
for Mohawk Rigid Conduit and saved more 
money for contractors than any other quality. 


The other reasons are: Smooth finish; tough glossy en- 
amel. Pipe bends so easily, you hardly realize it is steel 
Heavy Rigid Conduit; impervious to acids; durable as 
the building. 
Mohawk may be had in either 
Indian Black {enamel} or Indian White {galvanized} 
Ask your jobber of nearest Mohawk Conduit Co. branch, 


MOHAWK CONDUIT CO./Jnc COHOES,NEW YORK 


BRANCH OFFICES: NEW YORK - CHICAGO - PHILADELPHIA - INDIANAPOLIS 
BOSTON - SEATTLE - DENVER - LOS ANGELES - NORFOLK - MINNEAPOLIS 
SALT LAKE CITY - SAN FRANCISCO - PORTLAND, ORE. 








In June, some of your dealers may be wearing this 
kind of an expression, if they are losing fan sales be- 
cause you haven’t urged them strongly enough to 
stock 


Pa EMERSON FANS 
‘the 5-Year Guarantee 


THE EMERSON ELECTRIC MFG. CO. 


2018 Washington Ave., St. Louis, Mo. 806 W. Washington Blvd., Chicago, III. 
50 Church Street, New York City 



















| Suggestion that a fan be installed. 
| These people can be contacted 
and can be sold by the jobber’s 
salesman. 


| The Industrial Plant 

Undoubtedly, the industrial 
plants of the country represent 
the most fertile field of all, for 
here ventilation is of paramount 
importance. Mr. Price, during 
the interview, cited instances 
where a careful check was made 
of employes’ efficiency in produc- 
tion. In the morning it was high 
est, reached a low curve coming 
on toward noon, was up again 
after luncheon, and then slumped 
badly (50% to 65%) as closing 
hour approached. While other 
factors, such as proper lighting, 
influence such a curve, proof is 
offered that ventilation played a 
tremendous part in the fact that 
during the winter months when 
employes failed to leave the plant, 
the production curve did not re 
vive itself at noon, but showed a 
steadily decreasing tendency. 

But the jobber’s salesman does 
_not have to stop with the sales of 
ventilating fans to this type of 
prospect. Unit heaters, for in- 
stance, are in demand. “It has 
been known for a long time,” Mr. 
Price points out, “that direct ra 
diation by steam in the average 
industrial plant having high ceil 
ings is practically worthless.” The 
reason is obvious. The steam 
from the radiator or coils does 
not penetrate any distance before 
the air arises to the ceiling and 
the heat is lost. Then, too, radi 
ators occupy space which at times 
is valuable. 

The unit heater, on the other 
hand, is usually hung from the 
ceiling, obstructing machinery in 
no manner whatever. In opera- 
tion, it distributes the heated air 
over a large area, and does so 
much faster than the radiator is 
capable of doing. In addition it 
brings heated fresh air into the 
building and in the summer time 
'can be reversed for ventilation. 

Fortunately there are only a 
| few simple rules which a jobber’s 





' salesman has to follow in order 


to figure on any installation. As 


with furnace fans, unit heaters 


| present no technical problem and 
| one call made in the company of 
| a factory man would give any 
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Building Sales by nein 


Radio interference with «. 
#Filterettes 






































for 
Dynamic Speakers 


Tobe Deutschmanp 
Corporation 
on 








TOBE Filterette Type DA is de- 
signed for application to Dynamic 
Speakers to suppress the hum set 
up in the speaker by field-energiz- 
ing current. This annoying hum is 
entirely eliminated by the smooth- 
ing effect of the Filterette. 


—we 





vital one 


The 


Filterette No. 110 


wie 110 


paratus requiring a com- 
bined inductive and 
capacitive 
frigerators, oil burners, 


chargers, 


or blinkers, dental mo- 


tors, etc. 


Filterette is a sort of 








gz. *\ 





volt A.C. ap- 





filter re- 


electric signs 











electrical muffler, which is 
placed on electric motors 


or apparatus so that it checks discharges which, 


if allowed to flow unchecked. would be heard in 


with 


the 





speaker 





as crackling, frying, roaring or 
such interference. 


Engineers have come to the con 
clusion that the only sure way to 
stop these disturbances from elec- 
tric apparatus is to muffle the 
source of the trouble, the motor or 
apparatus itself. And this is the 
purpose of the Filterette. 

In Filterettes we offer you one of 
the greatest selling aids in creat- 
ing satisfied radio purchasers. Fil- 
terettes are the result of 2 vears’ 
study of interference problems and 
are designed to eliminate all pos- 
sible radio interference. If you 
are interested in this problem—a 


radio dealers because the home today is 
equipped with the electrical appliances mainly responsible 
can help you solve it with Filterettes. We have a 
model for practically every electrical device. 

Every dealer in radio and electrical appliances should 
know all about Filterettes. 


We will gladly send you a 


special catalogue describing fully the uses for 16 different 
models, and place your name on our mailing lists to receive 


our monthly publication, 


“The Filterette,” which will keep you posted on 


latest developments in suppressing interference. 


If you are interested in better radio reception, in more satisfied customers, 
and in increased radio business, it will pay you to write us today and get 


the facts on Filterettes. 


Send now for jobber’s proposition. 





TOBE DEUTSCHMANN 


FILTERETTE.DIVISION 


CORPORATION 


CANTON, MASS. 


Pioneers in Eliminating Interference Problems of Every Description 
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jobber’s salesman absolute confi- 
dence that he too could quote on 
such material. 

Mr. Price concluded his inter- 
view by bringing out two excel- 
lent sales points. The first one is 
that under no circumstances should 
an order be taken for a fan small- 
er than that necessary to take care 
of the ventilation in proper fash- 


ion. The greatest asset a jobber’s 
salesman and his contractors can 


have is a Satisfied customer, one to 
whom a prospect can be referred 
for an unbiased opinion. “It is 
better to lose the order,” main- 
tains Mr. Price, “than to have a 
dissatisfied customer in your terri- 
tory.” ; 

His second suggestion is that a 
card record system be kept in the 
sales department of all ventilating 
installations. By the use of such 
a system a salesman in one terri- 
tory meeting a certain problem— 
one for instance which he has not 
as yet figured on, or one in which 
the prospect is skeptical over the 
possible results—the card system 
can be investigated for a record 
of a similar installation in another 
territory. With the knowledge 
that the first customer is satisfied, 
the prospect can then be given 
the name and location of the 
former and an unbiased opinion 
secured from him. 


Ventilation represents a_ field 


wide open for business, and as the 
jobber’s salesman is in a position 
to sell its various prospects there 
is no reason why he should not 
become most enthusiastic over its 
enormous possibilities. 

x » be 

Nine Sparton Sets Stolen 

from Radio Jobber 

While making deliveries in the 
south side district of Chicago, one 
of the trucks of Young, Lorish & 
Richardson, Inc., Chicago radio 
jobbers, was stolen with nine Spar- 
ton model 930 sets, as well as a 
quantity of tubes. The serial num- 
bers of the sets are: 30618, 29791, 
28848, 26114, 29675, 30326, 28325, 
28992 and 29937. 

Any jobbers receiving calls for 
installations or service on sets not 
sold by them and with serial num- 
bers corresponding to those given 
above or having the serial numbers 
missing altogether, should report 
it to Young, Lorish & Richardson, 
Chicago. 

* * x 
T. J. O’Brien Takes Panama 
Canal Trip 

T. J. O’Brien, president, Hart- 
ford Electric Supply Co., Hartford, 
Conn., sailed, with Mrs. O’Brien, 
for the Panama Canal on the S. S. 
Reliance, February 23, returning 
to New York, March 25. Mr. 
O’Brien makes an ocean voyage 
each year. 








M. L. 


Bass, road salesman for the Varney Electric Co., Indianapolis, Ind., 


happened to be in Terre Haute and gave our photographer a nice buggy ride 


down to Kester Electric Co., for this picture. 
Left to right: M. L. 


crowd was out to lunch. 
Storz; Leo Hale, and Ray Kurzan. 


Unfortunately, about half the 
3ass; Joe Walker; Margaret 


J. F. Pierce 
(Continued from Page 16) 
located in the Tampa territory. 

“In order to get the merchan- 
dise we wanted,” Mr. Pierce re- 
calls, “it often was necessary to 
send 1200 miles for it. Naturally 
that worked a hardship on us. 
We had difficulty in completing 
jobs when promised, and some- 
times we missed out on good jobs 
because we were unable to get the 
materials we required, within a 
reasonable time. 

“We asked one Florida jobber— 
the leader in the state at the time 
—to come over to Tampa and es- 
tablish a branch house, but there 
was not enough business here to 
justify it, the jobber declared, and 
we were confronted indefinitely 
with the same serious problem of 
buying.” 

In order to overcome this prob- 
lem as much as possible without 
tying up entirely too much capi- 
tal, Mr. Pierce began buying the 
staple materials in larger quanti- 
ties than he needed on a specific 
job. It was not long before the 
little firm found itself carrying 
considerable warehouse stock. The 
benefits derived from this plan 
were at once noticeable, and as 
capital permitted Mr. Pierce added 
other items to the permanent 
stocks. Thus the firm was able 
to go after contracting business 
on a sensible basis and _ could 
promise definite completion, be- 
cause it had much of its required 
materials on hand already. 


Naturally it was not long be- 
fore other contractors and dealers 
found out about this stock of ma- 
terials the Pierces carried. First 
one, then another of these com- 
peting contractors began to come 
to the Pierces and ask to be sold 
certain materials in order that 
they might complete jobs on time. 

“First thing we knew,” Mr. 
Pierce says, “we were in the job- 
bing business, though we were 
not buying on the status of a job- 
ber. We were buying in full 
package quantities, however, and 
that gave us a sizable margin 
when we sold to others in broken 
lots. More and more contractors 
came to us for this accommoda- 
tion, until we finally realized that 
there was an opportunity here for 
an electrical jobbing house.” 
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; = RADIO CORPORATION 
of AMERICA has granted its 
first tube license to the 


Raytheon Manufacturing Co. 


THE RAYTHEON MFG. CO. 
Cambridge, Mass. 


Makers of 


7 Raytheon _ 


HEALTHY TUBES 
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“Wind-O-Vent” Home 


tilator 





Exhaust and Ventilating 


Fans 
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The Breeze-Buying 


Days 


Are Close at Hand 


I.ast call for first fan sales! The demand 
will reach your dealers in just a few 
weeks and they will be telegraphing and 
telephoning their orders on the first warm 
day. Be prepared! Stocks in our ware- 


- house and in leading trade centers are 


ready for shipment; to you or direct to 
retailer on your order. 


The Diehl line includes fans for 
every purpose from the circula- 
tion of air in telephone booths 
to the ventilation of large indus- 
trial plants. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of 


THE SINGER MANUFACTURING COMPANY 


ELIZABETHPORT, N. J. 


Atlanta Boston Chicago Columbus Dallas 
New York Philadelphia Pittsburgh St. Louis 























REFLECTOR SOCKETS 


Position 
your sockete 





include the added feature—at no more 
cost—of a socket capable of adjustment 
for ceiling heights and lamp sizes 





Our new Reflector Bulletin No. 6 makes profitable reading. 
SEND FOR IT NOW 





MULTI ELECTRICAL Mrc. Co. 
1840 W. Fourteenth St., Chicago, I11. 





ete 
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How Mr. Pierce and his brother 


| got into the jobbing business is 


significant, for upon that hinged 
much of the success of the new 
business in years to come, 

The company got into the job- 
bing business about five years 


_after the start of the contracting 
| business. Until 1915 the firm was 








known as Pierce Brothers. In 
that year it was incorporated as 
the Pierce Electric Company. 

In the meantime something else 
happened that had a bearing upon 
the future of the jobbing concern. 


| Along about 1910 Mr. Pierce 


needed an assistant bookkeeper. 
He went over to a local business 
college and interviewed about 15 
young men. In this group was a 
young chap named B. E. Pearce. 
He got the job. Today that ex- 
college student is vice-president 
and general manager of the com- 
pany. 

Thus the company built up a 
service to dealers and contractors 
that was quite radical for a jobber 
in those days; and that policy is 
making money for the firm to this 
day. Though service has come to 
be a part of every jobber organ- 
ization today, dealers and contrac- 
tors still are grateful to this pi- 
oneer in servicing and show it in 


/a material way. 





Mr. Pierce always has been a 
believer in employe ownership. 
As soon as possible after the job- 
bing firm got under way, he made 
it easy for every employe who so 
desired to acquire stock in the 
company. Today practically every 
salesman and many other men and 
women, and especially the depart- 
ment heads, own stock, which 
they paid for largely out of the 
dividends on the stock and the 
bonuses paid them by the com- 
pany. 

Today Mr. Pierce, though still 
president of the company, has 
learned to delegate much of the 
detail of his position to others. 
He takes things easy now, still 
smiling inwardly at the good for- 
tune that sent him to Florida to 
experiment on the weather! 


Leinkram Manages Branch 

H. Leinkram is the store man- 
ager of the Nassor-Michaels Elec- 
trical Supply Co.’s_ branch at 
Hackensack, N. J. 








April, 1929 THE JOBBER’S[PJ])SALESMAN 101 
_— 
FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Pais NEW merehandising idea 


will help yo 
SELL MORE 





BRIGHT STAR 


DRY CELLS! 


HE old, wasteful method 
of handling dry cells in 
bulk has been made out-of- 
date by this new way of 
merchandising Bright Star 


No. 6 Dry Cells in 


UNITS OF 3 
in this handy 


DISPLAY PACKAGE 


Remember that package goods have replaced 
bulk handling in many other lines—and 
think for yourself how your dry cell sales 
will respond to this modern merchandising 


method. 


Your customer may come into your store 
wanting only one or two dry cells—but he'll 
walk out with this handy package of three. 
And your cash register will show the 
difference! 


Bright Star Dry Cells in the Handy Package 
are in perfect condition—no short circuits, 
no broken terminals, no soiled appearance. 
You test them in the customer’s presence 
without removing them from the carton—you 
hand over the carton and take your money. 


Display this Handy Package on counter or 
shelf or in the window—and watch the in- 
crease in your sales of Bright Star Dry Cells. 
Get in touch with your jobber, or write us 
for full information— now! 


BRIGHT STAR 


(BAG TYPE) 


DRG CELLS 














This handsome, colorful display card comes with your 
first order of Bright Star Dry Cells in the Handy Package. 


oi ase 


BUY. <> Ye ce 13 


acka 





Binding posts protrude through cover—permitting Dry 
Cells to be tested without removal. Cover raised, as shown 
in top illustration, forms a perfect Display Package. 


BRIGHT STAR BATTERY CO. 


HOBOKEN, N. J. 


Chicago 


San Franeiseo 





“TWENTY YEARS BUILDING THE QUALITY LINE” 
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NEWS 




















— 
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General Offices of Benjamin 
Moved 
Announcement has been re- 
ceived of the removal of the gen- 
eral offices of the Benjamin Elec- 


tric Mfg. Co., from 120 S. 
Sangamon St., Chicago, to the 


company’s factory at Des Plaines, 
Ill. The Chicago sales offices are 
now located at 117 S. Morgan St., 
where C. B. Harlow, sales mana- 
ger of the central division, and 
G. B. Weber, sales manager of 
the Porcelain Enameling & Stamp- 
ing Division, will be in charge. 
* ok Ox 


Square D and Industrial Con- 
troller Combine 

From the headquarters of the 
Square D Co., Detroit, Mich., 
comes an announcement to the 
effect that the manufacturing, fi- 
nancial and engineering resources 
of its plants in both Detroit and 
Peru, Ind., have been united with 
those of the Industrial Controller 
Co., Milwaukee, Wis. The two 
will be conducted under one man- 
agement known as the Square D 
Co., and will serve the industry 
through three divisions, each a 
leader in its particular field. 

The switch and panelboard di- 
vision, at Detroit, will manufac- 
ture industrial safety switches, 
meter service switches, “Square- 
Duct,” panelboards, fuse cabinets 
and voltage testers. The porce- 
lain division, at Peru, pro- 
duce porcelain insulators and spe- 
cial porcelain products, while the 
division will 


will 


industrial controller 
manufacture automatic and hand- 
operated compensators, speed reg- 
ulators, motor circuit switches, 
automatic starters, field rheostats, 
contactors, pressure 
switches and float switches. 

The same hands that guided the 
individual companies in the past 
will continue to head the new 
combination. T. J. Kauffman is 
president and operating head of 
the business. A. A. Schueler, for 


magnetic 


several years sales manager of the 
Square D Co., becomes general 
sales manager. IF. W. Magin, who 
was general manager of the In- 
dustrial Controller Co., will re- 
main with that division in the 
same capacity, in addition to be- 
coming vice-president. H. L. Van 
Valkenburg, chief engineer of the 
Industrial Controller Co., will 
continue in the same position with 
that division. 
$+. = 
H. Curtiss Abbott with 
National Carbon 

H. Curtiss Abbott of Chicago, 
nationally known in the fields of 
radio and music, has been ap- 
pointed sales manager of the ra- 
dio division of the National Car- 
bon Co., Inc., New York City, 
makers of Eveready radio sets. 
Mr. Abbott has had many years 
of experience in the radio busi- 
ness and has made an exceptional 
record in sales with the Crosley 
Radio Corp., where he was gen- 





eral sales manager. During his 
connection with Crosley, Mr. Ab- 
bott directed the activities of 166 
distributors and more than 18,000 
dealers representing every com- 
munity in the country. 

Before his affiliation with Cros- 
ley, Mr. Abbott was sales mana- 
ger of the radio division of the 
Kellogg Switchboard and Supply 
Co., Chicago. Previously, he had 
been assistant to the president of 
Lyon & Healy, Inc., Chicago. 

Last year, Mr. Abbott was vice 
chairman of the National Elec- 


trical Manufacturers Association. 
* ok Ox 


Art Metal in New Plant 

The Art Metal Co., Cleveland, 
manufacturers of “Amco” safety 
holders, has recently moved into 
its new plant at 1800 E. 38th St. 
The new plant has practically 
three times the amount of floor 
space formerly occupied and much 
new equipment and machinery has 
been installed. 








The above was taken during the annual Midwinter Conference of the district 
sales managers of the Edison Lamp Works of the General Electric Co., held 


at the home office at Harrison, N. J. 
W. H. 


10 Reading from left to right, front row: 
Thompson, assistant general sales manager, Harrison; W. H. Rade- 


macher, assistant sales manager, Chicago; G. C. Osborn, general sales manager, 
Harrison; H. B. Myrtle, sales manager, New York; G. O. Hodgson, sales man- 
ager, Denver; H. D. Puckett, sales manager, Dallas; T. W. Moore, sales mana- 
ger, Atlanta; J. H. O’Brien, sales manager, Philadelphia; W. M. States, sales 


manager, Chicago. 


Back row: O. H. Young, director sales promotion, New 


York: A. S. Turner, assistant manager, Philadelphia; J. W. McIver, manager, 
department of publicity, Harrison; E. E. Potter, assistant general sales mana- 
ger, Harrison; H. F. Wallace, sales manager, Boston; L. I. Edgerly, assistant 


sales manager, 


3oston; P. D. Parker, sales manager of miniature lamps, Har- 


rison; L. W. Teegarden, sales manager, Cleveland. 


















April, 1929 THE JOBBER’SA)SALESMAN 108 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 

















“De Luxe” Walnut 
Inlaid Plate No. OF71 
with No. 790 Single 
Receptacle 


“De Luxe” Mahogany 

Inlaid Plate No. OS71 

with No. 3951 Tumbler 
Switch 

















No. 3951 Flush Tum- 
bler Switch 






No. 792 Duplex Flush 
Receptacle 








“Templus” Composi- 
tion Plate No. OS51 
with No. 3951 Tumbler 
Switch, “‘Glo-Guide” 
Handle 












Brass Plate No. OV41 | 
with No. 792 Duplex 
Flush Receptacle 
















Pleasure and comfort in your home! 


The Bryant switch and convenience outlet add to the comfort and pleasure of your client, 
your customer, and yourself. 

We show in this photograph our No. 3951 flush tumbler switch (indications on handle) under 
a Bryant ‘‘ De Luxe” wood inlaid plate. 

In the baseboard is a ‘‘convenience” outlet that is really convenient —a concave boss with 
finding rib makes easy the insertion of the prongs of the cap. 

This receptacle is also covered with a ‘‘ De Luxe”’ wood inlaid plate. 

Attractive in appearance and reliable in operation Bryant ‘‘Superior Wiring Devices’ —sockets, 
switches and convenience outlets that are convenient—with Bryant ‘‘ Ce Luxe’ wood inlaid, 
‘*Templus’’ Composition, or Hemco plates in colors, fit into any plan of room or home decoration. 

Catalog of over twenty-five hundred wiring devices sent on request. | 





THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONNECTICUT, U.S.A. 








New York Philadelphia Chicago San Francisco 


Manufacturers of Superior Wiring Devices since 1888 Manufacturers of Hemco Products 











104 THE JOBBER’SA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


EOS PLY Brg 2 Se 


—_ 9 
Pat’d and Pat. App. for 


This Hanger 
Fits 80% of 
Installations 


The best seller, as well as 
the handsomest hanger for 
the money on the market to- 
day. That has been proven 
during the one month it has 
been for sale. The cast ring 
is nine and a half inches in 
diameter, making the hanger 
look much larger than the six 
inches it really is. Finish is 
statuary bronze with cast 
ring and cast loops in beau- 


tiful gold finish. 


Contractors are getting our 
catalog. You should be get- 
ting the orders, for they 
await you. 





















“HANGER SPECIALISTS” 


The Art Metal Co. 
1800 E. 38th St. 
CLEVELAND, OHIO 










| John Olsen, formerly of the Cen- 
'tral Electric Co., and a little more re- 
cently connected with George Rich- 
ards, is now Central District Manager 
of the Oliver Iron & Steel Corp., 
Pittsburgh, manufacturers of pole line 
hardware. Mr. Olsen’s office is lo- 
cated in the Engineering Bldg., 205 
W. Wacker Drive, Phone Randolph 
7919. 





Ed. Is Now Bostonese 
Ed. Ames, for the past two years 
‘in the Chicago office of the Econo- 
‘my Fuse & Mfg. Co., has been 
| made district sales manager in the 
| Boston office, 10 High St. He left 
'to take up his new work on Feb- 
| ruary 25. 

3efore going with Economy 

Fuse, Ed. was for many years sales 
|'manager of the American Electri- 
‘cal Supply Co., Chicago, and pre- 
| Vious to that, in his palmy or 
‘balmy days, was connected with 
|the Electrical Supply Co. of Savan- 
nah, Ga. Another good golfer has 


left the middle west. 
* * * 


“Kondu” Appointments 

C. E. Collier, western manager, 
Erie Malleable Iron Co., “Kondu” 
division, announces the appoint 
ment of H. F. Schotters as Indiana 
representative with headquarters 
in Indianapolis. A. C. Hirschman 
who formerly traveled this terri- 
tory, has been transferred to the 
Missouri territory with headquar-. 


ters in St. Louis. 
* * * 


B. T. Bechtel Dies 
B. T. Bechtel, district sales 
manager of the Youngstown Sheet 
& Tube Co., Youngstown, Ohio, 
passed away suddenly on Febru- 
ary 1. He is succeeded by Ar- 
'thur Purnell, formerly with the 

|company’s Pittsburgh office. 








SHERMAN 


Terminal Headquarters 
for U.S.A. 




















ie | 


Solderless 


Connectors 


Every part—there are only 
three—of the Sherman Fix- 
ture Connector is made of 
heavy brass. Being all 
brass, the Sherman Fixture 
Connector cannot rust and 
assures high conductivity. 


For fixture hanging and all 
small wiring. Sherman 
Fixture Connectors’ will 
connect all wires up to No. 
12 with a maximum of two 
No. 12 solid or three No. 
14 in either end. 


Sheet Metal Terminals 
Soldering Lugs 
Heavy Duty Lugs 
Sherman Connectors 
Set Screw Connectors 


H. B. SHERMAN MEG. 
CO. 
Battle Creek, Michigan 
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The 


New 





New Cabinets .. New 
Speaker .. Improved 
Tuning Method. . 
Startling Selectivity 
Tremendous Power 





and New Kellogg 
Standard Base Tubes 


(Watch for further announcement) 


Te RADIO 
Catheéval Gone 
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GUTH AGLITES 


—a Type for Every Place and Purpose 


Aglite is the ideal Lighting Fixture for 
Bedrooms, Bathrooms, Dressing 
Rooms and similar locations. It is per- 
manently clean and sanitary. Its white 
or old ivory porcelain finish, baked on 
in three coats at a temperature of 
1600 degrees, never peels nor discolors. 
It stays new. 
No exposed metal; nothing to collect dust. All 
insulated parts concealed in the base. Many of 
the largest hotels and public buildings in the 
| country have installed Aglites throughout. 
| There is an unlimited market for these prac- 
tical Fixtures. Dealers will find them preferred 
for quantity equipment orders. 





A special folder describing and pricing 
the Guth Aglite will be sent on request. 


| The Ewin F. Gur COMPANY 
| 2615 Washington Ave. St. Louis, Mo. 


| MAKERS OF THE WORLD-FAMOUS BRASCOLITE 
































Catalogue Free 





EMINGRAY 
That’s all you need to know 


me 
Hemingray Glass Co. 


Muncie, Indiana 








Chicago-Jefferson Changes 
Name 

Feeling that the trade is now 
familiar with the company and its 
products, and for simplicity’s sake, 
the directors of the Chicago-Jef- 
ferson Fuse & Electric Co., Chi- 
cago, have announced that from 
now on the company will be 
known as the Jefferson Electric 
Co. This decision was reached 
at the annual meeting of the 
stockholders, at which the same 
officers and directors were re- 
elected for another year. 

The company also announces 
that the two models of the “Lit- 
tle Jeff’ toy transformer have 
been combined into one model, 
necessitating only four sizes of 
transformers to operate every 
electrical toy train. The new 
model has a capacity of 50 watts 
and will deliver six secondary 
voltages ranging from five and 
one-half to 11% volts in one and 
two-tenth volt steps. 

*k * x 


McQuiston Announces West- 
inghouse Advertising 


Program 

J. C. McQuiston, Westinghouse 
publicity director, has announced 
the company’s advertising pro- 
gram for 1929. More mediums 
will be used, institutional adver- 
tising will supplement that de- 
voted to specific products and the 
campaign will be better merchan- 
dised. It is expected that in ex- 
cess of 150 industrial and trade 
|mediums will be employed in the 
| campaigns. Newspapers, national 
| magazines, broadcasting, etc., will 
| also be used. 

Mr. McQuiston was in Chicago 
| the early part of March where he 
|addressed the members of the 


| Electric Club of Chicago. 
+-* * 





Enlarges Plant 
The American Reproducer 
| Corp., Jersey City, N. J., has tak- 
en over 8,000 square feet of floor 
_ space for the production of its new 
Amervox dynamic speaker. Sam- 
ples of this speaker will be deliv- 
ered to large set manufacturers on 
April 3 
The factory is now being laid 
| out for the production of from 300 
| to 500 chassis per day. 


| American Reproducer 
| 
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QUALITY s PARAMOUNT! 





Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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New Electrical Products, Illustrated 








The Reynolds Electric Co., Chi- 
cago, has added “Laco” color 
hoods, circle and square color plates 
and color cylinders to its line. The 
color hoods are used with stand- 
ard lamps up to 500W and are 
equipped with a spring holder for 
attaching to border lights, pros- 
cenium lights, clusters, footlights, 
etc. They are made of blown 
glass in ruby, green, blue, day- 
light blue, moonlight and amber. 
The cylinders are furnished in 
7% by 12% in. and 4 by 6 in. 
sizes, the larger being two-piece 
to allow for expansion and con- 
traction, and they may be had in 
ruby, green, blue and amber. 





The new line of the Fitzgerald Mfg. Co., Torrington, Conn., includes 
the No. 526 toaster and No. 901 suction cleaner. The toaster, which is 
a double reversible model, has non-heating turning handles. It is nickel 
finished over copper with black bakelite or color trim. The cleaner is 
designed to clean rugs, draperies, lamp shades, upholstered furniture and 


for renovating pillows and mattresses. 


It weighs two and three-quarter 


pounds and is furnished with 24 feet of cord. 











In the new “Jewel” model 
straight suction vacuum the Clem- 
ents Mfg. Co., Chicago, has incor- 
porated a new method of enclosed 
unit construction which, according 
to the manufacturer, makes it 
practically impossible for an ex- 
perienced user to take it apart and 
improperly re-assemble the work- 
ing parts. This development is 
also said to increase the suction 
power without increasing’ the 
speed of the motor or “load” on 
the working parts. 





The “Auto-Grill,” being intro- 
duced by the C. W. Carter Mfg. Co., 
Minneapolis, Minn., is an automat- 
ic grill designed to toast bread, 
grill bacon, ham or sausage and 
make toasted sandwiches. A cup 
inserted in the back of the ma- 
chine is furnished to collect the 
drippings. The automatic is set 
by turning the dial tothe right 
number and when the bell rings 
the current is turned off. The heat 
is applied from above and below 
through “Monel” metal cooking 
plates. The grill is finished in 
nickel plate with handles in a vari- 
ety of colors, and the top is ad- 
justable to any thickness. 








This No. 7 flexible desk lamp 
which is manufactured by the In- 
dianapolis Appliance Corp., has 
been placed on the market by the 
Fred E. Chambers Co., Indianapo- 
lis, national sales agent. It has a 
12-in. flexible arm and is 23 in. 
high overall. It may be had in 
statuary bronze, verde green, old 
ivory and bauer barff (dead black) 
with 6% ft. silk cord to match. 
These lamps are packed one to a 
carton and six to a container and 
are drilled to suspend from wall 
for bracket purposes. 














The descriptive material which 
appeared last month with the No. 
2163 squeeze type cable connector 
made by the National Electric 
Products Co., Pittsburgh, Pa., was 
in error, in that it stated that the 
connector uses “Bondnuts” which 
will tighten permanently against 
box wall due to the concave shape 
of the connector instead of the 
concave shape of the “Bondnuts.” 











chemin Step Rage ef eee te TLRS ON EM AORN aS | gt Bee Se 
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_A New All-Purpose Tester 


ERVICE can cost much or little, depending large- The following accessories are provided at no addition- 
ly upon the completeness of the test kit provided al cost: 


to each service man. 1—4-prong 5-hole adapter 


This new tester by Sterling tells at a glance every- 1—5-prong 4-hole adapter 
thinga service man wants to know about a radio set 1—4-prong 5-hole adapter with wires and 
or its accessories. It tests— snap connections 
all A. C. and D. C. tubes, including screen a of leads with prods for continuity 
grid type, 1—cord with plug for measuring A. C. line 
‘ ' piug g 
“A,” “B,” “C,” and screen grid voltages in voltage 
any type of A. C. and D. C. sets and tests 1—instruction book 


pare: ang, Mounted in a sturdy black leather-grained carrying 


for open or short circuits, case with polished nickel trimmings. Size 
aerial and ground connections and _ locates 10%4"x97/e"x44/2". Weight 7%/ lbs. 
shorted condensers. Type No. R-522......... jelbastatilaiemecisen List Price $67.50* 


















*(Discount of 40% to the dealer applies on Sterling Test Equipment) 


Hum Eliminator—for A. C. rectifier Tube Tester and reactivator — for 
hum of dynamic speakers. Simple to shop use. Tests all A. C. and D. C. 
attach. Type R-313, $3.50 List. tubes. Type R-510, $35 List. 


Send for Complete Catalog 
The STERLING MANUFACTURING CO., Cleveland, Ohio 


erl 


23 Years of Electrical Manufacturing 


P 
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New Electrical Products, Illustrated 








A machine which is designed to 
wash, rinse, blue and dry the 
clothes for the line without han- 
dling is announced by The Laun- 
dryette Corp., Cleveland. The 
“Laun-DryEtte” washes by means 
of a single “Hydro-rib Agi-cone,” 
during which operation the scum 
is eliminated through the rinsing 
trough. This feature makes possible 
the “Sani-Spray” rinse with both 
hot and cold water, leaving the 
wash water, undiluted and unchilled, 
ready for a second tub of clothes. 
The rinse water is in turn elimi- 
nated through perforations in the 
dryer and is drained by a separate 
trough around the inside wall of 
the outer tub. By operating the 
pedal the dryer is then raised to 
position and, it is said, dries the 
clothes in one minute. The ma- 
chine is finished in Nile green with 
a center band of polished copper. 





The Benjamin Electric Mfg. Co., 
Chicago, has developed this con- 
centrating type unit for locations 
where a powerful light, mounted 
well above the working plane, is 
required—the range being from 15 
to 80 ft. The light output is con- 
centrated directly beneath the unit 
so the unit is particularly adaptable 
to installations in high, narrow 
bays where only one or two rows 
of units are required. The inside 
finish of the aluminum bowl is 
aluminum-oxide and the outside is 
a heat resisting green lacquer. 
Hoods are available for both pend- 
ant and outlet box attachment and 
750, 1000, or 1500 watt lamps may 
be used. The unit is furnished 
with a dust-tight cover. 











The Roller-Smith Co., New York 
City, announces the type EAF free 
handle circuit breaker designed to 
protect motors and feeder circuits 
against overload and voltage fail- 
ure. It is equipped with a barrier 
unit to separate the arcing mem- 
bers and is built in either two or 
three pole combinations. This type 
is made in capacities from ¥% to 80 
amperes; 250 volts, D. C. and 550 
volts, A. C. 











The Metal Ware Corp., Two Rivers, Wis., announces the “Empire” 


miniature electric range, 6% by 12 by 10% in. 


It is finished with col- 


ored panels of green or blue and is furnished with aluminum percolator, 
pie tin, cake and bread pan, and six foot cord and plug. The “Empire” 
variable speed unit shown at the right is a single drive engine designed 
with a sufficient number of take-offs to operate as many as twelve acces- 
sory toys, the speed of which can be changed at will. It has a red duco 
base and nickel plated running parts. 








ue sine a is tains 


The Westinghouse Electric & 
Mfg. Co., East Springfield, Mass., 
announces this 8 in. oscillating fan 
with an induction motor. The fan 
blades are protected from the rear 
as well as the front and the oscil- 
lating mechanism is totally in- 
closed. Steel blades, a safety clutch 
and separable worm are other fea- 
tures incorporated in this fan. 





J 
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This Demonstrating Display 
Increases Cleaner Sales 


Many dealers using this display are reporting surprising increases in 
cleaner sales. Jobber’s Salesmen putting these demo-displays in deal- 
ers’ stores are helping the dealer and insuring larger cleaner sales for 
themselves. 

This unique display requires only 54 square feet floor space. It at- 
tracts women—makes it easy for customers to try the cleaner—in- 
creases number of clerk demonstrations and saves time of customers 
and clerks. It is attractive and marks the store as vacuum cleaner 
headquarters. By increasing the dealer’s sales you, of course, increase 
your own. 


New ‘Selling Helps” Book 


Just off the press—a book illustrating and describing our complete 
assortment of advertising material and demonstrating equipment. It 
shows mats of complete newspaper ads for dealers’ use; government 
mailing cards for dealers; and reprints of factory national advertising 
campaign in metropolitan newspapers. Send for this book NOW. 


Hamilton Beach 


Subsidiary of Scovill Mfg. Co.—a 127 year old $33,000,000.00 Concern 








Hamilton Beach Mfg. Co. 
C-9034 H. B. Bldg., Racine, Wis. 


Check ([) Send me your Cleaner “Selling Helps” book. 
which [) Send me your 16 page hair dryer booklet so 
that I can give my dealers selling points. 


Consumer Price 


Now $3 Qs0 


(Denver and West $41) 





Hair Dryer Brings 


era slarelit 
Beautiful 





hair dries in a few minutes. Sets water 


Extra Sales 


Hamilton Beach electric aerator 
the hair luxuriant and alive The 











waves quickly. 

1929 advertising campaign in Motion 
Picture, True Story, Better Homes & Gar- 
dens, Photoplay, Good Housekeeping, Nor- 
mal Instructor & Primary Plans—combined 
circulation over 6,000,000. This is the 
largest campaign ever run on hair dryers. 

Suggest this item to your next ten cus- 
tomers and enjoy the extra sales. 
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New Electrical Products, Illustrated 








The Standard Electric Stove Co., Toledo, O., is manufacturing the two 
numbers shown above. On the left is the No. 400 kitchen cabinet with 
a standard shelf type range. The cabinet is unique in that it has a tile 
table top and splash back. On the right is the No. 379 heavy duty range 
and coffee urn. Incidentally, this particular installation is on the Ford 
Motor Co. Amazon River rubber freighter, “Lake Ormoc.” 











The Reflector & Illuminating 
Co., Chicago, has brought out a 
unit called “Kas-Lite Junior,” de- 
signed to meet the demand for a 
show case lighting fixture small 
enough to avoid interference with 
the view of the display. It is 7% 
in. by 1% in. and is made for use 
with the new standard 25 watt 
T-6% intermediate screw base 
tubular Mazda lamp. The reflector 
is chromium plated copper, finished 
in statuary bronze. 








The Beaver Mfg. Co., Newark, 
N. J., has just completed the de- 
velopment of two new flush recep- 
tacles as illustrated. Both the 
single and duplex types are of 
bakelite. Slots are provided for 
both tandem and parallel bladed 
caps and wires attach to the sides 
to afford easy inspection after the 
— is mounted in the outlet 
ox. 











The Van Dorn Electric Tool 
Co., Cleveland, is placing on the 
market a % in. light duty electric 
drill designed for use by electri- 
cians, plumbers, carpenters, me- 
chanics and automotive shops. Be- 
ing light and compact it can be 
carried in the tool kit and the han- 
dle design and reduced length 
make it particularly useful for 
close quarter work. It is equipped 
with a universal motor, operating 
on either direct or alternating cur- 
rent. 








The Durant Mfg. Co., Milwau- 
kee, offers the Model L-10 lineal 
measuring machine which is a 
unit designed for direct applica- 
tion to a machine using or pro- 
ducing wire. It is also useful in 
the stock room for checking and 
filling orders, and may be used as 
a portable unit or permanently 
attached to a machine. The speed 





standard model records in feet; 
may also be had to record in yards 
or meters. 





in pink, green, tan and silver. 








The Consolidated Lamp & Glass Co., Coraopolis, Pa., has brought 
out, under the trade name of “Martelé Modernizers,” a line of ceiling, 
runs as high as 800 R. P. M. The hanging and socket type fixtures, also a wall pocket attachment, which 

distinctly expresses the trend in modern art lighting without departing 
from simplicity of construction and design. The glass may be obtained 
in finishes of rose, jade, honey, French crystal. The fitter is furnished 
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a nationally known value—this re- 
versible toaster has lead the mar- 
ket for eight years. 


THE STAR-RITE FAMILY ARE 
BSTAR-Rite FANS—Quality First and Last 


STAR-Rite Fans for 1929 are offered in 3 attractive display and sell- 
ing colors—black and brass—ivory and nickel. Built to a high stand- 
ard of quality, the sturdy appearance, attractive finish, convenience 
details, and popular prices of these fans have made STAR-Rite the 
choice of alert dealers who want increased fan sales. The Ventilator, 
adjustable to any window—24-34” wide—and easily installed, is the 
Write for fan catalog. Non Oscillating 
$6.50; 10”, $10.00; 10” Ventilator, $17.50; Oscillators, 10”, 


latest addition to the line. 
models, 8”, 
$13.50; 12”, $25.00; 16”, $30.00. 


SOLD ONLY BY JOBBERS 


With the long handle, fur- 
nished FREE, this elec- 
tric cleaner serves prac- 
tically every household 
cleaning need. Floor cov- 
erings, draperies, uphol- 
stered furniture—even the 
interior of the automobile 
can be quickly and easily 
cleaned. In a ready sales 
market, these are selling 
points that will appeal to 
any man or woman. 
Retail, complete with ex- 
tension handle, $15.00. 





Send for complete catalog on STAR-Rite motor-driven and heating appliances; 


electric ranges and fans 


et ———_ xe +«=WAFFLE IRONS WITH 


HEAT INDICATORS 


Now—for as little as $9.00, you can offer a 
STAR-Rite Waffle Iron with the same heat in- 


- dicator that made the Empress such a wonder- 


ful hit when first marketed. Other models at 
$10.00 and $15.00. Beautifully finished in 
gleaming nickel, these STAR-Rite waffle irons 
offer dealers a wide range of models and 
prices, and each of them can be sold with the 
assurance that they will give complete satis- 
faction. Choice of black, blue, green, yellow 
or red handles. 


MEMBERS OF 
x 


Redesigned for 1929 sale—with 
a more attractive finish and 
beautiful engraving on top and 
side panels. This reversible 
model looks and operates like a 
$7.50 value. It is really the 


equal of any toaster on the 
Retail $4.50. 


market. 


The ideal quick mix- 
er for mayonnaise, 
cream, egg whites, 
light batters and 
drinks. Mixer is 
separable from base 
and may be carried 
to stove, table or 
sink. Rubber feet on 
base prevent creep- 
ing. Bowl furnished 
FREE. Price $10.00. 





THE FITZGERALD MANUFACTURING CO. 
TORRINGTON, CONNECTICUT, U.S.A. 
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ACQUAINT YOUR CONTRACTORS 
WITH THESE FACTS 


Wadsworth elfen: i 
Channel Banking “Tue ' 
= jl ype Switches : Ge” 
orgie Cut Installation 


Sealed Fuse Type 





No. 362 


-s Wie tees ee Cost to a Minimum Sealed Main Fuse Type 


With 2 Branch Circuits 
‘in same cabinet 


and 


Assure a Neat, Safe, Speedy Installation. Get this Point: No Conduit, Lock 
Nuts, Nipples, or Bushings Needed, and no separate troughs or lids between 
switches. 





SPECIAL NOTE—60 Amp. Meter Test Type Switches may be banked 
alone, or in connection with 30 Amp. Channel Banking Type Switches 
by using our New E.Z. Wiring Channel No. 15, giving 15-inch centers. 






























QUICK 
DETACHABLE 








Dome 
Reflectors 





OME Reflectors combined with the three types of socket fittings 
ID manufactured exclusively by Quad provide a practical and economi- 

cal line of lighting equipment for indoor or outdoor use. Construc- 
tion is strong, simple and weather proof. Sockets are easy to wire and 
reflectors may be attached or removed without disturbing the wiring. Re- 
flector is attached to socket fitting by inserting the porcelain receptacle 
through the top opening a quarter turn to the right and tighten supporting 
screws from below. Finished in green porcelain enamel outside, white in- 
side. Castings cadmium plated. <A highly profitable line to handle, 


QUADRANGLE MFG. CO. 


26 S. PEORIA ST. 
CHICAGO 


4 Ask for New 
Supplement A 
to Catalog 


REFLECTORS ) ap 























Hansman with McDowell 

G. E. Hansman, formerly cover- 
ing the Eastern territory selling 
the Williamson line of lighting 
fixtures, is now associated with 
E. O. McDowell, mfrs. agent at 
30 Church St., New York City. 

“Eddie,” as he is better known 
in jobbing circles, will now cover 
the metropolitan territory in the 
interests of Circle F Mfg. Co. 

ok *K * 


Chambers Co. Handles 
Mohawk 

The Fred E. Chambers Co., 204 
Holliday Bldg., Indianapolis, Ind., 
has been appointed representative 
of the Mohawk Conduit Co., Co- 
hoes, N. Y., in the territory of 
Michigan, except Detroit, and the 
entire states of Ohio, Indiana and 
Kentucky, except the city of 
Louisville, Ky. 








J. M. Redell, well known in the field 
of radio throughout the country, has 
been appointed Chicago sales repre- 
sentative of the Sonatron Tube Co. 
Mr. Redell is secretary of the Midwest 
Radio Trades Association and a direc- 
tor and member of the executive board 
of the Federated Radio Trade Associ- 
ation. He is also secretary of the 
Mayor’s Radio Commission of Chicago. 
He formerly was manufacturer’s rep- 
resentative for a number of firms but 
has given up these connections to de- 
vote his time entirely to the distribu- 
tion of Sonatron products. P. J. Run- 
dle, formerly with the Federal Radio 
Corp., has also joined Sonatron’s sales 
organization as district sales manager 
for Illinois (excluding Chicago), In- 
diana, Kentucky and Mississippi River 
towns. 
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THE ONLY, COMPLETE, DACKED, READY TO HANG 
UNIT ON FRE MARKET 
DESIGNED IN TRE MODERN 
STYLE 
CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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“First 


in the Field 
of Threadless Fittings»? 


The threadless conduit fitting was pioneered 
by KONDU in 1925—and this first successful 
threadless fitting immediately gained a wide 
acceptance in all branches of the electrical 
industry. 

During the past three years of field service, 
the design of KONDU fittings has been thor- 
oughly seasoned and constantly improved in 
details, adding to the efficiency of this labor- 
saving fitting. 


Easiest fitting to install 

When KONDU is used, conduit lines are put 
in much faster and easier. There are no 
threads to cut—no  back-breaking threading 
work. No expense for pipe stocks and dies, 
or threading machines. 

The KONDU fitting is simply slipped over 
the end of unthreaded conduit, and tightened 
with three or four turns of the lock-nut on each 
end—and holds with a bull-dog grip. 

No time is spent scraping the enamel off con- 
duit, as the sharp rings of the KONDU cut 
right through and form a perfect ground. 


It pays to use the best, 
for real Economy 
Users of KONDU report that the 50% sav- 


ings in labor pay back the entire cost of these 
fittings several times over. 


Unequalled for ease in 
making changes 

When a change in the conduit system is 
needed, KONDU Threadless Fittings come out 
of the line as quickly and easily as they go in. 
Users say that no other fitting can compare 
with KONDU on this point, as it is not 
necessary to disturb any conduit to take out a 
KONDU fitting. 


The line is complete - - 

there’s a KONDU fitting for every standard 
electrical requirement. Carried in stock by 
leading electrical jobbers at all points. 

The KONDU Book, showing the complete 
line of KONDU fittings and giving a number 
of conductivity tests of interest to every elec- 
trical man, will be sent on request. 


ERIE MALLEABLE IRON Co. 
600 West 12th Sreet 
Kondu Division, Erie, Pa. 


Merchandising Idea 


A new note in interior display 
material is sounded in the com- 
plete demonstration table display 
which the Hankscraft Co., Madi- 
son, Wis., is furnishing dealers for 
the promotion of sales of the 
Hankscraft egg cooker, “Egg-ett” 
and “Fairy” bottle warmer. 

The display consists of a three 
panel lithographed cutout, finished 
in eight colors, with a table on 
which the cutout is mounted. The 
center panel shows a_ beautiful 
woman, dressed in a_ breakfast 
robe, pouring a spoonful of water 
into the top bowl of an egg cooker. 
Side panel replacements carrying 
displays of advertisements which 
are soon to appear in national pub- 
lications will be sent to dealers 
with up-to-date literature at regu- 
lar intervals. Dealers putting in 
the demonstration display are 
automatically registered for this 
permanent merchandising service. 

On the table, below the cutout 


shelf, an egg service—tray, egg 
cups, and egg cooker—are dis- 


played. A container offers folders 
describing the complete line. 

The new color range, offering 
cookers in green, blue and yellow, 
the egg service sets in green, and a 
redesigned “Fairy” bottle warmer 
is said to be meeting with favor. 








To obtain the demonstrator dis 
play dealers are required to buy a 
standard package of twelve pieces 
at established discounts. (Two oi 
each of the six items.) The dem 
onstrator display is sent free with 
the merchandise. Drop shipments 
are made by the Hankscraft Com 
pany to insure the recording oi 
dealers for permanent merchandis 
ing service. 








KONDU 





The district sales managers of the Radio Corporation of America who me: 
at the executive offices in the Woolworth Building, New York, March 11 to 13. 


Left to right sitting: 


cago; A. R. Beyer, of New York. Standing: 


L. W. Yule, of San Francisco. 


P. Boucheron, of Atlanta, Georgia; P. G. Parker, of Chi- 


M. S. Tinsley, of Dallas, Texas; 
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| Loosen the lock- 
nuts— 


Push the bush- 
ings into the box 






Take out the 
Konbu Box 


; ———_—_===—=—= 


“DID YOU EVER SEE 
ANY OTHER FITTING 
THAT WILL DO THIS? 











“Neither did I! Konpu is the only fitting conduit, and slip the Konpu Box over the end. 
that can be taken out of the line separately, (2) Push the beaded bushings into place. (3) 
without disturbing any conduit.” Give the lock-nut three or four turns — and 


When you talk to electrical maintenance men, Konpv is in place to stay put. 


they tell you that the Konpu Threadless Fitting With Konpu, the savings in labor often pay 
is in a class by itself for saving time on changes back the entire cost of the fittings several times 
in conduit lines — besides the savings made on over. 


new conduit installations. Drop us a line for the Konpu Catalog, show- 


And you can see at once why Konou takes far ing the complete line of threadless fittings. 


less time to install — 
Erte MALLEABLE [RON COMPANY 
The Simplest, Handiest Fitting ieee eh eee ee Erie, P 


* Canad an Representat ve 
(1) Just slide a lock-nut over each end of the KONDU MANUFACTURING CO., LTD.., 
Preston, Ont. 


FIRST iN THE FIELD CAN BE TAKEN 
OF OUT OF THE LINE 
THREADLESS FITTINGS— ANYWHERE 
AT ANYTIME 
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SINCE 1895 





MORE NEW 
OUTLET BOX 
DEVICES 


WEBER 
OUTLET 
BOX 
SWITCHES 


\ 5 Amp. 125 V. 


Rating ) 3 Amp. 250 V. 


Approved by Under- 
writers’ Laboratories, 
February 24, 1928 


Cat. 
No. 
2646 S.P., 31/4, inch 
2647 S.P., 4 ~ inch 
2648 3-Pt., 31/4 inch 
2649 3-Pt.,4 inch 


A line of “dependable” 
toggle switches perma- 
nently attached to iron 
box covers. Binding 
screw terminals are ex- 
posed in the rear, as in 
sign receptacles. Covers 
may be black, galvanized 
or brass lacquer. 


Sold Through Weber 
distributors. 
Send for Sample. 


HENRY D. SEARS 


General Sales Agent 
60 BOYLSTON STREET 
Boston MASSACHUSETTS 




















Whine Devers 5 





Cunningham Opens 
Warehouses 
In connection with plans for in- 
creasing its national distributing 
facilities, E. T. Cunningham, Inc., 


| New York, recently announced the 


opening of two new warehouses 
located respectively at ‘Dallas, 
Texas, and Atlanta, Ga. 

The Dallas house will be in 
charge of James W. Cocke, while 
the Atlanta branch will be under 
the management of Paul M. Jef- 
ferys. The latter will take care 
of all Cunningham tube distribu- 
tion for the states of North and 
South Carolina, Tennessee, Flori- 
da, Georgia, Alabama and Missis- 
sippi, while Dallas will act as dis- 
tributing center for the states of 


Texas, Louisiana, Arkansas, Okla- 


homa and Kansas. Other ware- 
houses maintained by the com- 
pany include those at Newark, 
N. J., Chicago and San Francisco. 


In announcing these expansion | 


plans of his company today, 
George K. Throckmorton, vice | 
president and general manager, 


stated that the move was neces- | 


sitated by the widespread demand 
for immediate delivery of Cun- 
ningham tubes. The company, he 
said, supplies several hundred 
jobbers with radio tubes at the 
present time, and in order to im- 
prove the rapid delivery service 
that has been the policy of his 
company, an expansion of ware- 
housing facilities at strategic con- 
sumer centers has been inaugu- 
rated. 

Announcement has also been 
made of the appointment of Dom- 
inic F. Schmit of New York as 


| Chief Engineer of the company, 
| succeeding Roger M. Wise. 


> * * 


Phil Newell with Findlay 
in Ohio 
Phil D. Newell has just been 
made district manager for the Rob- 


_ert Findlay Manufacturing Co., of 
| Brooklyn, in the territory compris- 


| ing 


central and southern 
with office in Columbus, 

Mr. Newell has had wide experi- 
ence in the retail end of radio, and 
will visit the retailers in that dis- 
trict in behalf of the Findlay dis- 
tributors and aid them in their 
merchandising work in connection 
with Findlay radio consoles. 


Ohio, 


Webster says: ~ 
RELIANCE 


is the act of relying or state of be- 
ing reliant; dependence; confidence; 
trust. 








For 19 Years 


Morning 

| Noon 

| Nite 
RELIANCE 


TIME 
SWITCHES 


Have been living up to Webster’s defi- 
nition of “Reliance.” You can place 
your whole heart and soul in Reliance 
Time Switches. Every one is guaran- 
teed to give absolute satisfactory 
performance. 


15 IMPROVEMENTS 


incorporated in the present model. 


WE SERVICE 


all complaints and adjustments 
direct from the factory, thus sav- 
ing you time and inconvenience. 


Also Mfrs. 
of 
RACINE 
TIME 
SWITCHES 


ELIANCE 


Automatic Lighting Co. 
1907 Mead St. Racine, Wis. 
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hr Wiring (Convenient 
and COnOM MY 


Arrow Porcelain Receptacles fit into the picture of the 
Contractor’s daily work to wire modernly. 









































50 - _-40 
These sapeectes can be furnished in 660 watts at an eden in wo heed of 8 cents 





HY ” 


Get latest Arrow leaflet to give you a hand with new goods / 


Priced to help him 
make his profit on speedy but sturdy wiring jobs. ARROW looks ahead 
| —and keeps ahead of your customers’ new Wiring Device needs. Here’s 
Yi | HH the latest key to Contractors’ Receptacle-needs: 
‘| Shallow and Deep Back—with Shadeholder Groove—Fit 3%", 4" and Stud Boxes 
i ii] Cat. No. Std. Pkg. Lust Price 
WH 832 Pull, for 3% in. box with chain and cord . , : ; 50 : 52 
833 Pull, for 314 in. box with chain and insulator ; 50 : 52 
834 Keyless, for 314 in. box : : ; , . 50 ; 42 
One 835 Pull, for 4 in. box with chain and cord. : 3 ; ; : 50 65 
piece 836 Pull, for 4 in. box with chain and insulator ° : : ‘ d 50 , 65 
837 Pull, deep back, for 4 in. box with chain and cord ; ‘ : 10 4 80 
type 838 Pull, deep back, for 4 in. box with chain and insulator ; ; 10 P .80 
839 Pull bracket for 314 in. box with outlet . . : 10 1.15 
/ 840 Pull bracket for 344 in. box without outlet , ; 10 . 1.00 
| 1166 Stud strap for 832, 833 and 834 . : : F ; 50 .07 
1167 Stud strap for 835, 836, 837 and 838 . 50 ‘ 07 
= Pull receptacles can be furnished in 660 watts at an advance in I:st of 8 cents 
Flat Back — Lower Priced —for 34 in. boxes — with Plain or Shadeholder Rings 
Tu 0 “880 Pull, plain rit ring, with chain and cord , ‘ ; . ; : sO , 40 
piece 881 Pull, plain ring, with chain and insulator . ; : ; 50 ; 40 
883 Pull, shadeholder ring, with chain and cord. , , : ‘ 50 e .40 
type 884 Pull, shadeholder ring, with chain and i insulator : 


ArRow ELECTRIC Division 
THE ARROW-HART & HEGEMAN ELECTRIC CO. | 


aii, YARTFORD, CONN. 
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YOU SELL THE WEAPON 


That Fights 
fl) MAN’S GREATEST ENEMY 





ARKNESS has always been man’s greatest enemy. Daylight effectively 
banishes darkness, but darkness in turn banishes daylight. Electric light 
then is man’s best weapon in overcoming darkness, because it is under 
man’s control and is available at man’s will through the equipment you sell. 


The millions of Luminous Locators that have been sold are a mere 


fraction of what will be sold as a logical part of this equipment. 


A definite nation-wide campaign is on to modernize existing wiring and 
fixtures, and the little Luminous Locator is sharing in these sales of “Bet- 
ter Equipment.” 


Dealers, contractors and fixture manufacturers are mak- 
ing sales and enjoying profits. Are ‘you getting your 
share of this business? Are you doing anything to 
capitalize the potential business not yet realized? 


UNITED STATES RADIUM CORPORATION 
535 Pearl Street, New York City 


Manufacturers of UNDARK Radium Luminous Compound and owners of UNDARK 
Construction patents, under which most Luminous Locators are made. 
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Both a Pull and a Push 
For Bigger Sales 


IDEAL 


Portable Suction 
Cleaner and Blower 


It Blows!—It Vacuums !—It Sprays! 

210 Miles an Hour Suction—or without vacuum 
attachments—-a 210 Mile Gale. Can also be used 
for spraying liquids and powders. 

Here’s a product that’s EASY TO SELL and 





HAS A BIG MARKET because it’s the most money ae 
powerful portable cleaner on the market, and pA weer 
can be used in many different ways in any in- popular in ail 
dustrial. Cleans machinery and equipment faster, pase of tacee 
cheaper, better, increasing efficiency and pro- — 

longing life. 


Used as a 
blower, where 
a vacuum 
cleaner is not 
practical. 


5 Days’ Free Trial Mail Coupon Today 











Ideal Commutator Dresser Co. 429 
1047 Park Ave., Sycamore, III. 

Please send full information regarding the Ideal Portable Suction Cleaner and Blower. 
RRR occccks + tnccdcaesndepegeek eas bats hike ey eee eee one eee eee 


Ce eT ee eee ee ee ee eo eee TTT ST ST ST ST $2 


City ent SOG iis Shes ieee coe as 
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From the expression on Mike Pow- 
ers’ face he must have been successful 
in selling the purchasing agent of the 
“Hall of Fame” (in the background) 
on reserving a niche for the bust of 
M. J. Powers, sales representative in 
New York City. Bob Andrews of 
Monowatt, who obligingly took this 
photo, maintains Mike is as close as he 
ever will be to that particular building. 
The M. J. Powers Co. is now located 
at 67 W. 44th St., where it is devoting 
considerable effort to the Hammond 
synchronous clock, the Abox Company, 
Webster Electric, Danbury Electric 
Mfg. Co., and Porcelain Products. 





New Tube Company 
Organized 

An announcement of interest to 
the radio world has recently been 
made, to the effect that an organ- 
ization of pioneer radio tube man- 
ufacturers and engineers will op- 
erate as the Triad Mfg. Co., Inc., 
in Pawtucket, R. I. The company 
will shortly place on the market 
a complete line of “Triad” radio 
tubes, including all popular types 
and also television and photo-elec- 
tric cells. 

The following. men will be as- 
sociated as officials of this enter- 
prise: George Coby, president; 
Ely Egnatoff, treasurer; Harry H. 
Steinle, vice president and general 
sales manager; W. Cepek, sec. 

A large three story building has 
been purchased and completely 
renovated. The very latest tube 
manufacturing machinery has 
been installed. Chemists, engi- 
neers and an executive personnel 
of national reputation have been 
employed to direct the manufac- 
turing details of the company. It 
is planning to begin production 
almost immediately. 

Distribution of “Triad” tubes 
will be made through franchised 
jobbers and manufacturers only. 
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“Behind the 
Salesman’s Call” 














OHN WILLYS—outstanding American manufac- 


JOHN N. WILLYS turer and merchandizer—says: ‘““The commodity must 
be at least two-thirds sold before the salesman closes 
the purchase.” 


a t * * & 


This publication is a part of that essential selling job 
that means the ultimate order. 


Behind the salesman’s call is a great chain of information. 
Changes in practice, new ideas, new policies of manu 
facturing and marketing—all these reach your eye as a 
reader and buyer through the editorial pages. 

And just as the editorial pages point out new methods 
and new opportunities of cost-saving or profit-making so 
the advertising pages reinforce the editorial content with 
their specific information on products, commodities or 
services that will put their new ideas to work in your 
‘business. 

When you reread this issue think of it not as pages of 
printed paper but as an inventory of information and 
products and service to help its readers—its editorial 





The A. B. P. is a non- material selected from the best of the present, its advertis- 
profit organization ; _ a 

poy reer have ing pages, the paid announcements and descriptions of the 
pledg ves to : : 

a working code of output of businesses made to serve you as yours is run to 
practice in which the 

interests of the men of serve others. 


American industry, 
trade and professions 
are placed first--a code 























subscribers, and 
honest advertising of 


dependable products, 
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«WIRING ~ 
ICES 














Kitchen Pendant 


Write for our new 





‘Complete Line 
RODALE MFG. CO. 


200 HUDSON STREET 
NEW YORK 


Consta 
Bette netly 





| An extensive advertising cam- 
| paign which will include broad- 
|casting and newspapers, trade 
}journals, direct mail, dealers’ 
ihelps, ete., will shortly be inau- 
| gurated by the company. An 
}original appropriation of $500,000 
ihas been set aside for advertising 
}and publicity. 


| 
| 


* 


Kester Now Merchandising 
Manager 

L. W. Kester has been ap- 
pointed merchandising manager 
of the electrical division of the 
Benjamin Electric Mfg. Co., Chi- 
cago, also chairman of the mer- 
ichandising division. R. W. Staud, 
|advertising manager, has_ been 
|made secretary of the committee. 














} 

| The Grigsby-Grunow Co., Chicago, 
| makers of Majestic radio receivers, an- 
|'nounces the appointment of the Ma- 
| jestic Distributing Co. to handle its 
sales in Washington, Oregon and Mon- 
tana. The new company, with its 
headquarters established at 308 Colum- 
bia St., Seattle, Wash., already has 
branches in Portland, Spokane and 
Butte. Heading this organization is 
William O. McKay, shown above, a 
well known business man of Seattle. 
His work during the past twenty years 
would indicate, according to the man- 
ufacturer, bright things ahead for Ma- 
jestic dealers in that territory. Dealer 
good-will and enthusiasm are all-im- 
portant in Mr. McKay’s picture of dis- 
tribution, and his experience has sat- 
isfied him that these factors can best 
be obtained by absolute fairness in the 
handling of the many little points of 
difference that constantly come _ up. 
Grigsby-Grunow started its new dis- 
tributor off with a full trainload of Ma- 
jestic sets and radio-phonograph com- 
binations. No sooner had Mr. McKay 
completed arrangements for a big re- 
ception for these 20 by 50-foot cars 
than he was on a train headed for Chi- 
i|cago to get another one. There’s en- 
|thusiasm and aggressiveness for you. 
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SODA 








“It has a grip like its namesake” 














Biill Dai 


REGISTERED 


Split Knobs 





“Trese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 








Sold Through Wholesalers 


Illinois Electric Porcelain Co. 


Macomb, Illinois 
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Many mose places for RomeX under 
| 1928 Code Rules 


You can now sell RomeX for use in more places than 
ever before. Both in old houses and new ones; in cel- 
lars, home laundries and 2-car garages; in apartment 
houses with wood-frame partitions; and small stores 
and offices in residential localities... This means greater 
profit on more jobs for your customers—and at lower 
cost. For RomeX is easier to handle, quicker to install, 
needs fewer fittings—all of which cut labor costs. 
Do you know the story of RomeX? If not, let us send you 
complete facts. Just ask for the latest RomeX booklet. 


ROME WIRE COMPANY, Rome, New York 
Division of General Cable Corporation 2902-R 


ROME WIRE 
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Easy Sales 
with the 


DETROIT No. 44 


LECTRICIANS are _ instantly 
| attracted by the handsome, 

practical red enamel finish and 
the unusually compact, sturdy con- 
struction of Detroit Torch No. 44— 
and their interest increases to the 
point of an easy sale as its numerous 
exclusive features, which account for 
its long life and unsurpassed per- 
formance, are pointed out to them. 
That is why the Detroit No. 44 is an 
exceptionally profitable torch to 
handle. 


If your house does not carry Detroit 
Torches, write for a catalog and complete 
information. 


DETROIT 


- TORCHES & FIRE POTS == 


DETROIT TORCH & MFG. CO. 
DETROIT VY MICHIGAN 
New York Office B.S. Alder Co. - 65 Warren St. 











A catalog full of information and fixtures that will 


help you build up your sales and list of satisfied 
customers. Showcase, Wallcase, Refrigerator, 
Show Window, Picture, Bank, Theatre 
Lighting and Interior Electric Signs. Day- 
Brites are guaranteed. The factory 
stands behind your every sale. It’s 
a good line to sell so get your copy 
of Catalog Eight—just out. 


Day-Brite Reflector Company 


3825 Laclede Ave., St. Louis, Mo. 








D. J. Quinn, Sonatron’s 
Vice-President 

D. J. Quinn, formerly sales 
manager for the western territory 
of the Sonatron Tube Co., has 
been appointed vice president in 
charge of sales, according to an 
announcement made at the Chi- 
cago office of the company. Mr. 
Quinn has the distinction of hav- 
ing been the first salesman em- 
ployed by the Sonatron company 
in 1922. 

Recent changes in the officers 


| of the company have made Nathan 


Chirelstein chairman of the board. 
Harry Chirelstein has taken over 
the presidency. 

R. L. Marshall, office manager 
of the Chicago office and super- 
visor of warehousing, testing and 
shipping, has been made secretary 
of the company. 

‘ a 


Tube License Granted 
Raytheon 
The Radio Corporation of Amer- 
ica has granted its first tube li- 
cense to the Raytheon Mfg. Co., 
Cambridge, Mass. 


* * X* 


Wadsworth Appoints 
Representatives 

The Wadsworth Electric Mfg. 
Co., Covington, Ky., announces 
that the following additions have 
been made to its sales force: C. S. 
Campbell, 1361 9th St. N., Nash- 
ville, Tenn.; J. T. Clarke, 520 
Peters Bldg., Atlanta, Ga.; A. J. 
Heinzmann, 505 Odd _ Fellows 
Bldg., Indianapolis, Ind., and H. 
N. St. Clair, 508 Caxton Bldg., 

Huron Rd., Cleveland, Ohio. 


* * * 


Federal Steel Appointments 
Announced 

H. Kolton, sales manager of the 
Federal Steel Products Co., New- 
ark, N. J., announces the follow- 
ing changes in sales representa- 
tives: 

The Hastings Sales Co., Bos- 
ton, replaces James H. Healey. 
Complete warehouse stock will be 
maintained at 42 Binford St. 

The Electric Service Device 
Co., 917 Greene St., Philadelphia, 
is taking over the territory of 
Fred W. Carry and will also carry 
a stock. Mr. Carry has_ been 
transferred to the Newark office. 
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“There’s Nothing 
Like It!” 


Slip one of these unit blocks in your pocket—and, 
after you’ve broached the subject of 


NUBLADE SWITCHES 


spring it on your customer 


There’s nothing like it—nothing like it to help you “stage” your 
talk. Nothing like it to catch your customer’s interest. Nothing 
like it to focus his attention on the features of the switch you want 
him to use for general industrial installations. __ 

He can see things better than he can hear them. And you can sell 
him quicker with this little demonstrator than without it. Try it. 





Nublade Switches | 


Are standard in 
30,60, 100, 200, 400 and 600 amp. 


If haven’t got f these Nublad it block assemblies, 
Sete ange iowa raied ence et purines a 250 volt A. C. or D.C. | 
600 volt A.C. 
CoLt’s PATENT FirE ARMS Me. Co. ey ae aN 
ELECTRICAL DIVISION » 3, 4 and 5 pole types 
Hanrrorp, Connecticut, U.S. A. @ Single Throw Quick Break 





Externally Operated Outside Lockoff 


33-N-34 NEW YORK > BOSTON + PHILADELPHIA * CHICAGO + SAN FRANCISCO 
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E-Z 


Bolt Anchors 


are 


Easy to Sell 








Vachon a Ae 
© BERET 


* Shooter 


Because— 


they are guaranteed to give an- 
chorage beyond tensile or shear- 
ing strength of any wrought iron 
bolt, and because of their neces- 
sity in fastening to concrete, 
stone or brick, such equipment as 


signs, motors, transformers, drill 
presses, lathes, milling machines, 
grinders, shapers, buffers, trans- 


mission machinery, overhead ma- 
terial handling equipment, pipes, 
theatre chairs, awnings, etc., etc. 
There’s Profit in This Line 
for You 
Why not clip the coupon NOW so we can 
send you free sample 


Kempton Mfg. Corp. 
148 West 23rd Street 
New York City 











Westinghouse Lamp Pro- 
motions 


Fred S. Kinsey, former mana- 
ger of the Westinghouse Lamp 
Co., Philadelphia, has been pro- 
moted to manager of the middle 
western division, with headquar- 
ters in Chicago. His place will be 
taken by George B. Mackey, for- 
merly miniature lamp specialist 


| in the Philadelphia district. 


From the company’s East Pitts- 
burgh house comes an announce- 


ment of a 10 per cent reduction | 


in the price of the standard 50 
and 60 watt Mazda lamps. The 
prices on the 10 and 25 watt sizes 
in colored lamps and the 40 watt, 





ivory and old rose, have also | 
been reduced five cents each. 
* *K * 


Majestic Corporation Formed 

The Grigsby-Grunow Company 
announce the formation of The 
Majestic Corp., with offices at 120 
S. La Salle St., Chicago, to finance 
the paper of its authorized dealers 
in connection with installment 


sales of Majestic Electric Radio | 


Receiving Sets. 

All of the stock of The Majestic 
Corp., will be owned by the 
Grigsby-Grunow Co. The office 
will be in charge of Mr. Harry C. 
Straus, and the officers will be: 
B. J. Grigsby, president; W. C. 


| Grunow, vice-president and treas- 
| urer; A. C. Winnan, secretary, and 

R. R. Trimarco, assistant secretary | 
| and treasurer. 


ok ok * 
Fralick Appoints Four New 
Agents 
S. R. Fralick & Co. of Chicago, 
manufacturers of the Kwikon line 
of fittings, announces the appoint- 


| ment of several new agents, as fol- 
lows: 


The South Factory Distributors, 


| Dallas, Tex.; the Altitude Sales 


Co., Denver, Colo.; W. I. Otis, San 








Francisco, Calif., and A. R. Mc- | 
Nally Co., Cleveland, O., in their | 


| respective territories. 


* * * 
Thomas Wrigley Moves 


The Thomas Wrigley Co., man- 
ufacturers of toggle bolts, has 


rs F 
: | moved from its former quarters, 


504 S. Sherman St., to new and 
larger quarters at 609 W. Lake 
St., Chicago. 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturdy Glade Shop 
Lights. They are oil, gasoline and 
grease-proof and have absolutely un- 
breakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
policy—priced right to give you a 
handsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 
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Flectrical and 
Ventilatin g 

Contractors 

are 

Unanimous 
in their 

PRAISE 
of this 


book; 


Fave 


YOU RECEIVED 
YOUR COPY YET? 


This American Blower Book contains a complete sales and merchandis- 
ing plan for Ventilating Contractors and Electrical Dealers—tells where 
and how to sell Electric Ventilation—gives complete sales and advertis- 
ing plans for dealers that are simple, effective and practical—contains 
samples of American Blower literature, technical data and sales helps. 
We still have a limited number of these books available—the coupon 
will bring you one free of charge— American Blower literature, sales 
helps, technical data and merchandising plans will be furnished to your 
dealers gratis. Write today. 







AMERICAN BLOWER CORPORATION, DETROIT, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONT. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 


PrYYvVVT TT 








the send me, without obligation, your 1929 Sales Plan. Ameri can RI ow er 














Firm VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 





MANUFACTURERS OF ALL TYPES OF AIR Sw wi anouns EQUIPMENT SINCE ree 


Full Address 
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Architects 


Specify 


“Galvaduct” and “Lori 
cated” Conduit. Be sure you 
sell these conduits to your 
contractors so that they can 
make installations accord- 
ing to specifications. 


GARLAND 


MFG. CO. 


Pittsburgh, Penna. 


























Guards 











These tin finished 
steel guards are made 
in sizes to protect all 
lamps up to 200 watt. 
Flexco-Lok close with 
key and 
screwdriver. 
line. 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, ms” 
fi 










Flexco with 
Work this 









































| main 


| vacuum tubes, 


| crease in capitalization. 


DeForest Acquires Second 
Audion Factory 
James W. Garside, president of 
the DeForest Radio Co., Jersey 
City, N. J., announces that a 
second plant has been acquired at 
Passaic, N. J., and is being re- 
modeled and equipped for the 
production of DeForest Audions. 
There is floor space of about 70,- 
000 square feet, contained in three 
buildings of the Passaic plant, | 
which is located directly on the | 
line of the Lackawanna 
Railroad. An interesting feature 
of this new factory is the air- | 
conditioning system, which will | 
provide any degree of humidity or 
dryness required, and which is 
invaluable in the production of 
particularly in the 
high-vacuum types. 
* * x 

Automatic Electric Heater 

Co. Names New Officials 
Changes in the official person- 
nel of the Automatic Electric 
Heater Co., Pottstown, Pa., have 
been announced following the in- 





The new appointments of off- 


cers include James B. Bailey, 
prominent in banking circles, as| 
president of the company, and| 


W. C. Sears, heretofore associated | 


| with Robeson-Rochester Co., gen- | 
|eral manager and treasurer. W.| 
F. Clark remains as sales mana- | 
ger and vice-president. | 

The trade name under which | 
the heaters are sold is “Sepco| 
Flameless” besides which the} 


company will manufacture an en-| 


tirely new line of electric air| 
heaters, glue and solder pots, and | 
| special electric heating units. 
Raphael Gallaher Dies | 
Raphael Eccleton Gallaher, pres- | 


Wire Co., 


| New 


| sociation. 
secretary of his company from the 


ident of the New York Fnsulnsed | 
died at his residence at | 
375 Park Avenue, New York, on 
February 10. 

Mr. Gallaher, who was 78, was a 
pioneer in the wire and cable in- 
dustry. In 1884, he organized the 
York Insulated Wire Co.,| 
which is now a member of the 
Wire & Cable Section of the Na- 
tional Electrical Manufacturers As- 
He held the position of 


time it was organized until 1927 
when he became president. 
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SRK 


Trade Mark 


WIRE CONNECTORS 


THE BETTER KIND 





A perfect joint every time plus 
simplicity and dependability. 


A joint which is safer, stronger 
and better mechanically and elec- 
trically. SRK’s embody everything 
necessary to make such joints. 
There is nothing more to ask for 
—and the job is done in a Jiffy. 1 
size for combinations of No. 14, 
No. 16 and No. 18, solid or strand- 
ed, up to 4 No. 14 and 2 No. 18, 
or equivalent. 


Listed by Underwriters Labora- 
tories. Samples upon request. 
Pat. No. 1635293. Other patents pending. 


Manufactured by 


JIFFY WIRE CONNECTOR CO. 


HACKENSACK, N. J. 


General Sales Office 
522 Broadway 
NEW YORK CITY ° 
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What'll I Charge 













him for these 


INDUSTRY 


Plates? 


Says the 


Contractor 


And Right There comes up one of the great 

Pp 

questions of today~ Not only affecting the 
Contractor’s business but your Jobbing 


oe question has been finally solved, for all 

the products that the contractor uses, by 
ELECTRICAL CONTRACTING, the magazine published 
by the same company as your JOBBER’S SALESMAN. 
In every issue, ELECTRICAL CONTRACTING publishes 
a 32-page resale price list for the contractor, telling 
him just what to charge for all the thousands of 
items and sizes of materials and devices he uses in 
his daily work, so that he will derive a profit from 
each. It is the biggest and most constructive piece 


business as well! 


of work ever done to help the contractor make 
money. As such it is something for every jobber 
and jobber’s salesman in the country to get back of. 


It is your best bet to see to it that every con- 
tractor subscribes to ELECTRICAL CONTRACTING; 
15,000 do now, but some may not be getting it. 
Then you should urge him at every opportunity 
to make use of the price list, so that he gets the 


habit. It’s money in your own pocket. 


WE WILL SEND ANY JOBBER OR JOBBER’S SALESMAN A SAMPLE COPY OF ELECTRICAL CONTRACTING CONTAIN- 
JOBBER'’S SALESMAN, 53 W. JACKSON BLVD., CHICAGO 


ING THIS PRICE LIST FREE UPON REQUEST. THE 
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Temple Transfers General 
—1873 Office Location 


The Temple Corp., Chicago, re- 
cently announced to the trade the 
removal of its general offices from 








-YAGERS 
| SOLDERING 
B) 4 SALTS 


mS 


St., Clearing Sta 


K 


tion. 
* Ox 
Colored Lighting—the 
Latest in Radio 
A novel and fascinating inno- 
vation in the radio field is the in- 


And then say, corporation of color lighting in 
‘6 | the radio cabinet. This is a de- 
H Ww ' velopment of the Edison Lamp 

O many Works of General Electric Co., 

Y 9 99 Harrison, N. J., and is accom- 
ager S a plished by a color curtain in the 


cabinet which, when the light 





In Yager’s Soldering Salts and 


Paste you have one of those sma!l switch iS turned on, gives a blend 
but necessary items that help to 7 ; ‘ ae 
build up every order—and which of color tones, at times a solid 


should always be mentioned. 3 ‘ . er Syme nike 1 
ele. andthe. aad came: ey color, changing slowly and _ stead- 
yell kno s ; fc 
a en ee ily through every shade of color. 
Samples?—Price list?—Sure—just * *K * 

write. 


Alex R. Benson Co., Inc. rea YRS Rie a 

J. A. Hawks, Inc., New York, 

Hudson, N.Y. announces that effective February 

1929— 1, the company will represent the 

M. B. Austin Co., Chicago, pro- 

ducers of outlet boxes and conduit 
fittings. 








New H. & H. Sales Repre- 
sentatives in Middle West 


of the Arrow-Hart & Hegeman 
Electric Co., Hartford, Conn., an- 
nounces the appointment of H. J. 
Fonda as Michigan representative 


» 


succeeds Earl R. Sayre, who is 
now acting as a general territory 
| salesman, located at Cleveland. 
L.. |. Brunson, formerly with 
the I. A. Bennet Co., is also a re- 


“] OK'd It Long Ago” cent acquisition, covering the 


The Hart & Hegeman Division | 


_ with headquarters in Detroit. He | 


southwest with headquarters at 


New “MASTER-SIZE” Wire- St. Vaeie 

mold opens up big field of Another addition is Mabry O. 
industrial and commercial in- Weems, representative in the 
stallation. Wiremold BEAM- southern district working out of 
STRAP” makes it almost as New (isieane 1s. 

easy to lay wires ‘round **« *® 

beams as on surface. Other Mew Vork Glice of Unies | 


new features and sales helps. 
Write for catalog and inter- sal Metal Moves 


esting details. The Universal Metal Box & 
Products Co. has moved its New 


The Wiremold Company York office to 125 Church St. 


This company’s line is no longer 
Hartford, Conn. , a 7 & 
being handled by Frederick Rall 


| Co., Inc., of that city. 





plant No. 2 at 1925 S. Western | 
Ave., to plant No. 1, 5253 W. 65th | 

















Color Lighting Equipment 


For Interiors and Exteriors 


“tz Color Hoods 


For lamps up to 60 watts. 
(Full and half types.) 


Laco Color Hoods 


For lamps 75 w. to 500 w. 
(Single or two tone effects.) 


Color Plates 
For flood lights, spots, etc. 
oblong in 


(Also square and 
shape.) 


Color Cylinders 


For Street lighting units, 
wall pockets and decorative 
lighting effects. 


(Made semi or full circular) 





Headquarters for Color 


Ask for Illustrated Pamphlet 
“PROFITS FROM COLOR” 


ELECTRIC COMPANY 


MANUFACTURERS RECO SIGN FLASHERS 
TRAFFIC CONTROLS, SMALL MOTORS, ETC. 


2650 W. Congress St. - «= Chicago, Ill. 


























Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W. J. WALTON, Mer. 
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Where you can drink of 


Nature’s Greatest Health Waters 


Amid Surroundings of Unsurpassed 
Comfort and Elegance! 


Visitors to this finely appointed, luxurious hotel acclaim it 
one of the very finest resort hotels in America. Refurnished, 
redecorated and equipped with unsurpassed elegance, The 
Elms will appeal to the most fastidious or most critical guest. 


Here you can tone up your system, regain your health with 
our world famous mineral waters and baths and if you wish, 
enjoy all the pleasures of resort life, golfing, swimming, 
horse-back riding, boating, tennis, etc. For reservations or 
beautifully done book, fully illustrating the beauties of The 
Elms and Excelsior Springs, write, wire or phone F. F. Hagel, 
Managing Director. 


The Elms is only 28 miles from 
Kansas City, nestling amid sur- 
roundings of natural beauty, 
with paved highways leading 
in all directions. 





One of the Worlds Most Famous Mineral Springs Resorts 
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Outstanding 
FEATURES 








Transformers 


1. They are approved by the | 
Underwriters. 

They have been sold for the 
last fourteen years. 


tw 


3. More than a million are 
now giving _ satistactory 
service. 


4. They are absolutely guaran- 
teed. Defective transform- 
ers replaced without charge. 


Manufactured by 


KILLARK 


ELECTRIC MANUFACTURING CO. 
3940 Easton Ave. St. Louis, Mo. 














IN NEW ENGLAND 

it’s 
TUTIN 

for quality lines 
Sold Thru Jobbers 


Warehouse Stocks 


Manufacturers’ Representative 
at 


182 Purchase Street 
Boston, Mass. 











Wrigley Toggle Bolts 


‘Wrigley 
For Quality’”’ 


DEC.3,1901 






Made of heavier 


= be 

os >S gauge steel. 

~” =o 

= Can be put through 
c a] smaller holes than 
o zoe . 

” =s the ordinary toggle 
Qa Fa bolt. 

& 

= First Toggle Bolt 


made. 


THE THOMAS WRIGLEY CoO. 
504 Sherman St., Chicago, Ill. 











| l:ghting laboratory. 


| the 
|The fields covered by the infor- 


Curtis Lighting of New York 


Moves 
Curtis Lighting of New York, 
Inc., formerly located at 31 W. 
46th St., announces the removal 
of its general offices and show 
rooms to the twelfth floor of the 
New York Central Bldg., 230 Park 


Ave. <A large portion of this 
space will be devoted to a_ per- 
manent exhibit of X-Ray prod- 


/ucts and an elaborately furnished 


lighting studio, also a_ fully 


equipped testing and experimental 


*k * 


Latest Trade Literature 

The Fitzgerald Mfg. Co., Tor- 
rington, Conn.—A well illustrated 
catalog on its complete “Star- 


| Rite” line of electrical appliances 
| for 1929 has been issued by Fitz- 


gerald. 


Grigsby-Grunow Co., Chicago.- 


al . . . . | 
This company is issuing a house | 


organ, “The Majestic Super-Dy- 
namic Speaker,” containing among 
other things pictures and news 
about and letters from the Majes- 
tic family everywhere. 


Trumbull Electric Mfg. Co., 
Plainville, Conn.—A _ temporary 
catalog page 28 on the “T. T.” 


switch has been issued for inser- 
tion in catalog 13 or bulletin 7. 





3ryant Electric Co., Bridgeport, 


| Conn.—This company has sent out 


special letters addressed to con- 
tractors and architects and which 
have inclosed with them actual 
size picture cards of flush tumbler 
switches and flush duplex recep- 
tacles with brown composition 
plates. These cards can be pinned 
on the walls and base-boards to 
illustrate to prospects just how 
conveniently these products can be 


| placed and just how they will ap- 


near when installed. 


Westinghouse Electric & Mfg. 


Co., Mansfield, Ohio—An indus- 
'trial electric heating apparatus 
| catalog has been distributed by 


industrial heating division. 


mation in this book are such as 


have to do with heat treating and 
enameling, melting of alloys and 
| metals and electric heating ele- 











TOP f 
Lamp ee 
Thefts — - 


S 




















Socket with ee 
outer Casing = 
ceaores and GRIF i 
arip - lock 
hae being at- iia 
w nsu- tochan a - 
lated tab and fetaita. 
_ thread 


Grip-Lock has an imme- 
diate appeal to industrials 
and other users of lamps 
in exposed locations. 


Fully 50 per cent of lamp replace- 
ments are occasioned by theft. Grip- 
Lock saves this huge waste. Perfect 
contact, lamps cannot vibrate loose, 


sens Seine Sci JOVBBERS 
WANTED 
East Haven Specialty Co. 


and profitable. 
Manufacturers of Grip-Lock Products 


EAST HAVEN, CONN. - - U.S.A. 





current. 











Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


QS 


Be A Booster 


Tell your friends 
about 


The 
Jobber’s Salesman 
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Distributors! 


—— Here’s a ham- 

53) mer _ designed 

m especially for 
electricians. Us- 
ers praise _ its 
merits; dealers 
say it taps a 
lively market. 


Long poll reaches into 
outlet boxes with ease. 


Reach over pipes and 
into inaccessible cor- 
ners. The long poll 
makes this possible. 


There is good profit for distribu- 
tors and dealers in this No. 77 Elec- 
trician’s Hammer. The tool retails 
at $2.00. We pack two in a box 
that opens into a flashy counter dis- 
play. We'll be glad to make a 
sample shipment. Write for prices. 
Ask for Catalog of Evansville 
TESTED Tools. 


EVANSVILLE TOOL WORKS, Inc. 
702 West Maryland Street 
Evansville—Indiana 
For Forty Years, Forgers of Hammers, 
Hatchets, and Axes. 


initions of heat-treating terms and | 


| 


| 
| 





| 
| 
| 
| 
| 





ments. It includes concise defi- 


practices, together with methods 
of determining size and capacity 
of equipment, cost of operation 
and rate of production. 


Wagner Electric Corp., St. 
Louis, Mo.—No. 161 bulletin is 


tions for the installation and oper- 
ation of power and distribution 
transformers. 


Reynolds Electric Co., Chicago— 
This company announces bulletin 
No. 47 which describes its line of 
flashers for electric signs and dis- 
plays, color lighting equipment, 
trafic controls, timers, motor 
driven dimmers, motors, and re- 
flectors. 


Edison Lamp Works of General 
Electric Co., Harrison, N. J.—A 


|portfolio has been compiled by 
this company entitled 


“Light— 
The New Vogue in Radio Cabi- 
net Design.” 


covering this latest innovation in 


| 
| 
| 


off the press. It contains instruc- | 
| 


| 
| 
| 





| 
( 


It contains descrip- | 
|tions, illustrations and diagrams 
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Heavy Duty 


Transformer 





Where transformers of 
larger capacity and 
heavier duty are required 
it wili pay to use the 
Dongan Heavy Duty 
Transformer. 

For use with Annuncia- 
tors and alternating cur- 
rent transformer bells. 

Special Transformers for All 
Requirements 


Complete information on request. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 











\( TRANSFORMERS of MERIT for FIFTEEN YEARS // 


D 











the radio field by which colored 
lighting is incorporated in the ra- | 
dio cabinet. | 








| ape seer 


| E. T. Cunningham, Inc., New| 
| York City—A loose leaf socket 
|booklet with an attractive and 
‘serviceable binder is being dis- 
tributed to its dealers by this | 
|company. It contains 237 models, | 
'and additional pages will be sent 
|out as new models appear. Each | 
page gives the receiver manufac- 
turer, the model name or number, | 
a diagram of the socket position, | 
a socket number and the circuit | 
position of each. Below is a table 
listing the proper type oe 
ham tube to be inserted in each | 
| socket. | 
| 





Nation Wide En- 
dorsement for 


Uniform 
Quality 













ia padi 

| The Appleton Electric Co., Chi- | 
|cago, has issued an_ attractive | 
36-page bulletin, 9-A, on Apple- 
ton malleable no-thread Unilets. 
Copies will be furnished to any 
|interested in this line. 
Standard | 


Since 1915 | Artistic Lighting Equipment 
_Ass’n, New York City—A booklet 








E. T. Cunningham, Inc. 
New York Chicago San Francisco 


i elle ie a ee 


in colors on Exterior Lighting 
and the Use of Lanterns has been 
prepared for general distribution. 


No. 562 


HESE gigantic reflectors for out- 
door floodlighting are particularly 
profitable items for Electrical Jobbers. 
They need not be stocked—shipments 
are made direct and the Jobber is fully 
protected in the matter of price. Other 
designs are also available, as well as a 
complete line of theatrical lighting 
specialties, including: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 





Write for a copy of 
our Electrical Trade 

Catalog Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING CO., Inc. 
32! West 5Oth Srreetr 
NEW YORK,N.Y. 
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“Current Breaker” 
—the heavy 
Duty Switch 


Unfailingly dependable no mat- 
ier how severe the service — be- 
cause of such features as self- 
aligning blades—molded, crack- 
proof base—doublecurrent break 
with air-blanketing which prac- 
tically eliminates arcing —and 
blade hinges which carry 
no current. 


% 
% 


which 


QWITCHES 


Sell Each Prospect 


---- Because they more than fit his need 


VERY sales obstacle—every need 
—is now met by the Trumbull- 
Vanderpoel Line of Safety Switches. 


The T-V “Current Riabor” 


only switch incorporating every 


is the 


known advantage to be had in safety 
switches. It satisfies the most ex- 
acting customers. T-V Series 7000 
Service Entrance Switches offer re- 
markable quality and long life at a 
price to fit the demand. And in 


between are other types to cover 


completely the market—all of the 
same dependable workmanship and 
good-will-holding quality. 

The long standing reputation of 
Trumbull-Vanderpoel Products for 
quality is now backed by that of 
CUTLER-HAMMER, Inec.—another 
reason why you can sell T-V Safety 
Switches everywhere—why pushing 
the T-V Line will multiply your 
success on this profitable item— 


safety switches. 


The Trumbull -Vanderpoel Electric Manufacturing Co. 
Subsidiary of CUTLER-HAMMER, Ine 


Bantam, Conn. 


Safety Switches 





Sor Every ad a High Quality Switch. 


9436 
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Golden Jubilee 
Bull Market 


May I—November I 


O 


Remember the Nela “Round Up’ and “On to Wels'a~ 


those profitable lamp merchandising contests for jobber 
salesmen? Well—they were merely foot-hills compared 


with the mountains of interest that the GOLDEN 
JUBILEE BULL MARKET contest will create. 


This contest will begin May 1, and end November 1, 
1929. Climaxing the contest will be a two months’ retail 


? 
agents contest. 


Interest in electric lighting will reach a peak in the fall 
—because of LIGHT'S GOLDEN JUBILEE. 
Here’s a real chance for you to get in on the ground 
floor of a rising market. A prize announcement booklet 


from your sales division will fully explain the contest. 


National Lamp Works of General Electric Company. \ 


NATIO 


j 





AZLDA 


L 
MAZDA~ the mark of a Research Service... L A M P ~ 
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PepRODUCERS 
: that assure 


satisfaction with 
all radio receivers! 





Exceptional tone quality and vol- 
ume...a Condition Equalizer that 
compensates for inequalities of audio 
amplifiers ... moderate price within 
the means of every set owner... these 
three features make Newcombe- 
Hawley Magnetic Cone Reproducers 
big sellers. Order a stock today and get 
your share of this profitable business! 


MODEL 83 
(shown at left) 


Portable model in 
walnut—with or 


The without Condition 


CONDITION EQUALIZER Equalizer. 


boosts reproducer sales 

MODEL 81 
The Condition Equalizer offers me : 
three step control of tone qual- (shown at right) 
ity, and compensates for varia- Table model with 
tionsin conditions of broadcast unit concealed be- 
reception and in the quality of hind grill—with or 
audio amplifiers. Clear articu- without Condition 
lation of speech depends largely Equalizer. 

on the higher frequencies. For 

this reason speech is more 

easily understood if the equal- 

izeris seton the“high”position. 

Music is often more pleasing 

on one of the other settings. 

The Condition Equalizer is a 


big sales feature. THE COMPLETE NEWCOMBE-HAWLEY 
LINE includes magnetic and dynamic re- 
producers in a large variety of portable and 
table models. Write for catalog. 





NEWCOMBE-HAWLEY 
Division of United Reproducers Corporation 
205 First Avenue, North Export Dept., 130 W. 42nd Street 
St. Charles, Ill. New York City, N.Y. 


NEM AOPABE - HAWLEY 


PADI:  REPRODUCERS 
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The Hankscraft minimum display 
assortment, a dozen pieces, the smallest 
representative stock a dealer can buy 
for proper display and stock, with 
which the demonstrator display table 
comes free, includes 6 E ookers 
(2 green, 2 yellow, 2 blue); 2 Hanks- 
craft Egg Services (tray, cooker and 4 
egg cups in Hankscraft green); 2 Egg- 
etts; 2 Fairy Warmers. This standard 
package of merchandise goes to your 
dealers and central stations at estab- 
lished discounts and the table and dis- 
play are sent at no charge. 


hdd 


L. Dy 


UOT 
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Every dealer who puts in the Hanks- 
craft demonstrator display is auto- 
matically registered for the Hankscraft 
permanent merchandising service. This 
service includes lithographed side panel 
replacements, reprints of national ad- 
vertisements, all literature and window 
trim material. 

These materials will be sent at regu- 
lar intervals with no charge to your 
dealers and central stations. Place 
this deal with your customers and you 
are assured of substantial repeat bus- 
iness. Push the Hankscraft Eine. 
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